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Sparks 


State of the nation’s economy: 
Up 

Sreet—Operations last week were 
scheduled at 103.2 percent of indus- 
try capacity, a gain of 0.5 point 
from preceding week. Output was 
expected to total 2,063,000 net tons, 
compared with 2,053,000 tons of 
week earlier. 

DePpaRTMENT Stores—Sales dur- 

ing week ended May 26 rose 3 
percent above like week last year. 

Factory INveNToRIES—Warehouses 
at end of April were bulging with 

valued at $37,600,000,000, up 
$1,300,000,000 from March and $8,- 
400,000,000 above year ago. 

Raw Freiut — Loadings totaled 
811,799 cars in week ended May 29, 
or 0.3 percent over preceding week 
and 4 percent above like 1950 week. 

Factories, Mines—Production in 
April and May remained at high 
March level of 222 percent of 
1935-389 average, Federal Reserve 
Board indicates. 

Money IN CIRCULATION — Amount 
in week ended May 29 totaled $27,- 
461,000,000, a gain of $210,000,000 
over preceding week and $371,000,- 
000 over like 1950 week. 

WHOLESALE Prices—Bureau of La- 
bor Statistics’ index for week ended 
May 28 remained at 182.4 percent 
of 1926 average. However, it was 
16.3 percent above year ago. 


* * * 


Down 

UNEMPLOYMENT — Number of 
workers idle in May was lowest 
since August, 1945. Unemployment 
dropped to 1,069,000, off 137,000 
from April. At same time, number 
of employed civilians jumped 1,- 
148,000 to 61,193,000, highest in six 
months. 

Business Activiry—N ew York 
Times’ index for week ended May 
26 eased to 175.2 from 175.3 in 
preceding week. Figure for like 
1950 week was 160.1. 

Business Loans—In week ended 
May 23, such loans decreased $104,- 
000,000. 

Business Fartures—April closings 
totaled 693, compared with 732 in 
March and 806 in April, 1950, Dun 
and Bradstreet reports. 

+ + + 


General 


Price Wars—This business prac- 
tice, started in New York, last 
week spread to Cleveland, San 
Francisco, Baltimore, Memphis, 
Omaha, Newark and other cities. 


Top Cars 


New-car registrations for three 
months, plus 41 states for April: 
1951 Pos. Make 1950 Pos. 

1—408,421 Chev. 415,964— 1 
2—316,260 Ford 353,717— 2 
38—184,712 Plym. 89,354— 8 
4—150,725 Buick 153,624— 3 
5—126,146 Pontiac 130,603— 4 
6—101,719 Dodge 55,745— 9 

7—101,651 Olds. 110,673— 5 

8— 83,277 Mercury 938,404— 6 
9— 70,673 Stude. 93,359— 7 
10— 54,865 Chrysler 28,077—12 
ll— 42,958 Nash 48,187—10 
12— 40,185 Hudson 48,728—11 
13— $7,289 DeSoto 20,066—15 
14— 34,608 Cadillac 21,427—14 
15— 25,507 Packard 22,755—13 
16— 22,072 Kaiser 11,157—16 
17— 20,841 Henry J 
18— 9,448 Lincoln 
19— 9,108 Willys 

20— 2,068 Crosley 
21— 1,254 Austin 

22— 913 Ang.-Pref. 334—22 
23— Frazer $,009—19 

Total All Makes 
1,844,233 1,717,826 

For further details see page 

56, today’s issue. 
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Elected to Guide Washington State Dealers— 


With the outgoing president giving his congratulations to the incoming president, these 
1951-52 officers of the Washington State Auto Dealers Assn. were named at the annual con- 


vention in Tacoma. Front row (left to right), L. M. Kauffman, Spokane, president; 


Ed S. 


Mayes, Centralia, retiring president; Lee Moran, Seattle, first vice-president; Harold Cahoon, 
Yakima, third vice-president. Back row (left to right), Leon Titus, Tacoma, secretary-treasurer; 


Henry Backstrom, Arlington, 


second vice- president; Hal F. Marion, Vancouver, 


executive 


committeeman at large; Harold Zent, Spokane, assistant manager; Fred K. Ells, manager. 


Regional Reg. 


W Authority 


Urged by Wash. Dealers 


By D. M. Trepp 

Staff Correspondent 
acum, Wash. — Delegation of 
authority for determining credit 
restrictions and terms to the re- 
gional Federal Reserve districts for 
their areas, “because of their better 
and more intimate knowledge of 
conditions existing in their indi- 
vidual districts,” was called for in 
a resolution adopted at the annual 
convention of the Washington State 

Auto Dealers Assn. here. 
The resolution also urged restora- 


Chrysler Dealers 
Get Markup on 
New-Model Boost 


To OPS gave Chrysler-Plym- 
outh dealers permission last 
week to add their usual discount 
to the price increase on the new 
Chrysler V-8 models. 

A formal amendment covering 
price rises for new Chrysler models 
was in the OPS works Thursday, 
it was reported. 

In the aftermath of considerable 
NADA pressure for trade-wide re- 
storation of full dealer discounts, 
OPS made no effort to force Chrys- 
ler dealers to absorb part of the 
higher prices on New Yorker, Im- 
perial and Crown Imperial cars. 

Heartened by the Chrysler ac- 
tion, dealer observers forecast 
return of full discounts on 1951 
car models at an early date. 

On March 2, OPS stirred up a 
storm among dealers by denying 

(Continued on Page 63, Col. 1) 


tion of the 24-month-payment con- 
tract terms. 


Another convention resolution 
voiced opposition of the associa- 
tion to the proposed increases in 
federal automotive excise taxes, 
and emphasized the dependence 
of people in Washington state 
upon motor transportation as a 
necessity. 

L. M. Kauffman (Buick), Spo- 
kane, was named association presi- 
dent for 1951-52, succeeding Ed S. 
Mayes (Dodge-Plymouth). 

Other officers are Lee Moran, 
first vice-president; Henry Back- 
strom, Arlington, second vice-presi- 
dent; Harold Cahoon, Yakima, third 
vice-president; Hal F. Marion, Van- 
couver, executive committeeman-at- 
large; Fred K. Eells, Seattle, man- 
ager, and Harold Zent, Spokane, 


assistant manager. 
* * * 


HE resolution on credit restric- 

tions called particular attention 
to inequities under the present 
Regulation W arising out of the 
higher auto freight costs borne by 
Pacific Coast residents; hence the 
stand for regional determination of 
terms. 

“Quality management” was called 
the top requisite of successful 
dealer operation today by the con- 
vention’s featured speaker, A. G. 
Rude, sales vice-president, Uni- 
versal C.I.T. Credit Corp. Rude said 
that management must make every 
department stand on its own feet, 
and to do this “every dollar of 
income and every ounce of cus- 
tomer goodwill” are necessary. 


Dealers should solve their own 
(Continued on Page 69, Col. 4) 
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Plan Due; 


NPA Allows 1,200,000 
Cars in Third Quarter 


Auto Quotas Likely to Hold During Fourth Quarter, 
But Makers Still Uncertain on Materials; 
Deepest Cut for Big 3 Firms 


By Bernie Thomas 
Associate Editor 

wars some plants questioned 

the percentages assigned them, 
it appeared unlikely last week that 
NPA’s program to 
hold third-quarter 
car production to 
1,200,000 would 
bring any formal 
protests from 
auto makers. 

Inasmuch as 
Courtney Johnson, 
director of NPA’s 
motor vehicle di- 
vision, said 1951 
car production - 
would come close Courtney Johnson 
to 5,400,000, makers were under the 
impression that the same kind of 
production recipe will prevail in 

the fourth quarter, too. 

The big question is—where will 
the materials came from after de- 
fense and so-called defense sup- 
porting needs have been provided 
for under the Controlled Materi- 
als Program, which goes into ef- 
fect July 1? 

Meanwhile, NPA is working out 
a new plan for truck production 
after July 1, it was learned last 
week. 





* * * 


T IS expected that the order will 
follow along the lines of the pas- 
senger-car plan. Much opposition 
has been expressed against the 
truck percentage plan announced 
several weeks ago. Revision of both 


eran vehicle production in U. 
S. plants last week moved up 
sharply over that of the week be- 
fore, but passenger car assembly 
was 30 percent off the pace achieved 
in the same week of 1950. 

With Hudson still idled, there 
were built in ‘this country last 
week, according to Automotive 
News’ estimates, 114,082 cars and 
$1,379 trucks for a total of 145,461 
| vehicles, — Hudson was” scheduled 


NADA Presses Reg. W, Excise Fight 


By Pete Wemhoff 
Editor, Automotive News 

MORE aggressive efforts to ob- 
tain relief on Regulation W, to 
combat the proposed 20 percent 
increase in auto 
excise taxes, and 
to restore dealers’ 
historic discounts 
were voted by 
NADA directors 
meeting in De- 

troit last week. 
President R. D. 
Mc Kay reported 
that Charles C. 
Freed, head of 
NADA’s Public 
R. D. McKay Affairs commit- 
tee, will appear before the Senate 
Finance committee at an early 
date to protest the proposed boost 
in excise levies. This will be a fol- 
lowup of testimony by Freed and 
A. M. Costley, vice-chairman of 





the NADA committee, before Sen- 
ate and House committees two 
weeks ago, 

With 52 of the 54 directors 
present, the NADA board direc- 
ted renewed efforts to obtain 
favorable action from OPS on 
restoration of dealer discounts, 
which were reduced about 1 per- 
cent when OPS granted auto 
makers a 3% percent price in- 
crease in March, 

NADA is also pressing its fight 
to secure maintenance of retailers’ 
historic discounts through an 

(Continued on Page 66, Col, 4) 
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ASHINGTON. — Swollen inven- 
tories, particularly of automo- 
biles, mean Regulation W should 
sin be relaxed, the 
Senate Banking 
and Currency 
committee was 
told here last 
week by UAW 
President Walter 
Reuther and Rob- | 
ert L. Oare, board | 
chairman of the 
Associates Invest- 
ments Co., South 
Bend. 

Walter Renther Reuther told 
the committee that he favored 
credit controls, but believed they 
should be handled with “much more 
flexibility’ so that large backlogs 
of consumer goods, such as those 
existing in the auto industry, can 
be sold. 

(Continued on Page 62, Col. 
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Week’s Outp 


Car Total Is Off 30 Percent from ’50 Figure, 
But Up from Previous Week 





the production base and the quota 
formula on sizes is anticipated. 

There was no tangible answer 
to the materials question last 
week, but a great many more 
makers were optimistic than pessi- 
mistic about future procurement 
possibilities. Much of the optimism 
stemmed from the fact that NPA 
had switched from the first half 
of 1950 to the third quarter of 1950 
as a base period for figuring at 
what rate the auto industry should 
operate under the. defense program. 


HIRD-QUARTER (1950) produc- 
tion of passenger cars in U.S. 
plants was the highest in history. 
It involved two and often three- 
shift operations at many plants. 
According to NPA’s tabulations, 
U.S. plants built 1,894,676 cars in 
(Continued on Page 69, Col. 1) 





‘Quotas’ for Cars 


Estimated 
NPA Rating 3d Quarter 

(Percent) Shares 
General Motors...... 41.35 496,200 
Chrysler Corp......... 21.65 259,800 
Ford Motor Co....... 21.35 256,200 
Studebaker ............ 4.25 51,000 
I tiki ical sdaissduchsiee 3.30 39,600 
ees . 2.95 35,400 
I sn sects vagesapen 2.15 25,800 
Kaiser-Frazer ........ 1.55 18,600 
Willys-Overland 1.00 12,000 
RE cicinciaiotsiaseaess , ae 4,200 
Checker Cab............ 10 1,200 
NEED nsrenissherinccaee 100.00 1,200,000 








ut: 145,461 





to resume production today 
(June 11.) 
Hit by Memorial Day shutdowns 
and labor trouble at Chrysler, pro- 
duction in U. S. plants the previous 


| week was comprised of 84,802 cars 


and 26,462 trucks—a total of 111,264. 
During the week of June 10, 1950, 
U. S. plants built 162,951 cars and 
28,667 trucks for a total of 191,618 
vehicles. That effort paved the way 
for an alltime high month’s pro- 
duction of 717,343 cars. In addition, 
U. S. plants turned out 134,885 
trucks for a total of 852,228 vehicles 
in June last year. 
+ + > 
U S. PLANTS are quite likely to 
* build as many as 134,885 trucks 
this month, but they don’t have 
(Continued on Page 70, Col, 2) 





Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


191,618 
145,461 






111,264 





1950 
Week 


For complete production totals 
by makes, 


Prev, 
Week Week 


see table, page 70. 
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GM Policy Endorsed... 








Absorb Annual Raise, 
U.S. Tells Car Makers 


By Mac Gordon 
Associate Editor 
MPETITORS of General Mo- 
tors were ordered Thursday to 
follow the GM policy of absorbing 
the four-cent “annual improvement” 
wage increase. 

The Wage Stabilization Board 
endorsed GM’s position that the 
annual raise, designed as a pro- 
ductivity incentive, should be 
paid for out of greater efficiency 
rather than higher new-car 
prices. Thus, GM was given the 
green light to elevate base pay 
‘seales by four cents an hour for 
350,000 workers, retroactive to 
May 29. 

GM competitors agreed Thursday 
to grant the “improvement raises” 
to avoid labor strife, but with ve- 
hement protests against the federal 
requirement for absorption without 
price relief. 


ih 
RD and Chrysler Corp. had 
earlier deplored the profits 
squeeze brought on by the steady 
rise of labor and materials costs. 
Ford, Chrysler, Nash and Kaiser- 
Frazer all had June 1 effective 
dates for “annual improvement” 
raises. Hudson, Packard and Stude- 
baker face deadlines later this sum- 
mer. 

The WSB stand approving the 
GM position was praised Thurs- 
day by UAW President Walter P. 
Reuther at a press preview of the 
union’s new international head- 

rs building in Detroit, 
called “Solidarity House.” 

Already allied with auto makers 


Stainless Steel 
Critically Low, 


Survey Reveals 


CLEVELAND.—Supplies of alloy 
and stainless steels in industrial 
steel warehouses have dropped 
under 40 percent of normal levels, 
according to American Steel Ware- 
house Assn. 

“Leading distributors who handle 
these items revealed that alloy 
steel stocks are down to 31 per- 
cerit and stainless steels to 40 per- 
cent of Oct. 1, 1949, inventories,” 
said Walter S. Doxsey, association 
president. 

“The situation is made even more 
critical by the fact that there is 
no longer a normal flow of these 
steels to warehouses,” he continued. 
“Until the military demands for 
these metals taper off, there will 
be virtually none of these steels 
available for civilian consumption.” 

American Iron and Steel Insti- 
tute records show that warehouses 
distributed 24 percent of the total 
stainless steel production in 1950. 


New U.C. Ceilings? 


Reports in auto circles last 
week said that prices in some 
used-car guidebooks, to be issued 
duly 1, would be down 7 to 10 
percent. 

While the adjustments were 
designed merely for guidance of 
dealers, there was speculation 
that OPS, pending action on spe- 
cific ceilings, might amend its 
used-car price ceiling order to 
conform with the new guidebook 
prices, 








Outdoor Auto Show in Boise, 


Eighteen dealers displayed 80 cars during a 
town street. At least 15,000 persons attended, 


tainment. A loud-speaker truck toured residential streets to advertise the show. 


-|lato, Local 600 president and an)! 





AUTOMOTIVE NEWS, JUNE 11, 1951 





and dealers in the battles over 
Regulation W and the “annual im- 
provement” raise, Reuther and his 
co-officers called for still greater 
cooperation on other problems af- 
fecting automotive management 
and labor. 

Reuther told a press preview 
Thursday he would push for an in- 
vestigation by mobilization officials 
of third-quarter steel allotments to 
new-car makers. The UAW chief | 
had questioned the fairness of the 
allocations in some makers’ cases | 
and voiced fear that employe lay-| 
offs might be vastly increased. 

* * * | 

wu all appeared to be smooth 

in the UAW-industry relations, | 

however, the union’s move into its| 

new “Solidarity House” was clouded | 

by a growing rift within its own 
family. 

The trouble-maker was Ford 
Rouge Local 600, which of late has 
caused the Reuther administration 
no end of embarrassment. 

Local 600 rubbed Reuther’s red 
hair the wrong way last week by 
inviting Miner Boss John L. Lewis 
to address the local’s 10th anniver- 


WASHINGTON. — Installment 
credit dropped in April for the 
fourth consecutive month, the Fed- 
eral Reserve Board reported last 
week, 


Installment credit extended by 
auto dealers went down $16,000,000, 
jaccording to the report, while that 


sary party on June 23. o 
The late Henry Ford acceded to | extended by sellers of television 
sets and other household- goods 
the unionization movement 10 years | dropped $79,000,000. 


ago this month. His acceptance of 
At the beginning of May, the 


a union-shop contract established | 

Local 600 and its 65,000 members| report said, the total volume of 

as the largest union local in the| consumer credit Outstanding was 

world. | approximately $19 billion as 
against $20 billion last Dec, 31. 


Lewis was given a huge buildup | 
last week in Ford Facts, Local| Installment credit accounted for 
almost $13 billion of the June 1 


|600’s weekly newspaper. Carl Stel- 
credit aggregate. 


[eo eree of Reuther, announced| In the six months since October, 
Lewis’ acceptance of the invitation | total debt for installment purchases 
to address the birthday party. ‘at retail has declined nearly $500,- 
* + * | 000,000. 
[_ABOR was dealt a legal blow by| In his appearance before the 
the U. S. Supreme court last | House Banking and Currency com- 
week in a ruling upholding an/mittee, FRB Chairman William 
NLRB verdict against three con-| Martin jr. stated that “recently 
struction unions which engaged in|there has been some reduction in 
“secondary boycotts.” The court, in}demand for consumer durable 
effect, sustained the secondary- | goods.” 
boycotts restrictions of the Taft- | Conditions in these markets, he 
Hartley law. said, “are being watched closely” 
land frequent consultations are 
| being held with representatives of 
|the industries and trades which 
|have been affected. At this point 


On 40th Year he told the House members: 


I | “Let me assure you that the 
vaeveneatians ar ts ee eg Federal Reserve Board is pre- 
8 eer pared either to tighten or to 


of Dodge, was honored at a surprise | ‘ 
Sencheen Wednes- | relax credit terms whenever such 


day by Chrysler | 
Corp. officials on| 
the occasion of | 
his 40th anniver-| 
sary with the) 
company. 

Among the 100| 
persons attending | 
the affair was K. 
T. Keller, chair- 
man of Chrysler 
Corp.; L. L. Col- 

F. J, Lamborn bert, president, | 
and A. vanderZee, vice-president, | 
who lauded Lamborn’s achieve- 
ments. Ed Quinn, Dodge sales 
head, as toastmaster pointed out! 
highspots in Lamborn’s life, de-| 
picted in cartoons and _ photos 
around the dining room. 

Lamborn, now 62, joined Dodge | 
in 1911 as a tool maker. He was} 
presented with a gold desk center- 
piece on which were mounted rep- 
\licas of the 1914 and 1951 Dodge 
| cars. 





Lamborn F sted 





Special Meeting Called 


For NUCDA Directors 


DETROIT.—A special meeting 
of directors of NUCDA has been 
called for 9 a. m. next Monday, 
June 18, in the Statler hotel here. 

Directors will consider poli- 
cies of the association and mat- 
ters pertaining to Regulation W 
and proposed specific price ceil- 
ings on used cars. 








WASHINGTON. — Hopes for 
ample steel, copper and aluminum 
for the manufacture of automotive 
replacement parts faded recently 
when NPA officials indicated that 
allocations would be considerably 
less than the industry had re- 
quested, according to the National 
Automobile Dealers Assn. 

The NPA proposal would supply 
the industry metals based on the 
consumption of the materials dur- 
ing the first quarter of this year. 

Members of the Replacement 
Parts Advisory Council objected to 
such a plan, the NADA report said, 
urging that actual sales during the 
™ \period should be used as a basis. 

' |They felt that such a base would 
reflect the actual needs of the con- 
sumer, as Well as prevent shortages 
of replacement parts. 
Idah The NADA report stated that 

ano-— industry. members had reported de- 
one-day exhibit, held on a blocked-off down-/ pleted inventories during the per- 
police estimated. Three bands provided enter- | jod because of increased sales. They 
jhad asked that the industry be 


Parts Metal Pinch Feared 


NADA Points to NPA Veto of Requests 
For Aftermarket Relief 


NADA's Region 11 Advisory Council Convenes— 

Shown at the semi-annual meeting (left to right, back row) are Otto P. Henneberger, New Jersey; Lloyd Hoagland, New Jersey; Joseph 
W. Farlow, New York; Jay DeRidder, New Jersey; Walter M. Kiplinger, NADA director of promotion; P. J. Kaufman, New York; Russel 
M. Nelson, New York; Clell S. Forsythe, New York; George D. Gardner, New York and Nelson K. Mintz, New York. 

Center row: Ray Chamberlain, NADA convention manager; Carl E. Fribley, New York; Majorie M. Baker, Buffalo; William L. Mallon, 
New Jersey; Mrs. Otto Henneberger, acting secretary of the council; Harry M. Sloate, Connecticut; Stuart C. Ballard, Syracuse; C, 
Ray Palmer, Brooklyn; Tracey B. Terry, Brooklyn; Charles A. Schmidt, Brooklyn, and C. J. Truelson, Brooklyn. 

Front row: Robert B. King, New Jersey; Charles D. Henderson, New York; Lawrence Read, Buffalo; James R. Johnson, Connecticut; 
Carl R. Lane, Connecticut and Don F. Jennings, New York. LeRoy Smith of NADA was absent when photo was taken. 


Time Loans Drop Ath Straight Month 


action would be consistent with 
the objectives of the Defense 
Production act.” 


Martin said that the record of 
the past year has clearly demon- 
strated that selective measures of 
| credit restraint are an effective and 


Doss Hits Reg. W; 
Calls Production 
Outlook ‘Fair’ 


ATLANTA.—Stating that Regu- 


lation W _ restrictions are “too 

strict,” H. C. Doss, Nash sales vice- 

| president, sai 
here that many 
persons, “even 


those engaged in 
defense work,” 
cannot afford new 


cars under the 
present credit 
rules. 


Speaking while 
visiting a new 
Nash zone office 
recently complet- 
ed here, he pro- 
posed that the time limitations 
should be extended to at least 18 
months. He said such a change 
would not contribute to inflation. 


The outlook for new-car produc- 
tion looks “fair,” Doss said, “adding 
that his company would produce as 
many cars as possible under mate- 
rial restrictions. He said current 
car sales were down some, and ad- 
vised dealers to “get out and do a 
selling job.” 
| Two more Nash zone offices will 
| be opened soon, Doss said, at Char- 
\lotte, N. C., and Oklahoma City. 
| J. A. Huff, now assistant zone man- 
lager at Atlanta, will be transferred 
lto take charge of the Charlotte 
| office. 
| Tom Allen, assistant service man- 
|ager here, will go to Charlotte as 
service manager, and Staten Wilcox, 
|also of the Atlanta office, will go 
ito Charlotte as service representa- 
| tive, Doss said. 





H. ©. Doss 








allowed steel, copper and aluminum 
ion the basis of 112 percent of the 
item sales during 1950. 

Parts inventories at the present 
time are reported good, but unbal- 
anced, NADA said. 

NPA officials have agreed to con- 
sider the committee’s proposals. 


Come-On in Shorthand— 


Saves You Money." 
calls asking what the message says. 











necessary supplement to general 
credit measures, 


“Under the present terms of 
Regulation W,” Martin told the 
committee, “the highly inflationary 
expansion of outstanding install- 
ment credit has been stopped. 


“While consumer credit regula- 
tion alone cannot solve the prob- 
lem of inflation, nevertheless, Reg- 
ulation W, by establishing mini- 
mum downpayment requirements 
|and maximum periods for repay- 
|ment of consumer installment 
|debt, has effectively limited the 
|expansion of consumer purchasing 
| power in the form of credit dollars 
jand is an essential part of any 
|continuing comprehensive anti-in- 
| flationary program.” 

Martin said Regulation W’s 
| provisions are more lenient “in 
some respects” than those in 
effect during most of World War 

II, He added that similar regula- 
tions in Canada are more re- 
strictive. 

Stating that defense and other 
essential production goals cannot 
be realized unless civilian produc- 
tion and demand are curtailed, 
Martin said it is important that 
| present anti-inflationary programs 
be continued and strengthened. 


Truck Firms Ask 
CPR 30 to Reflect 
Added Steel Cost 


| WASHINGTON. — The Office of 
Price Stabilization was asked last 
week by the commercial motor 
vehicle industry advisory commit- 
tee to prepare a ceiling price regu- 
lation designed to meet its current 
needs, with the old OPA MPR 610 
as a model. 

The industry members urged that 
premiums now being paid for con- 
version steel should be fully re- 
flected in determining materials 
cost adjustment factors under CPR 
30—not now generally premitted— 
and suggested monthly reporting of 
the amount of premium steel] indi- 
cated in costs, so that adjustment 
factors could be refigured in the 
event of a decrease in its cost. 

The committee passed a_ resolu- 
tion recommending price-control 
exemption for trucks and their 
parts and subassemblies when de- 
signed for military use and sold to 
defense agencies. 

It was also suggested that tradi- 
tional percentage markups on re- 
placement parts be permitted under 
|OPS regulations. 














Translated, these shorthand symbols mean ''Shorthand Saves You Time, Compton Motors 
Compton, a Nash dealership in St. Louis reports that it has had many 














on 


t 
I 
( 
I 
é 
g 
c 
I 


Joseph 
Russel 


lallon, 
e; C, 


cticut; 


ther 
nnot 
duc- 
iled, 
that 
ams 


. of 
last 
otor 
mit- 
»gu- 
rent 

610 


that 
-on- 

re- 
‘ials 
‘PR 
d— 
z of 
ndi- 
ent 

the 


olu- 
trol 
1eir 
de- 
1 to 


adi- 
re- 
der 


>tors 
nany 









—— automobile industry again 
is unusual, as usual. Even at 
the current reduced rate of auto- 
mobile production, new and used- 
car stocks might soon become 
bulging. Then the chance of an 
all-out war hovers over us. In such 
a situation there would be, of 
course, fewer Or no new cars 
manufactured. 

In planning for the future, 
there is One secure and perman- 
ent factor on which to base plans. 
That is the fact, come what may, 
profit opportunities will still re- 
main in furnishing maintenance 
service to the nearly fifty million 
owners. Let us be reminded that 
the income from service has al- 
ways been substantial. It is not 
seasonable. The profits are not 
depreciated by long used-car al- 
lowances. Substantial profits were 
made in spite of the fact that 
automobile dealers obtain far less 
service business than normal ex- 
pectancy. 

Dealers always emphasize the 
sale of new cars. That is probably 
due to the influence of the factor- 
ies whose profit and position can 
only be maintained by new-car vol- 
ume, and the fact that dealers 
themselves are very sales minded. 

* * * 


Picture Is Reversed 
now the picture from the dealer 
standpoint is very much re- 
versed over former years for two 
reasons. First there are now fifty 
million Owners who are a source of 
income, Second, the average life of 
the car has greatly increased, It 
has been said many times that 
owners in this nation spend four 





Ontario Dealers 
Told to Intensify 
Sales Efforts 


WINDSOR, Ont.— Sales efforts 
must be intensified so that more 
and more goods will continue to 
flow from factories, F. A. Kaiser, 
vice-president of Detroit-Michigan 
Stove Co., told the Ontario Automo- 
bile Dealers Assn. at a meeting 
here. 

Kaiser said that manufacturers 
and dealers must take steps to in- 
crease sales efficiency and decrease 
selling costs with the same zeal 
used in the past to increase pro- 
ductivity of the individual worker 
for lower unit costs. 

“I don’t mean by that that we 
should expect to reduce the income 
of our salesmen,” he said, “but 
rather that we help him to produce 
es thereby reducing the cost per 
sale.” 

Kaiser called on dealers and man- 
ufacturers to establish sales train- 
ing courses to prepare thousands of 
new salesmen for work in a “truly 
competitive market.” He said that 
more efficient supervision of sales 
activities and salesmen is needed. 

Scoffing at the theory that cus- 
tomers buy only on the basis of 
price, Kaiser said there was “never 
a greater fallacy,” and that value 
-not price—is the determining fac- 
tor in any sale. 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 
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cars running than for the purchase 
of new cars. As the number of 
owners grow and the volume of 
new-car sales returns to normal, 
this percentage will increase. 

Stating this in another way, 
if the average owner spends on 
the minimum, as is estimated, 
$250 a year for operating and 
maintenance expenses, then his 
total for such expenditures dur- 
ing the average lifetime of a car 
in 10 years will be $2,500, or the 
current total price of the aver- 
age new car. So one can easily 
perceive that if fifty million own- 
ers each are spending $250 a year 
to maintain their cars, and but 
five million customers buy new 
cars each year, there are 10 times 
the potential customers for main- 
tenance than there are for new- 
car buyers. 

It would seem to be common 
sense for any dealer to balance his | 
effort and facilities to attract the 
profit dollars in proportion to the! 
availability of this profit potential. | 
It is well to remember that in so- 
called normal times the average 
dealer was earning a net of three 
percent on his new-car sales, On| 
$2,500 that would be but $75 and, 
when trading became really vicious, | 
all profit was eliminated, 

But on service and maintenance 
and operating labor, parts and ac- 
cessories, the potential profit ran 
as high as 50 percent with the 
average around 33 percent. So the 
chance of turning gross profit into 
net profit has always been much 
greater in service and operating 
items than on new or used-car 
sales. 


| 


| 


* * * 


Will Affect Future 


rr ISN’T a question at all but} 
what most automobile dealers | 
can increase their service volume 
to make it not only pay the entire 
overhead, but a profit. Many auto- 
mobile dealers proved that during 
the war when they had no new) 
cars. The market for maintenance 
is larger now than then. 

Dealers have also had the glor- 
ious experience of making profit 
on new cars in the recent sellers’ 
market. Many dealers have told 
me that the trade made more 
money on the 500,000 cars that 
were placed in the ration pool in 
1942 than they would have made 
on 5,000,000 cars in a competitive | 
market. 

This is an experience that will 
have an effect on their future man- 
agement plans and policies. No 
dealer wants to take the emphasis 
off of the sale of new cars. He is 
responsible to his factory to move 
his share of the volume. He has the 
responsibility, too, for his own in- 
terests to put as many of his brand 
of cars in his territory as is profit- 
ably possible. 

* 


* * 


Serve More and More 
N THIS situation he is like the 


doctor who brings a new baby) 


into the world. The doctor not only 


i th ffort, but in 
iS rewarded for TAG enee ' |gave the name of a Fort Lupton 


theory at least he has gained an- 
other patient for a lifetime. 

If more evidence is needed to 
drive this fact home, consider the 
90,000 independent service stations 
in this business who make a profit 
on customers dealers initiated, but 
who have slipped away or have 


ers, 

Therefore, to retain Owners as 
customers is the real challenge 
to this trade. The amount of 
maintenance business obtained is 
the measure of dealer efficiency. 

The guidepost to success, secur- 
ity and profit in the trade surely 
points to the enormous mainten- 
ance market, The goal must be to 
satisfactorily serve more and more 
owners, This is not only the surest 
way to profits under any national 


or local condition that may exist or|crease of 23 percent over the pre- 


develop, but the surest way to con- 
tinue to sell new cars at a profit. 





times as much a year keeping their | 


|Hughes Elected President .. . 


BOSTON. — A resolution calling| of the group, succeeding Harold 
|upon Massachusetts’ congressional} J. Moye, Quincy. 

delegation to oppose increased fed-| Other new officers elected: First 
eral excise taxes on automotive vice-president, George A. Daley jr. 
products highlighted the annual| (Ford), Quincy; second vice-presi- 
;convention here last week of the|dent, William H. Madden (Stude- 
| Massachusetts Auto Dealers Assn. | baker), Hyannis; treasurer, Ralph 


Joseph Hughes, Cambridge De- | T. Staab (Ford), Amherst; assistant 
Soto dealer, was elected president | treasurer, C. Norman Fay (Chrys- 


;}two men got away with two new 












New Massachusetts Dealer Officers— 

At the Massachusetts Auto Dealers Assn. parley in Boston last week the above officers (left 
to right) were elected: C. Norman Fay, assistant treasurer; William Madden, second vice- 
| president; Joseph Hughes, president, and Joseph Daley jr., first vice-president. 





Wave of ‘Gift 


CLEVELAND. — Ohio’s new tax 
on casual auto sales has brought an 
unusual market condition here, ac- 
cording to Leonard Fuerst, in 
charge of the auto title bureau. 

Fuerst declared that auto owners 
seeking to sell their cars privately 





2 Denver Dealers 
Swindled in New 


Confidence Game 


DENVER.—Two men with a roll 
of $100 bills and false credit infor- 
mation bilked two new-car dealers 
here during the past week. The 
racket is a new one to Denver. 

District Attorney Bert Keating 
described the pair as “operators of 
a new type of flimflam that almost 
any dealer might fall for.” The 





cars worth $5,300 at a total cost 
to them of $1,640. 

The pair paid their first visit 
to a Mercury dealer, where the first 
represented himself as a wheat 
farmer from Strasburg, Colo. He 
wanted a car and he wasn’t par- 
ticular about color—the one in the 
showroom would do. He displayed 
a roll of $100 bills for the down 


Ohio Casual Tax Brings 


’ Transfers 


are trading or letting them go as 
“gifts” to avoid the tax. The bureau 
said that about one out of every 
10 persons acquiring cars from pri- 
vate individuals uses the “gift” 
process to avoid the tax. 

Fuerst reported that one man 
bought a 1950 Buick for $1, and 
paid a tax of three cents. Taxes 
on a $2,000 article would ordinarily 
be $59. There are many cases of 
prewar cars selling for $5, the 
bureau stated. 

Meanwhile, county officials are 
studying the situation, and endeav- 
oring to break up the practice of 
“gift” cars. They declare they will 
lose 20 percent of an estimated 
$2,000,000 annually in taxes. 





New York Assn. Banquet 


To Hear Sokolsky 

NEW YORK.—George E. Sokol- 
sky, newspaper columnist, author 
and lecturer, will be the principal 
speaker at the 43rd anniversary 
banquet of the Automobile Mer- 
chants Assn, of New York, June 12 
at the Waldorf-Astoria hotel. 

Sokolsky will speak on current 
American and international prob- 


j}ance of about $1,700. The two then 


|thing was wrong. The time 
been neglected by automobile deal- | s s 


payment. He was also able to prove lems. 


his identification to the dealer’s 
Satisfaction with a description of 
his finances, his family, his farm, 
his church and the prospects of 
the wheat crop. The dealer called 
Strasburg while the con man lolled 
in his office and checked on the 
farmer whose name he had given. 

Satisfied, the dealer accepted $840 
for a down payment and had his 
customer sign a note for the bal- 


drove away in their new car. They 
didn’t drive far—just to a Denver 
Pontiac dealer, where the second 
con man pulled a similar deal. He 


(Colo.) farmer, paid $800 down and 
signed a $2,000 note. 

The impersonations and forgeries 
were not discovered until the farm- 
ers in Strasburg and Fort Lupton 
received the papers, and notified 
the automobile dealers that some- 
in- 
volved, of course, gave the con men 
a head start of several days. | 
Keating points out that the only 
way automobile dealers can protect 
themselves against this kind of 
swindle is to demand tangible iden- 
tification — driver's licenses, draft 
cards and the like. 


Canada Parts at Peak 


MONTREAL.—Value of products 
manufactured by the vehicle parts 


Wemhoff 
who write the tax bill, bring it to the floor under a closed rule. 


dealers will stage outing today (Ju 





industry of Canada in 1949 reached 


a new high of $171,590,000, an in-|| J. O'Malley and Dan Eddins. 





ceding year’s total of $140,068,000, 
the bureau of statistics reports, 


On the House . 


You have to accept or reject it in one package. ; 
pressure has to be put on those 25 representatives, or on the sena- 
tors who have the power to amend the House bill.” . . . Cincinnati 





Mass. Dealers Assail Excise Tax 


ler), Boston, and clerk, A. J. Toner 
(Packard), Fitchburg. 

Daley was elected for a three- 
year term as a director along with: 
Ross Spencer, Northfield; Kenneth 
Atwood, Middleboro; A. F. Brady, 
Dorchester, and C. E. Batchelder, 
Watertown. 

Harry J. Klingler, GM vice-presi- 
dent, who was featured speaker at 
the annual banquet, predicted that 
“by 1960 I believe we will have 
more than 50,000,000 cars on Ameri- 
ca’s highways.” 

Klingler compared the early 
origins of the auto business with 
today’s conditions and pointed 
out that the industry’s greatest 
growth came during the years 
when the “customer was king.” 

John J. Barry, vice-president of 

the National Shawmut Bank of 
Boston, spoke at the luncheon 
meeting on the existing world situ- 
ation. He described the Korean war 
as “a border incident along the 
longest front in military history.” 

Business session speakers in- 
cluded: Jack Lacey, head of Lacey 
Sales Institute, Newton, whose sub- 
ject was “What Makes a Star Sales- 
man Tick,” and Frank W. Lovejoy, 
sales executive of the Socony- 
Vacuum Oil Co. New York, who 
discussed sales and marketing. 

Gifts were presented to retiring 
President Moye and Ray H. 
Mixer, retiring treasurer, by 
Harry B. Scott, Cambridge, who 
presided at the meeting. 

Entertainment for ladies attend- 
ing the convention included a 
“good grooming” exhibit and a style 
show. 

Another resolution adopted laud- 
ed the officers, directors, association 
staff and committees for efforts on 
behalf of the membership during 
the year. 


Tenn. Schedules 


Title Sessions 


NASHVILLE. — To familiarize 
dealers with Tennessee’s new vehi- 
cle certificate of title and registra- 
tion law, the state division of motor 
vehicles will hold a series of meet- 
ings throughout the state. The law 
becomes effective July 1. 

The schedule of meetings follows: 
10 a.m., June 13, Franklin; 8 p.m., 
June 13, Murfreesboro; 10 a.m., 
June 14, Jackson; 8 p.m., June 14, 
Dyersburg; 8 p.m., June 15, Cooke- 
ville; 8 p.m., June 18, Jonesboro; 
8 p.m., June 19, Knoxville; 8 p.m., 
June 20, Chattanooga; 8 p.m., June 
21, Nashville, and 8 p.m., June 22, 
Memphis. All meetings will be held 
in the courthouses of these cities. 





People do and say a lot of unthinking things in the heat of battle, 
as witness this quote from a dealer association bulletin discussing the 
MacArthur controversy: “.... Under the present arrangement it is 
not possible for the Joint Chiefs of Staff to disagree 
with the President. If there is disagreement, the 
President is bound to get himself a new set of gen- 
erals and admirals” .. . 
writer didn’t think what would happen to our form 
of government IF the reverse were true—and the 
generals got themselves a new president every time 
there was disagreement (as in Latin America)... . 

Rep. F. E. Hebert drove home a good point the 
other day before the New Orleans Advertising 
Club. “They tell you to write your congressman, 
he said, “yet only 25 men in Congress decide how 
much taxes you’re going to pay. Those 25 ‘men 
constitute the House Ways and Means committee, 


I’m certain the bulletin 


.. Therefore, the 


Me S22 ses 


It’s reported that Brookings Institution is making a special survey 
for the government to determine exactly how many autos must be 
kept in operation to maintain the nation’s economy. Due in August, 
the report will probably shape Washington thinking on autos through 
the critical period ahead. . .. NADA directors’ dinner in Detroit last 
week drew a large number of factory officials, including Bill Huf- 
stader, Abe vanderZee, Walker Williams, Lew Smead, J. B. Wagstaff, 
Ed Quinn, Herb Gould, S. E. Skinner, Arnold Lenz, Whit Ward, N. K. 
Vanderzee, George Romney, Bob Somerville, Bill Cronin, Irv Berger, 
Bill Newberg, C. E. Bleicher, J. P. Mansfield, Bob Rudd, Don Ahrens, 


—Prre Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles rts and accessories. § 2. A fair profit to 

™ the dealer on every used vehicle accepted in partial payment for a new 

Aa car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. § 4. The 

£ elimination of governmental and bureaucratic controls over this industry. 
15. A return to the precepts of independence and the rewards of applied 

R energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere elise in the world. 





Are You Making the Most 
Of Your Used Cars? 


wan in the auto business expect that the market will 
take on shortage aspects before too long. 


And many believe that Regulation W will be eased so that 
the market will be broadened. 


Either or both of these things could happen, and they 
would lighten the burden dealers are shouldering at the 
moment. 


Certainly, credit terms should be eased. Not only are 
they discriminatory against working people, but they pro- 
vide an artificial and needless restraint on business. 


However, whether conditions for dealers are made easier 
or not in the future, there is one thing that must be faced 
in the present. 


That is that dealers today are in a trading market in 
which the used car is the key to survival. New-car dealers 
must be used-car experts to move new cars. 


Newer used cars—’49s and ’50s—are the biggest stum- 
bling blocks. Under Regulation W, payments on these models 
are so high that people who can meet them can also afford 
to buy new cars—and most of them to do buy new cars. 


The result is that if dealers wait until customers come 
along to buy these models, they may well wait until next 
fall. Chances are, however, that the dealers won’t stay in 
business that long. 


On the other hand, some dealers are meeting the problem 
' by determining what people can buy ’49s and 50s, and then 
are going after them with a determined sales campaign. 


It isn’t just a matter of deciding that the owner of a ’46 
or ’47 car would be a good prospect. Dealers must also get 
up convincing sales talks on why such an owner should buy 
a late-model used car. 


Some dealers are reluctant to bother with the problems 
that a full-fledged retail used-car operation involves— 
a selective buying to fill out stocks, and so 
orth. 


They figure that present problems will be of short dura- 
tion, and that may be true. But it could also be that the 
reprieve may not come, or that it, too, may be of short 
duration. 


Whichever way it turns out, anythin 
build a topflight used-car operation wi 





a dealer can do to 
pay off in the end. 





Auto 
Forum 


Eprror’s Notg: Following is one 
of @ series of articles written 
especially for Automotives News 
by managers of the various state 
auto dealers associations: 


By William Hood 


Mer., Maine Dealers Assn. 


AINE was one of the last states 

to go on record as an organ- 
ized automobile dealers association, 
and it was not until December, 1944, 
that dealers in this state realized 
that such an or- 
ganization was a 
necessity. 

Through the 
medium and ef- 
forts of a few 
highly motivated 
dealers, the pion- 
eering stage of 
this association 
was set and with- 
in a year practi- 
cally all new car 
and truck dealers 
: were enrolled. 

The purpose of these men was 
to set up a central bureau where- 
by concrete information regard- 
ing all government regulations 
would be boiled down to the 
working words of the dealers 
and principally to get various 
types of bulletins, containing 
items of most importance, into 
members’ hands. Due to the large 
areas to be covered in this state, 
sectional meetings were planned 
and meetings have been held at 
least once or twice a year to 
acquaint dealers with the various 

problems outside of their own 
immediate area and also for bet- 
ter friendly and business rela- 
tionships. 

Another significant factor, which 
has been instrumental to the suc- 
cess of our association is the 
allegiance between the Maine Au- 
tomobile Dealers Assn. and the 
National Automobile Dealers 
Assn. I say “significant” because 
of NADA’s untiring efforts to get 
to our office that information that 
is so pertinant to al’ our members. 

* * * 


RIOR to the birth of our asso- 
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ciation, nothing had been done | 
to promote safety campaigns of | 
any real consequence in our state | 
by any automotive group. 





‘Watch for Him ......” 


This is an open forum for the discussion of any subject of interest to our 


Today we can proudly say that 
We were the first to sponsor schol- 
arships for the teachers of our 
high schools, who would take the 
Driver Training Course and become 
certified as instructors for their 
respective schools, This is only one 
of the many safety campaign mea- 
sures in which our association, in 
conjunction with the Maine State 
Highway Police department, has 
played a prominent part. 

A great many of us know that 
highway safety is a nationwide 
problem and that many groups 
all over the country have strived 
diligently to get the general pub- 
lic aware of these facts. Highway 
safety is probably one of the most 
difficult subjects to get across to 
the general public, for the reali- 
zation of this important problem 
is generally lacking to the atten- 
tion of the average individual; 
that is, until it hits close to home 
and then it is too late. 

What are we to do to find a 
more effective method in driving 
home to the public the importance 
of highway safety? Today with the 
automobile dealers totally depend- 
ent on the general public as po- 
tential customers, they should co- 
ordinate their efforts in bringing 
before the public the real picture 
of what is happening on our high- 

(See FORUM, Page 67, Col. 1) 


10 Years Ago... 


The Big Story 


Price increases of $10 to $53 on 1941 models were announced by 
Plymouth, Dodge, Nash, Studebaker, Chrysler and DeSoto. It was felt 





used, if you so request. 


Con Man Sought 
Enclosed you will find a picture 
of a person who recently has been 
renting cars, getting title to the 
cars and selling 
them, I bought a 
’51 Ford that he 
had rented in Los 
Angeles, to which 
he had a Ohio 
title and all of the 
credentials to 
convince anybody 
that he was who 
he says he is. 





His real name ey d 
is Henry Israel 4 f 
and he recently Henry Israel 


got out of Atlanta prison. He also 
goes under the name of Richard 
Ladd, also Robert W. Thomas.— 
Harotp Locu, Loch Motor Co., Okla- 
homa City. 

Epitor’s Note: Agents of the 
FBI, seeking Israel as an alleged 
parole - jumper, gave AUTOMOTIVE 
News the following description of 
him: He is 5'6”, 47 years old, 
weighs 186, has a stocky build 
and a fair-to-ruddy complexion, 
brown eyes, black wavy hair 
streaked with gray, small scar on 


in many circles that while the boosts were moderate in view of rising 
labor and materials costs, additional increases may be expected with 
the introduction of new models in the fall. 

More people were working in April than ever before in the nation’s 
history, the National Industrial Conference Board estimated, with 


50,150,000 set as the total number of jobholders. . 


.. Mauri Rose drove 


a Noc-Out Hose Clamp Special to victory in the 500-mile Indianapolis 


race, 


—From the files of Automotive News. 





readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 









left thumb and slight scar on 
left cheek and is slightly pigeon- 
toed. He has used the following 
aliases: William G. Patterson, 
Henry Israelsky, Walter R. Rob- 
erts, Walter Rogers, Charles Cate 
Pole, Henry Herman Ivins. 
* - * 


Grand Prix Error 
Re picture and caption, which 
appeared on page two of your May 
7 issue, regarding K-F’s award at 
the Concours d’Elegance at Cannes. 
It would appear that the caption 


‘|writer on the K-F publicity depart- 


ment became a little too enthusi- 
astic in the copy and either con- 
sciously or unconsciously over- 
played the winning to such a point 
that, to the casual reader, it ap- 
pears that the K-F award was the 
“winner of winners.” 


Perhaps the somewhat loose ap- 
plication of the word “sweepstakes” 
was, in part, responsible for this 
somewhat misleading caption. The 
actual facts are these: 

The 1951 model Kaiser four-door 
sedan won the Grand Prix d’Hon- 
neur in only one of many categor- 
ies, namely, category F, for sedans. 
The Grand Prix General was won 
by Rolls-Royce. 

As evidence, I enclose the April 
18 issue of the British automotive 
journal, “The Motor,’ which de- 
votes a centerspread to the prin- 
cipal winners of the Cannes Con- 
cours d’Elegance. You will note 
that only two American cars were 
illustrated . .. (1) the Studebaker 
convertible in category C for con- 
vertibles; (2) the Cadillac Fleet- 
wood which won the Grand Prix 
for American-made cars and was 
classified as the “Best American.” 
—AN OBSERVER. 

Eprror’s Note: K-F rechecked 
its Cannes office, found ita or- 
iginal information to be in error. 
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AUTOMOTIVE 


Theep em | 
coming back 


says Walt Weyman 


Reading time: | min., 43 seconds 


The man who bought his tenth Dodge from Walt 
last week had bought his first with handfuls of twenty- 
dollar gold eagles. 


““That money looked mountain-high to me then,” 
Walt recalls. “You see,” he adds, “I learned the value of 
money the hard way. As an orphan I always pretty much 
had to pay for anything I got. I had to double the size 
of a paper route I had to make my way through high 
school. That took a lot of selling and a lot of extra 
service, too.” 


He'll tell you the car deals he’s made have been 
on the same sound basis. He lined up with a dealer 
handling Dodge because he knew he was giving real 
value every time he sold a Dodge. Then he made it a 
point, personally, to see the value Dodge had built into 
the car was backed up by more than adequate service. 





A few years later, his combination of value and 
service had won him so many satisfied customers he had 
the friendship of the entire community, and the confi- 
dence of a far-sighted banker. So when the Dodge 
dealership became available, the banker helped Walt in 
contacting the factory and arranging to take over the 
business. It was a big undertaking and Walt started to 
dig his way out by duplicating the energy and effort he 
had used on his paper route. He doubled the size of the 
business in less than a year. 


Before long his growing sales put Walt 
in a position to re-invest earnings in a new 
plant, new from parts room to show room, 
from service garage to offices. Even when the 
war terminated new car deliveries, Walt didn’t 
stop growing. His years of attention to service 
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made it easy to concentrate on this phase of his business. 
Soon cars were backed up mornings for two blocks by 
owners who knew both the jobs and prices would be 
right at Walt’s. To supplement this operation, he started 
shipping in used cars from three states. 





Beginning with six employees, Walt now employs 
32 people in his organization. “It’s all a matter of 
keeping customers coming back, like that man who 
bought his tenth car just now,” he explains. “This is a 
great business for any man who wants to give a full 
measure of service. I figure you can’t miss if you keep 
the customers you sell coming back for the service you 


give them.” 


Write for our free booklet containing a 
number of these stories of accomplishments 
by enterprising men. Chrysler 
Corporation, 341 Massachusetts «<a 

Ave., Highland Park 3, Mich. 





Chrysler Corporation 


PLYMOUTH * DODGE ¢ DE SOTO @ CHRYSLER * DODGE "‘Job-Rated"* TRUCKS 


Fine Cars of Great Value 
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Called Fatal for Used-Car Dealers .. . 





Two-Ceiling U. C. Proposal Hit 


ATLANTA. — A two-ceiling price | “and in so doing denied transporta- | of 
system for used cars, calling for! tion to sections of the country with | structures, 


“as is” and “warranty” classifica- 


|the greatest need. 


“as is” and “warranty” price 


“Ordinarily,” Downing _ said, 


tions, would drive ethical used-car; “[ndividuals, who for the moet | “the franchised dealer is satisfied 


dealers out of business, in the 
opinion of J. C. Downing first vice- 
president of the National Used Car 
Dealers Assn. and operator of 
Downing Motors, Inc., here. 

OPS is reported considering 
adoption of such a plan for used 
cars, similar to one used by the 
Office of Price Administration 
during World War II. 

If used cars become scarce, ac- 
cording to Downing, the used-car 
dealer's sources of “buys” would 
disappear under such a two-ceiling 
system. 

Downing holds that the new-car 
dealer, one of the two most im- 
portant sources, would find it un- 
necessary and unprofitable to sell 
new-car tradeins at the “as is” 
price to used-car dealers. 

New-car dealers, says Downing, 
could sell such cars to individuals 
at the “warranty” price—while in- 
dividuals, the other important 
source, would be more likely to 
sell to other individuals for war- 
ranty prices “without any real fear 
of being penalized.” 

Downing recalled that under 
OPA in World War II, dealers 
could ask no more than “as is” 
prices for cars sold to other deal- 
ers. This regulation, he said, 
practically ruled out that kind of 
sale and resulted in dealers re- 
sorting to all kinds of subterfuges 
“in a more or less vain effort” to 
get something to sell. 

“Those arbitrary and unfair rules 
absolutely disrupted the normal dis- 
tribution process,” said Downing, 


K-F Reiterates 
Aim to Remain 


In Auto Business 


WILLOW RUN.—“Absolutely and 
unqualifiedly,” Kaiser-Frazer is not 
going out of the automobile busi- 
ness, Edgar F. Kaiser, president of 
K-F, stated in a letter to all em- 

loyes recently. 

, “Wor the past five years, K-F has 
been building a business and in- 
vesting in its future,” he wrote. 
“For the next five years—for the 
next fifty years—that same state- 
ment will be true.” 

The company tripled its percent- 
age of the total cars sold in the 
U. S. during the first quarter of 
1951, as contrasted with the same 
period last year, Kaiser pointed out. 
In 1950, he said, the K-F percentage 
was .76 percent, and in 1951, had 
risen to 2.34 percent. 

Warning that there might be 
additional shutdowns and work 
schedule adjustments, Kaiser told 
the workers that he expected a 
“great demand for automobiles” in 
the latter part of this year, and 
that K-F would be ready for the 
market. 

Kaiser said the company had 
gone into war work for two rea- 
sons; First, that K-F has a con- 
tribution to make to the security of 
the nation, and secondly, that 
present and pending defense con- 
tracts guarantee a sound economic 
position for the company, its em- 
ployes, dealers and stockholders. 








First View of Chrysler's Newark (Del.) Tank Plant— 


Medium and heavy tanks will roll from the new Chrysler tank plant now under construction in Newark, Del. 


|part failed to support OPA rules, 
|resented the fact that it was un- 


|lawful for them to receive more) 
than 75 percent as much as the) 


|dealer. Further, they did not agree 
with OPA’s theory that every auto- 
|mobile of a given make, age and 
|body style was worth exactly the 
|same regardless of condition.” 


During OPA days, Downing said, 


'by and between individuals rose 
|from 60 to 85 percent, “a clear 
|indication of how OPA regulations 
|forced business out of dealers’ 
| hands into unpoliced channels.” 

Most individuals refused to sell 
| uSed cars for OPA’s World War 

II ceiling prices, Downing said, 
adding that there is little reason 
to believe that morals have 
changed. 

“The two-level ceiling price struc- 
ture,” he said, “may be good in 
theory, but in practice it was an 
absolute failure and will be again 
if it becomes the law.” 


Downing said that a large num- 


tracted to. the used-car business 
during every seller’s market and 
that usually these people have no 
regard for the public or the laws 
of the land. 

“Under these conditions, ceiling 
price violations by such dealers 
and by the public become rampant, 
with the result that the dealer try- 
ing to operate on a legal basis is 
forced out of business. 

“The situation was so rotten in 
World War II that Internal Reve- 
nue agents assumed that every- 
one with a substantial volume of 
business violated ceiling regula- 
tions. New and used-car dealers 
alike should join their efforts now 
to see that nothing like that 
happens again.” 

Downing said that franchised 
dealers have “apparently forgotten” 
the effect OPA regulations had on 
their business during World War II, 
“when a good used-car operation, 
for which they already had facili- 
ties, could have saved a great many 

dealerships. 

“If franchised dealers will reflect 
a moment,” he said, “they will 
remember that most of them went 
out of the used-car business alto- 
gether during that period. They 
could not have operated legally and 
stayed in business. It is to their 
credit that they did not violate the 
law.” 

Downing said new-car dealers 
now “mistakenly” favor the return 





Credit Lids Vex 
GM of Canada 


EDMONTON, Alta.—E. J. Um- 
phrey, sales director for General 
Motors of Canada, said the auto 
industry there is “looking with 
some apprehension” on sales pros- 
pects for the next six months, 

“There is no doubt that (credit) 
restrictions and taxes are having 
an effect on car business,” he said. 
“They are shortening up the mar- 
ket as well as taking a lot of pos- 
sible buyers out of it.” 





| the percentage of all sales handled | 


ber of opportunists become at-| 


| to obtain the full gross profit on 

the new car without worrying too 

| much about profit on the tradein. 

| “Under the two-ceiling system, 

| however, he could theoretically take 
the used car in stock at the “as is” 

| price, get the full 25 percent gross 











| profit i h , and | 
ee otee atethen Of erent un int | Head Los Angeles Dealers for Next 12 Months— 


Recently elected officers of the Los Angeles Motor Car Dealers Assn. for the coming year 
are (seated, left to right): Ted Wessen (Buick), vice-president; Roy S$. Carrington (Chevrolet), 
president; Clarence Dixon (Cadillac), secretary; Wallace Austin (Studebaker), treasurer, 
Standing (left to right): Hamlin W. Nerney (Ford), and Irvin Kaiser (Oldsmobile), directors, 
Burch Greene (Chrysier-Plymouth), another director, was absent when photo was taken, 


realize another 25 percent on the 

“The franchised dealer would find | 
jin actual practice, however, that 
most individuals would elect to sell | 
their used cars on the black market | 
rather than trade them in. This 
would void any gain the two-ceiling 
system might have made possible 
and, in addition, deprive the dealer 
of the opportunity to get a good 
used car in stock at a fair price.” 

Downing said a new-car dealer's 
recourse might be to require trade- 
ins, but he pointed out that dealers 
who followed such a practice in 
the past found out that it was 
extremely unpopular. 

The “one-ceiling” price struc- 
ture now in effect for used cars 
is much to be preferred over any 
“two-ceiling” system that could 
be devised, in Downing’s opinion. 

Besides being less complicated, he 
said, the single-ceiling system gives 
a dealer a much better opportunity 
to take into account differences in 

condition, both in buying and in 
trading. 

“The used-car dealer,” said Down- 
ing “aims at a certain gross margin 
per car rather than at a specified 
uniform percentage of price as pro- 
vided under OPA rules.” 
| Although favoring present OPS 
rulings on used cars to others that 
might be devised, Downing said no 
|really fair price ceilings can ever 
be established for used automobiles | 
because no two are alike. 


used car. | 


| “redundant, 





Three GM Units | 
To Expand in | 
Northern N.Y. 


three General Motors divisions | 
here and in Syracuse and Ro-| 
chester were revealed last week. 

Chevrolet was reported to be| 
considering a multi-million dollar 
plant adjacent to its engine plant 
in the Buffalo suburb of Tona- 
wanda. The facility would be used | 
for defense work. 

In Rochester, the Delco Appliance | 
division purchased 125 acres and) 
announced plans for a plant con- | 
taining 500,000 square feet. The 
plant will turn out defense items, 
particularly small motors, and will 
require 3,000 additional workers at 
peak schedules. 

The company’s Brown-Lipe-| 
Chapin division in Syracuse re-| 
vealed that it had purchased 100 
acres for expansion of production | 
facilities in connection with the) 
defense program. | 

Chevrolet’s expansion plans in | 
Tonawanda call for three or four 
new buildings, it was reported, with | 
about 1,000,000 square feet of man-| 
|ufacturing space. This would make | 
|the new plant about as big as 
Chevrolet’s present engine plant, | 








built in 1938 at a cost of $12,500,000. 
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This artist's view of the 


establishment is the first photograph of the installation to be authorized for publication by the Army. The plant, which Chrysler ai 
building with its own funds, will contain more than a million square feet. In the foreground is the administration building; to the left | 
is @ parking area for 1,300 cars; in the rear is a rail spur and one-mile tank testing track; to the right is the water tower and boiler house. 
At the far right is the present Chrysler Delaware parts plant. 


Willys Wins Court Round — 


In Distributor’s Suit 


TOLEDO. — The U. S. District 
Court here has ordered the entire 
complaint filed in a $600,000 suit 
against Willys-Overland Motors, 
Inc., by Green Bay Auto Distribu- 
tors, Inc., Green Bay, Wis., stricken 
from the files because of _ its 
immaterial, imperti- 
nent, and scandalous matter.” 

The court held that there were 
only two admissible causes of 
action contained in the complaint, 
and noted that the plaintiff's at- 
torneys had consumed 23 pages in 
establishing them. The plaintiff's 
petition, according to the court 


statement, thus violated Federal 
Rules of Civil Procedure, which 
requires “simple, concise and di- 


rect” averment of a pleading. 

U. S. District Judge Frank L. 
Kloeb instructed the plaintiff to file 
within 15 days an amended com- 
plaint which would meet the re- 


/quirements for civil procedure. 


Counsel for Willys-Overland had 
filed a motion asking for an order 


|to restrain taking of depositions by 


either party so that their scope 


|could be determined, and a motion 


asking that the entire complaint 
or large portions of it be stricken 


BUFFALO.—Expansion plans for|from the files of the court. 


In reply to these motions, the 
court replied as follows: 
“The complaint is so violative of 


the requirements of Rule 8 (of the 


as to render it futile for the court 
to follow specifically, and to act 
on the complaint set forth . . , and 
the same difficulty presents itself 
to the court in connection with that 
part of the motion which seeks to 
require definiteness and certainty 
in the pleading.” 


98.6 M.P.G.! 


Shell Mileage ‘Race’ 


Short of Record 

ST. LOUIS.—An average of 986 
miles per gallon was obtained by 
Dave Berry and Fred Schuette, 
lubrication scientists of Shell Oi 
Co.’s Wood River, IIL, plant, in the 
annual 13-mile marathon staged 
by the company. 

Driving a 1924 Chevrolet with 
tires inflated to extra-high pres- 
sure, and averaging 12 miles per 
hour, the winners were still far 
behind the 1949 record mark of 
149.9 miles on one gallon of gaso- 
line. 

They were ahead of Elmer Is-4 
ringhaus, who finished second in a 
1940 Ford with an average of 768 
miles. Motorists were warned by 
one of the scientists not to try for. 
such conservation in gasoline con- 
sumption, but he suggested that 
better driving habits and fewer 
fast starts would aid their mileage 





Federal Rules of Civil Procedures) records. 

















Coming Events== 





Dealer Conventions 

June 12—43rd annual barquet of Automo 
bile Merchants Assn. of New York, Wal 
dorf-Astoria hotel, New York. 

June 15-17— Annual meeting, Maryland 
Automobile Trade Assn., Commander 
hotel, Ocean City, Md. 

June 28-July | — Michigan Automobile 
Dealers Assn., Machinac Island, Mich. 
July 8-10—Summer meeting of Automotive 
Trade Assn. Managers, Hotel Book 

Cadillac, Detroit. 

Sept. 13-16 — Federation of Automobile 
Dealers’ Assns. of Canada, Banff, Alta. 

Sept. 16-18—28th Annual Convention, New 


York State A.to Dealers Assn., Saga 
more hotel, Bolton Landing, Lake 
George, New York. 

Sept. 16-18—Annual convention of Ken 
tucky Automobile Dealers Assn., Ken 
tucky Lake, Gilbertsville, Ky. 


Sept. 24-25—New Mexico Automobile 
Dealers Assn. annual convention, Murray 
hotel, Silver City, N. M. 


Sept. 27-28—33rd Annual Convention, New 


Jersey Automotive Trade Assn., Hote 
Traymore, Atlantic City, N. J. 

Sept. 30-Oct. 1-2 — Automobile Dealers 
Assn. of Alabama, Inc., annual conver 
tion, Buena Vista hotel, Biloxi, Miss. 

Oct. 1-2—32nd annual convention, Minne 
sota Automobile Dealers Assn., Radisson 
hotel, Minneapolis. 


Oct. 4-6 — Pennsylvania Automotive Assn. 
annual convention, William Penn hotel 


Pittsburgh. 

Oct. 5-7—Idaho Auto Dealers Assn. n 
vention, Sun Valley. 

Oct. 6-8—The South Dakota Automobil: 
Dealers Assn. 195! annua onventior 
Mitchell, S. D 

Oct. 14-16 — Tennessee Automotive Assn. 
convention Buena Vista hotel Bile 
Miss. 

Oct. 21-23 — Florida Automobile Dealer 


Assn., 1951 Annual Convention. Tamoa 
Terrace hotel, Tampa, Florida. 

Oct. 21-23—Georgia Automobile Dealer 
Assn., General Oglethorpe hotel, Savan 
nah, Ga. 

Oct. 22-24— Automotive Trade Assn. of 
Virginia convention, John Marshall hotel 
Richmond, Va. 

Oct. 29-30—Annual Convention, Ohio Au 
tomobile Dealers Assn., Dayton Biltmore 
hotel, Dayton, Ohio. 


Nov. 3-6—Texas Automotive Dealers Assn., 
Shamrock hotel, Houston. 

Nov. 14-15—Annual meeting of Oklahoma 
Automobile Dealers Assn., Skirvin hotel, 
Oklahoma City. 

Nov. 27-29—Annual convention of National 
Used Car Dealers Assn., Hotel Tampa 
Terrace, Tampa, Fla. 

Dec. 6—Utah Automobile Dealers Assn. 

Dec. 7-8— Annual convention, Montana 
Automobile Dealers’ Assn., Placer hotel, 
Helena, Montana. 

Jan. 27-30, 1952—NADA convention, Wal- 
dorf-Astoria hotel, New York City. 

* * * 


Aftermarket Shows 


Feb. 28-March 2, 1952—1952 Pacific Auto- 
motive show, Pan Pacifis auditorium, 


Los Angeles. 
* . ok 


General 

May 30- Sept. 9— World Transportation 
Fair, Santa Anita Park, Arcadia, Calif. 

Sept. 24-26—National Truck Body Manu- 
facturers and Distributors Assn., annua 
convention, Haddon Hall, Atlantic City, 
New Jersey. 

Oct. 4—!2th Anniversary Dinner of Auto- 
mobile Old Timers, Hotel Book-Cadil- j 
ac, Detroit, 


Oct. 8-12—38th National Safety Congress 
and Exposition of National Safety Coun- 
|, Chicago. 

Nov. 5-8—Annual Meeting, American Pe- 
troleum Institute, Chicago. 

Dec. 5-7—Annual convention, Motor and 
Equipment Wholesalers Assn., Stevens 


hote Chicago. 
* * * 


Engineering 

Aug. 13-15—Society of Automotive Engi- 
neers, West Coast meeting, Olympic 
hotel, Seattle. Washington. 

Sept. 10-13—Society of Automotive Engi- 
neers, tractor and production forum, 
Schroeder hotel, Milwaukee. 

Oct. 29-31—Society of Automotive Engi- 
neers, transportation meeting, Knicker 
bocker hotel, Chicago, 

Oct. 29-30—Society of Automotive Engi- 
neers, diesel engine meeting, Drake 
hotel, Chicago. 

Oct. 3I-Nov. | — Society of Automotive 
Engineers, fuels and lubricants meeting, 
Drake hotel, Chicago. 
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Uniform Weight _ 
Is Advocated 
For All States 


RICHMOND, Va.—All 48 states 
should have the same load limits 
for trucks, in the opinion of the 
advisory council of the Virginia 
Economy. ; 

The recommendation was one of 
many given to Virginia’s Gov. Bat- 
tle as a means of raising the in- 
come level in Virginia. 

Virginia allows a gross weight 
limit of 50,000 pounds for a combi- 
nation with four or more axles. The 
council urged that Virginia get to- 
gether with other states to discuss 
uniform limitations. 

Richard Powers, outgoing coordi- 
nator of the council, pointed out 
that the situation on truck load 
limits between various states was 
too complex to be settled by a 
simple agreement, because in many 
states roads are not durable enough 
to take heavy loads. 

Powers said states might solve 
the problem by designating certain 
routes which could bear . heavy 
truck traffic or be strengthened 
to do so. 
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Texas UCDA Sends Letter to Sen. Maybank... 





Budd's Millionth Brake Drum— 


Lee Blugerman (left), plant manager of 
Budd Co.'s Red Lion plant, Philadelphia, 
shows the 1|,000,000th brake drum produced at 
Budd's new foundry to Ernest Macauley, dis- 
trict manager of Factory Magazine. Drum has 
been plated with gold and will be placed on 
permanent exhibition. Earlier, Macauley had 
presented Blugerman with a commendation 
lauding Budd for its “contribution to Amer- 





Argument Against Reg. W 


FORT WORTH.—The Texas Used 
Car Dealers Assn. has requeSted 
that Regulation W be removed, or 
at least relaxed to 21 months, on 
used cars. 

In a letter to Sen. Burnett R. 
Maybank, South Carolina Democrat 
and chairman of the Senate Bank- 
ing and Currency committee, Tom 
Blundell, secretary - treasurer of 
TUCDA, drew an interesting paral- 
lel to support his claim that used 
cars should not be covered by credit 
controls. 

When a customer is forced to 
pay for a used car in 15 months, 
he is paying in advance for five 
or 10 years of transportation, 
Blundell pointed out. He added 
that a person would refuse to buy 
a hundred railroad tickets in ad- 
vance for the privilege of travel- 
ing on a train. 

“Consumers do not want the 


ican progress by the construction of a sig-| equipment itself, so much, as they 


nificant new industrial plant." 


| 
The new Weaver RAYOSCOPE Headlight Tester , 
is an inexpensive and efficient machine for test- 
ing and aiming headlights. It is designed to be 
used close up to vehicles, and is available in 


Portable Model WX-50 (illustrated at right) and 
also in track-type Model WX-51. 


This equipment not only helps you handle 
headlight correction service, but it helps disclose 
opportunities for you to sell items related to 
headlights — you know, such items as sealed 
beam units, replacement bulbs, batteries, 
switches, rheostats, reflectors, fuses and rewiring 


jobs. 


For details, see your authorized Weaver Job- 
ber, or write us for Bulletin AN-473. 


Weever Manufacturing Company, Springfield, Ill., U. S. A. 





want the series of services which it 


renders,” Blundell told Sen. May- 
bank. 

Credit controls upset the normal 
economic situation by cutting off 
at the bottom of the market a large 
segment of mileage buyers who can 





U. S. Cives Six States 


Gas Tax Deduction OK 


WASHINGTON.—Motorists in 
six states and the Territory of 
Hawaii are now permitted to 
deduct state-imposed motor fuel 
taxes in computing their federal 
income taxes under the terms 
of a new bill signed into law by 
President Truman. 

Until now, motorists in the 
six states — California, Florida, 
Louisiana, North Dakota, Utah 
and Wyoming and Hawaii— 
were not allowed to deduct these 
taxes because they were imposed 
directly on the wholesaler in- 
stead of the consumer, 








A small investment pays off BIG profits with the 


EAVER RAYOSCOPE 
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SERVICE SHOP EQUIPMENT 


Twin Post Lifts... Unit Lifts... Wheel Alignment Equipment... Headlight Testers. . . 
Brake Testers... Wheel Balancing Equipment... Jacks... Dollys...and Air Compressors 



















afford only the minimum of. cost, 
said Blundell, This kills the resale 
value of used cars and ¢uts their 
tradein worth, he added. 

“In this way Regulation W has 
penalized every driver of a motor 
car in America .. .” the associa- 
tion official stated. “It forces buy- 
ers to pay in advance, through 
artificially rigged down payments 
and shortened contracts, for more 
miles than it is economically nec- 
essary for them to purchase .. .” 

The regulation, Sen. Maybank 
was told, works a serious hardship 
on the low wage earner—especially 
those working in defense plants, 
Therefore, loss of time and man- 
power to the defense effort is 
caused by faulty and dangerous 
transportation. 


Statistics show that only 2 per- 
cent of outstanding consumer credit 
is for used-car sales, Blundell said, 
in pointing out that credit curbs on 
used cars are “unnecessary and an 
encroachment on our rights as busi- 
nessmen.” 


| ‘To inform Sen. Maybank, Blun- 
dell stated that by Oct. 16, 1950, 
| the date on which the 15-month 
rule was announced, used-car 
| prices had dropped 9 percent be- 
| low the August, 1950, level. 

| “Yet, that regulation was tight- 
|ened while prices were declining,” 
Blundell said. “And the Federal Re- 
serve Board exceeded its authority 
and the will of Congress by reduc- 
ing the terms from 21 months to 15 
months, without consulting the in- 
dustry.” 


Copies of the letter were sent to 
five other Congressmen and to 
William Martin, FRB chairman. 


I nterim Relief 


Provided by OPS 
For Wholesalers 


WASHINGTON. — Pending _issu- 
ance of a general wholesaler regu- 
lation, OPS last week took interim 
action to permit adjustment of some 
wholesale and retail ceiling prices 
by sellers still pricing under the 
General Ceiling Price Regulation. 

“While it is realized that this in- 
terim regulation does not solve all 
| of the pricing problems raised by 
| the GCPR, it does get to the roots 
|of two urgent situations for which 
solutions were more readily avail- 
able. The remaining problems will 
receive the continuing attention of 
| the Agency,” OPS stated. 


The action is not an across-the- 
board lifting of the GCPR freeze, 
it was stated. Rather, OPS said, it 
|is of limited application, taken to 
| meet two urgent needs. 


| 1. It provides for a_ follow- 
through on the upward and down- 
ward changes in prices expected to 
result from operation of the manu- 
facturers’ regulation (CPR 22) and 
other similar manufacturers’ regu- 
lations which have been or will be 
issued. 


In this situation, a wholesaler or 
retailer buying from a manufac- 
turer who has increased his price 
under CPR 22, or similar regula- 
|tions, may recompute his ceiling 
price upward. Likewise, if the man- 
|ufacturer has decreased his price, 
|the wholesaler or retailer must re- 
|compute his ceiling price down- 
| ward. He does this by applying to 
|his new net invoice cost the per- 
|centage markup which his freeze 
— yielded over his base period 
| cost. 


2. It takes wholesalers and re- 
tailers out of squeezes in which they 
were caught by the GCPR of Jan. 
26, which froze prices at the high- 
est delivered price in the base pe- 
riod Dec. 19, 1950, through Jan. 25, 
1951. A typical squeeze situation 
which the action is intended to re- 
|lieve is where a seller, at the time 
| of the GCPR freeze, had not yet 
|raised his own price to reflect a 
| higher price charged by his sup- 
| plier. Thus he was caught with a 
ceiling too low to reflect in full the 
cost of replacing his stocks. 


| The regulation relieves these 
| squeezes by permitting wholesalers 
j}and retailers to use their base pe- 
|riod markups over their supplier's 


| new higher selling prices, OPS said. 
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How to woo a woman 


Dusty tells a couple of teachers something you don’t learn 
in school: why it pays to take along a good finance plan 
when you travel. It’s a sure-fire sales appeal for vacation- 


UNIVERSAL C.1.T. 


bound customers. 


*‘We’re leaving on a grand vacation trip as soon as the 
school year is over, Mr. Dusty,’ the tall one says. “‘Ah, 
those polychromatic sunsets! Those magnificent . . .” 


‘All the more reason,”’ I break in, “for buying this car 
out of income through our Universal C. I. T. plan. Take 
the Towing and Road Service coverage, for example. 
It’s a comfort to know you’ll be reimbursed up to $10 
not just once or twice but every time you need road 
service. So, if you have to change a flat or be towed in, 
don’t hesitate to get help immediately—on the spot.” 


“Spot, yes, spot,” she interrupts dreamily. “‘As the 
immortal Bard once put it, ‘Out, out, damned spot!’ ”’ 
... Her round little pal blushes at the cuss word, and 
shushes her up. 





on vacation <= : 


I steer the conversation back to the point. “‘And if you 
have a major repair, the nearest Universal C. I. T. 
office will pay the bill and add the cost to the unpaid 
balance on your car—spreading it conveniently .. .” 


‘“‘Under the spreading chestnut tree,’’ she booms out, 
waving her arms, “‘the class enjoyed that poem very 
much!”’ 


“I’m sure they did,” I say, “but not half as much as 
you’re going to enjoy knowing that if you need funds 
for an unforeseen emergency, just get in touch with the 
nearest Universal C. I. T. office...” 


“Let’s quit talking!” the little round one speaks up for 
the first time. “Hester, I’ve been going over the figures 
and this plan he’s worked out is just the right one for 
us.”’ 


‘Well, if you think so, Sabina,” the tall one murmurs, 
groping for the pen I’m holding out. On the way out 
she hangs back a little, and crooks her finger for me to 
step closer. 


“T’ll admit I’m a little vague on details, young man,” 
she whispers in my ear. “‘But I’m smart enough to 
take Sabina along wherever I go. And the bright 
little thing does all the driving, too!” 


‘‘Out, Out, Damned Spot!’ 
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Billionth Pound of Man-Made Rubber— 


John L. Collyer (center) president of B. F. Goodrich, presents Sen. Lyndon B. Johnson 
(Texas) with the billionth pound of American rubber produced at the giant government-owned 


Port Neches, (Tex.) plant. With them is W. S. Richardson, president of B. F. Goodrich | 


Chemical, which operates the Port Neches unit. 


Linn Heads Housing Group 


Olin Linn, president of New Or-|thority of New Orleans, has been 
leans Motor Co., Inc., 1801 Canal/ named vice-president of the south- 
St., oldest Ford .dealer in the city,| west regional council of the Na- 
and chairman of the housing au-| tional Assn. of Housing Officials. 


THESE ARE THE YOUNG 
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THE VITAL YEARS wy 





SAE Summer Meeting 


FRENCH LICK, Ind.—Greater 
efficiency was a prime target of 
designers of the new V-8 engines, 
it was declared last week at the 
summer meeting of the Society of 
Automotive Engineers here. 

A panel on combustion-chamber 
deposits heard J. B. Duckworth, of 
Standard Oil Co. (Indiana), report 
that the new Chrysler and Stude- 
baker V-8 power plants adopted 


overall efficiency ratings and pre- 
|clude the need for exclusive use of 
premium gasolines. 


Three Studebaker engineers, in 
@ paper on the new Commander 
V-8 engine, agreed that “the 
| threat of small combustion cham- 
bers led us somewhat reluctantly, 
to overhead valves.” 

“In passenger-car service,” Duck- 
worth said, “the effect of combus- 
|tion-chamber deposits is probably 
|/no more important than that of 
other factors, such as change in 
|ignition - system characteristics, 





| with respect to octane requirement 


V-8s More Efficient? 


Tried to Cut Carbon Deposits 


overhead valves to improve their | 


Told Engine Designers 


and possibly with respect to per- 
formance. 


“This seems to agree with general | 


experience that more premium- 
grade gasoline is sold for malfunc- 
tioning engines designed with much 
lower octane requirements than for 
high-performance designs.” 

The Studebaker engineers who 


discussed the Commander V-8 were | 


E. J. Hardig, T. A. Scherger and 
S. W. Sparrow. 

Highlight of the week-long 
meeting was a confidential re- 
port on current foreign aircraft 
engines by Lt.-Col. Kent Parrot, 
of Air Force Intelligence. Attend- 
ance at the Parrot session was 
restricted to those engineers who 
had been cleared by the armed 
forces. 

Other impromptu panel discus- 
sions included one on “Frame vs. 
Frameless Bodies,” by F. F. Kish- 
line and L. H. Nagler, of Nash. 

A question-and-answer session on 
combustion-chamber deposits in- 
cluded A. T. Colwell, Thompson 
Products, moderator; J. M. Camp- 





THESE ARE THE ADULTS 
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Adults 


THE VITAL MARKET 








' 


who need more and buy more of 


nearly everything you sell... 


YOUR BEST CUSTOMERS are Young Adults because they’re 40 million 
have-to-buyers. During the vital years from 18 to 35, men and women 


marry, build, buy and furnish homes, raise families. It’s then that they 


must buy furniture, food, autos, radios, refrigerators—just about every- 


thing including the kitchen sink. They're buying most of these things 


for the first time—deciding on the brands they Il prefer for years to come. 
You can reach this vital market best through the pages of REDBOOK, 


the only mass magazine devoted to Young Adults—with every story. 


article and feature edited specifically for them. REDBOOK’s rising cir- 
culation is already well past 2 million, as more and more Young Adults 


are buying their magazine. 


Buying and believing in REDBOOK, Young Adults use REDBOOK as 
their buying guide. This fact is confirmed by the success of REDBOOK 
advertisers and the steady increase in REDBOOK linage. 

REDBOOK belongs on your advertising schedule because it delivers 
a concentrated audience of Young Adults with unformed buying habits. 
Start them right with your brand in their magazine— REDBOOK! 





Copyright 1051, Redbook Magazine 














bell, General Motors; V. G. Raviolo, 
|Ford; W. E. Drinkard, Chrysler 
Corp.; H. J. Gibson, Ethyl Corp.; 
|J. R. Sabina, duPont; D. P. Bar- 
}nard, Standard Oil (Indiana), and 
|W. M. Holaday, Socony-Vacuum. 

The Cummins diesel engine was 
outlined by N. M. Reiners and R. C. 
Schmidt, of that company. Plastic 
model techniques were discussed by 
|R. L. Logue and Jesse Richards, of 
Kaiser-Frazer. Automotive seating 
was the subject of E. C. Pickard 
and E. R. Langtry, of Ford. 


A. C. Bodeau and R. H. Fash- 
|baugh, of Ford, spoke on automo- 
bile noise and vibration. 


| Obituaries 


C. W. Macfarlane, 54, 


Hudson Sales Official 


| LOS ANGELES. — Clifford W. 
| Macfarlane, 54, Hudson divisional 
| merchandising manager here, died 
| recently at the Wadsworth general 
| hospital. He had been with Hudson 
for 12 years. In 1938, he was named 
|Hudson national public relations 
director and was called to the Army 
}in 1942, where he became a lieu- 
| tenant-colonel. 

Mr. Macfarlane entered the auto 
business in 1921 with Fred Albert- 
son, then a Dodge dealer. 


* * * 


Charles Davis, Pioneer 


Of Good-Roads Drive 


NEW YORK. — Charles Henry 
Davis, 86, founder and former presi- 
‘dent of the National Highways 
Assn., died recently in a New York 








| hospital. 
Mr. Davis, often called the father 
of the .good roads movement, 


founded the first school of highway 
engineering at Columbia university 
|in 1911. In 1936, he gave the Uni- 
| versity of Maryland an engineering 
library valued at $250,000. 

“ aS + 


Alvin E. Dodd 
NEW YORK.—Alvin E, Dodd, 68, hon- 
orary president of the American Manage- 
ment Assn., died June 3 in University 
hospital here. He was recognized as one 
of the foremost experts on organization 
j}and direction of industry. 
* * * 


James B, Sharkey 


PORTLAND, Ore. James B. Sharkey, 
executive secretary of the Oregon Motor 
Transport Assn, since 1949, died May 29 


following a _ short illness. Before joining 


OMTA, he was general manager of the 
Independent Tire Dealers Assn. 
* * * 
Daniel W. Pope sr. 
MEMPHIS. — Daniel W. Pope sr., 66, 


| business manager for the Douthit-San Chez 
| Co. (Pontiac), died here June 1, Mr. Pope 
had been associated with the dealership 10 


years, 
* * * 


K, Clyde Preuitt 
PORTLAND, Ore.—-K. Clyde Preuitt, for 
many years service manager of George B 


|Wallace Co., Buick dealership here, died 

| recently. 

| * * * 

Charles D. Wilcox 
BUFFALO. — Charles D. Wilcox, 62, 


| president of Truckstell-Wilcox, Inc., a 
| trucking equipment firm. died June 3. He 
|had been in poor health for about six 
months. Mr. Wilcox came to Buffalo five 
years ago from Pittsburgh where he was 
in the automobile business with his brother, 
L. Howard Wilcox. 
* 





6 * 


Carl C. Preston 
DALLAS.—Carl C. Preston, 62, a used- 
|}car dealer here for 12 years, died June 1 
in his office of a heart attack. 
* * * 
James Douglas Kirkpatric 
| BIRMINGHAM, Ala. James Douglas 
| Kirkpatric, president of Cruse Crawford 
| Mfg. Co., died May 24. This company, a 
| Studebaker dealership, will be continued 
under the management of W. E. Hargrove. 
* 7 * 
Robert B, Wasson 
CRANFORD, N. J.—Robert B. Wasrcon 
73, a consulting engineer to General Motcrs 
for 13 years and inventor of the Wasson 
| piston ring, died May 29. Mr, Wasson had 


retired two years ago. 
* * * 


Meyer Gorson 
PHILADELPHIA.—Meyer Gorson, 91. an 
automobile dealer here from 1905 until his 
retirement in 1942, died May 28 at his 
home in West Philadelphia, Surviving are 
four sons, Cyrus, Harry, Samuel and 
Joreph, and a daughter, Mrs, _ Irving 


Silver. 
* + * 


Joseph Burkhart 

PORT LEYDEN, N. Y.—Joseph Burk- 

|} hart, 78, member of the automobile firm 
of Joseph Burkhart & Sons. died at hi 
home May 27 after a long illness. He 
formed the partnership with his sons in 
1928 and was active in the firm until a 
| few months before his death. 
: * 


Mack S. Hiatt 

WINSTON-SALEM, N. C. Mack San- 
ford Hiatt, 61, president of Hiatt Ine 
(Dodge-Plymouth), died here recently in a 
local hospital. Mr. Hiatt, in the automo- 
bile business for 32 years. was a former 
president of the Winston-Salem branch of 
the North Carolina Auto Dealers Assn. and, 
at the time of his death. was a member 
of the Dodge Dealers Advisory Council for 
| the area. 
| * * * 


Lloyd Johnson 
SAN FRANCISCO.-—Llovd Johnson, one- 
}time Deusenberg and Auburn dealer, died 
here He retired from the dealer field in 
San Francisco in 1920. 
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A Cushion 
for the Future 


Today, more than ever, car buyers are 
seeking lasting value. AIRFOAM cushioning, 
to any motorist, is a sure sign of lasting 


comfort. If your cars have this 









durable cushioning, you've A e 
got a great sales feature for & 


the uncertain days ahead. 






Here’s why AIRFOAM is 
a greater selling feature today 
than ever before 








Long Life—keeps its shape, won’t lump up or 
mat down 






Superb Comfort — molds itself to the body, 
provides firm, uniformly restful support 






Protects Upholstery — wear on fabrics is 
greatly reduced 





GOODFYEAR 


THE GREATEST NAME IN RUBBER 





Stays Cool in Summer — ArrFoam is self- 
ventilating ; stays cool in stickiest weather 






Bigger Resale Value — after years of use, 
cushions still look new, enhancing resale value 





of car 






National Advertising—big full-color national 
ads are helping stimulate the demand for this 
wonder cushioning 
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the best organization with which 
I have ever been associated.” 
Let me tell you right now that 
Jordan always knew that any 
success we had was due to the 
spirit of that old gang of ours, 
led by Paul Zens, now vice-presi- 
dent and treasurer of the Budd 
Co., Philadelphia. Paul, a born 
bus:nessman and diplomat, was 
the balance wheel of the organi- 
zation. At the age of 19 he was 
purchasing everything the old 
Thomas B. Jeffery Co. didn’t 





“Oh, for the days of the Kerry 
dancing, 


“Oh, for the lilt of an Irish tune.” 


NSPIRED by a letter from “Gum- 
pey” (now, L. F. Gumpf, one of 
the “fireballs” of Huber Mfg. Co., 
Marion, O.), but erstwhile pitcher 
for the “Jordan Arrows,” let me 
tell you something about the lads 


happiest organization any one of 
“us kids” ever knew, and as 
Gumpey puts it, “without a doubt, 





A SINGLE NATIONAL Automotive 


make in its own plant. 

At the age of 13, he had won the 
confidence of “T. B.” through Mrs. oe 
Jeffery, when he was delivering ice 
cream for Tanner’s drug store in| Warren Nash Wins Award— 
Kenosha .. . and, soon after he be- Nash Motors’ 10-Point select dealer award was presented recently to Warren Nash, Inc., 
came the most popular office boy | Warren, O. Standing (left to right): O. G. Watson, Cleveland zone manager; W. H. Pontius, 
| dealer; R. W. Light, assistant Cleveland zone manager, and D. A. Johnson, Nash district 











ers was beating them down. How to 
beat the situation? 

Keep the overhead down . : 
Keep the volume down . . . keep the 
price above the Buick and below 
the Cadillac and don’t build any 
more than you can sell at a good 
profit. We gave the dealers a dis- 
count on which they could handle 
the trades they preferred. 


* * * 


‘Went Forward’ 


wo for the next man, Russell 
Begg, chief engineer. If I ever 
knew a guy who was ruled by his 
conscience ... there... he is. He 
designed a chassis which can be 
fully described in one sentence. 


| “It was so balanced in the distri- 
bution of weight that it went for- 


west of the Alleghenies. 


x * * 


A Gap Was Evident 


C. DURANT had said that 


* the saturation point would | vertising was dominated by the en- 
be reached when everyone had a| gineering minded. Kettering had 
car and none ever wore out, but/| developed the self starter. 
who made the old Jordan Co. the Jordan knew that there was a| 
“hole in the market.” 


Years of working with dealers) 
had convinced him that constant’ tinction at a price which would 





Bookkeeping Machine easily handles 


the entire automotive accounting of a busy dealership. 


“Our National Accounting Machine 


keeps all records up-to-date, 
saves time, cuts costs!” 








MR. R. W. BRONSON (right), President, 
E. B. Bronson & Company, Inc., Blue 
Island, Illinois, Mr. James Bronson and 
Mr. R. W. Bronson, Jr. 


1. Our business week ends on 


“Six months ago we 
installed a National Au- 
tomotive Typewriter- 
Bookkeeping Machine to 
do our entire accounting. 
It is fulfilling all our 
expectations. 


“Some of its 
outstanding 
advantages are: 


Thursday night. On Saturday 


morning our bookkeeper hands us the weekly profit-and- 


loss summary. 


2. All summaries, customers’ statements, and ledgers are posted 
daily, and are always ready for audit or inspection. 

3. At the first of each month it is just a matter of separating 
the statements from the ledgers and mailing them. 

4. Our payroll and all related records are compiled and proved 


within an hour. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


ward . away from the repair 
shop, instead of sideways, and 
into it.” 

Now ... comes the money. The 


| Manager. 


common stock was divided among 
the five men running the business 
| with one-half share to each buyer 
|of a share of preferred. 

I was just 33 years of age ... the 
|Other lads just 28... all on small 
salaries. Those lads had to make 
that stock pay. We all lived over on 
Cleveland Heights, each family in 


be enough higher than the ordi- 

nary car to give that distinction; 

which is what every woman 
wants, 

Paul Zens knew that the stand- 
j}ard parts makers were producing 
|the best units available... but... 
the driver for lower prices to com- | half of a duplex. 
| pete with the volume manufactur- The one car we had at first 
-- - _ was kept in one garage. It left 
| for the factory at eight o'clock 

sharp and any man who wasn’t 
there on the dot had a seven-mile 
street car ride before he sneaked 
into the shop (30,000 sq. feet of 
floor space) with his tail between 
his legs. When we got that Ford 
pick-up, we had two cars, Now 
we were really goin’ to town... 
almost began to put on airs. 

Bill Riley was the sales manager. 
He was no erudite academician 
from the Ivy League . . . never for- 
mal or theoretical, as opposed to 
practical but, if any dealer 
from some place like “Hooston” told 
Bill what he “demanded,” and saw 
Bill shift that cigar rapidly to the 
left, well that guy suddenly decided 
that he really didn’t “demand” any- 
thing at all. 


| engineering changes was making it 
hard for them to make money. Ad- 


Millions of women were waiting 
for a car that could be exclusive 
enough in style to give them dis- 








* * * 


Born Gentlemen 
Ga WE had some born gen- 

tlemen in the organization. 
There was Ed Schroeter, who came 
out from Cornell to handle one of 
the most exciting jobs in the place. 
All he had to do was to see that 
every nut, bolt and screw and every 
one of a thousand other parts were 
ready on that assembly line ... 
every minute, every hour of every 
day. Gumpey was the pinch hitter 
for Ed Schroeter, and when Ed 
went out to Marion to take charge 
of the great business his grand- 
father had founded, he sent for 
Gumpey. One year later Ed was 
taken suddenly with a heart attack 
and again we were convinced that 
“the good die young.” 

Of course I'll never forget Fred 
Tyler ...as honest a gentleman as 
ever thought of the business first 
and himself last. He came out from 
one of the collar companies of Troy, 
N. Y. When Paul told me he was 
willing to work for twenty-eight 
dollars a week, I at once thought of 
a familiar phrase from the Bible 
... “Lead us not into temptation.” 

I have always been sure that 

men who steal money from banks 
should rarely be punished. Color 
blindness ... (the inability to tell 
other people’s money from your 
own) should never be punished as 
long as there are employers so 
short sighted as to pay men too 
little. 

So, I was never quite happy about 
Fred, the soul of honesty, until he 
was making more than $15,000 a 
year... Hyah... Fred? 

Of course I could go on for pages 
about the other men who helped 
the boys who made Jordan ... Jay 
Kelley, Stan Thomas, Pete Kleifeld, 
Walt Surrell, Roy Coleman, Tom 
Dudley, Ray Templeman ... and if 
|I ever opened on the great women 
|who stood behind those men, well, 
|I’d sure have all the old boys in 
| tears. 

P. S. Anyone remember the day 
that a representative of the great 
corporation came in with our dealer 
from Havana and said he wanted to 
show the man “How small Jordan 
was.” Big Walt Surrell took him by 
the seat of the pants and turkey 
walked him out to the 152nd St. 
curb and gave him a gentle push 
The dealer was laughing, too. 

(The opinions expressed herein 
| are those of Columnist Jordan 
ae and not necessarily those of 
| Automotive News.) 





E. B. BRONSON & COMPANY, INC., is one of the oldest and best known sales and 
service concerns in its territory. 


“We were somewhat concerned as to the acceptance of the new 
system by our veteran bookkeeper. This concern was quickly 
ended by his enthusiastic approval of the entire plan. We have 
found training operators a simple matter, and have had a change 
of operators without delays in our work routine. The entire plan 
has our hearty approval.” 

So writes Mr. R. W. Bronson. Like him, you, too, can profit 
from National Mechanized Accounting. With a National System, 
duplication of record keeping is eliminated. Summaries are 
processed and balanced with speed and accuracy. Each posting 
is mechanically proved. Customer statements are always posted 
to date. Figures on sales and costs are always available. Daily 
operating figures are provided for management. Month-end 
closing and resulting financial statements are accomplished with 


speed and accuracy. 





Your Key to Greater Profits. The See oa 


National Cash Register Company 
has prepared-an interesting and 
helpful booklet, National Com- 
plete Accounting Machine System 
for Auto Dealers. Ask to see a 
copy —FREE, and without obli- 
gation. Or,write to the Company 
at Dayton 9, Ohio. 
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California Leads States ... 


Public-Owned Units 
In U. S. Total 594, 707 


WASHINGTON. — Compiled fig- 
ures of federal, state, county and 
municipally-owned vehicles in the 
U. S. total 594,707, the Bureau of 
Public Roads of the Department of 
Commerce reports. 

These figures do not include 
trailers and motorcycles or military 
vehicles, the report said. Also in 
some states, it was pointed out, 
only state-owned vehicles were list- 
ed, and others excluded fire ap- 





paratus and police vehicles. 

California led the states in 
number of public-owned vehicles 
with 62,745. New York followed 
with 44,779, Texas with 40,979 and 
Pennsylvania with 33,250. 

The report listed the state figures 
as follows: 

Alabama, 10,907; Arizona, 6,445; 
Arkansas, 6,862; California, 56,522; 
Colorado, 8,182; Connecticut, 7,017; 
Delaware, 1,437; Florida, 13,355. 

Georgia, 9,572; Idaho, 4,865; Illi-| 
nois, 19,252; Indiana, 10,490; Iowa, 
11,936; Kansas, 9,947; Kentucky, 9,- | 
692; Louisiana, 7,591. 

Maine, 4,119; Maryland, 5,688; 
Massachusetts, 14,088; Michigan, 
23,873; Minnesota, 10,783; Missis- 





Guide for Paying 
Jobless Benefits 
Offered in N. J. 


TRENTON, N. J.—In a move to 
establish principles governing 
eligibility for unemployment insur- 
ance for unpaid periods labeled 
“vacations,” the New Jersey divi- 
sion of employment security out- 
lined the following guides: 

1. The unemployment must be 
involuntary. 

2. There must be intent by the 
worker to work during the period 
of unemployment, regardless of its 
duration. 

3. The unemployed worker must | 
engage in an active search for| 
work, seeking temporary employ- | 
ment, even though this work may 
be somewhat less advantageous 
than his regular employment. 

The division stressed that the} 
three guiding principles covered | 
unpaid vacation periods since, for 
& period of non-work during 
which the worker receives remu- | 
neration of more than his weekly | 
benefit rate plus $3, he would not | 
be entitled to benefits under the) 
unemployment compensation law of | 
New Jersey. | 

The guides are’ based on court | 
opinions, decisions of the board of | 
review and rules of the division of | 
employment security, and are in-| 
tended to clarify questions arising | 
in such cases as “vacation benefits.” | 


Truck Lobbying 


Under Censure 


JEFFERSON CITY, Mo. — Fed- 
eral investigation of alleged lobby- 
ing by truck interests in two states 
has been requested by Rep. Duvall, 
Missouri Democrat, and Rep. 
Sprague, Illinois Republican, 

Duvall wrote a letter to Sprague 
concerning his charges, and pro- 
posed that four Missouri legisla- 
tors meet with four Illinois legisla- 
tors to lay the groundwork for the 
request to Congress. Duvall claimed 
he had knowledge of truck lobby- 
ing, which he told Speaker Roy 
Hamlin of Missouri was not avail- 
able to the public, 


National Malleable 
To Expand Plants 

CLEVELAND. — National Malle- 
able and Steel Casting Co. is begin- 
ning a $6,300,000 expansion pro- 
gram, President Cleve H. Pomeroy 
has announced. 

he program will raise capacity 

by about 25 percent with the larger 
part of the increase being in malle- 
able iron, Pomeroy said. All of the 
firm’s plants at Cleveland, Chicago, 
Indianapolis, Sharon, Pa., and Mel- 
rose Park, Ill., will share in the 
‘mprovements. The largest expendi- 
tures are planned for the Cleveland 
works, where new malleable foun- 
dry unit will be added. 











sippi, 7,430; Missouri, 9,549; Mon- 
tana, 5,609. 

Nebraska, 6,036; Nevada, 2,346; 
New Hampshire, 3,551; New Jersey, 
15,526; New Mexico, 4,485; New 
York, 42,036; North Carolina, 21,226; 
North Dakota, 2,598. 


Ohio, 26,913; Oklahoma, 12,103; 
Oregon, 11,257; Pennsylvania, 31,- 
592; Rhode Island, 2,448; South 


Carolina, 8,716; South Dakota, 3,- 
512; Tennessee, 16,618. 

Texas, 39,297; Utah, 4,133; Ver- 
mont, 1,288; Virginia, 12,238; Wash- 
ington, 21,041; West Virginia, 7,409; 
Wisconsin, 15,087; Wyoming, 3,619; 
District of Columbia, 4,421. 





Dowdle and Egger 
Dowdle & Egger Motor Service, 
1311 Main St., Columbus, Miss., has 
announced its appointment as 
Willys-Overland dealer. 
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Another Safety Award to Rose— 

Jack Rose (right), president of the Plymouth Dealers of Greater Detroit, receives a plaque 
from Alfred P. Sloan, chairman of the Automotive Safety Foundation, for the group's daily 
radio program, “'Listen and Live.’ At the left is Robert Young, screen and television star. 
The presentation was televised over a 28-station network on Auto-Lite's ‘Suspense’ show. 


Transit Riders 


Down in Canada 


OTTAWA. — The Canadian gov- 
ernment has reported that the total 
number of passengers patronizing 
transit systems during 1950 de- 


clined from the previous year’s 


¥ 





mm Bends 


STARTER DRIVE 


ing further plans for this year. 


figure—for both urban and inter- 
urban services. 

During the year, it was pointed 
out, considerable amounts were 
spent on modernization and im- 
provements to the systems, and 
several transit firms are consider- 
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Mexico Imports 
10,303 Vehicles 
In Ist Quarter 


MEXICO CITY.—During the first 
three months of this year Mexico 
imported 10,303 vehicles having a 
declared value of $16,500,000, accord- 
ing to Mexico’s ministry of finance. 

The total included cars, trucks, 
buses and chassis with motors as 
follows: 

Cars ready for use, 2,713; cars 
for assembly, 3,332; complete buses, 
72; buses to be assembled, 87; 
freight trucks, 1,132; freight truck 
to be assembled, 2,810; fire brigade 
vehicles, tankers, etc., 61; complete 
chassis with motor, eight, and 
chassis with motor for assembly, 88. 


Whitebone Takes British Ford 


Cecil Whitebone, San Francisco 
Ford dealer, has been appointed 
northern California distributor for 
British Ford, Dealers associated 
with Whitebone include: Golden 
Bear Motors, Berkeley; R. A. Ma- 
honey, Visalia; Murray Vout, Mon- 
terey; Northern Motors, Lakeport; 
Gaestel Motor Co., Merced; Bill 
Stevenson, Inc., Hanford; Hagen & 


Bell, Palo Alto and San Carlos. 








Clutch pedal starting is safer because the 
clutch must always be disengaged before 
starting and disengaging the clutch also 
minimizes strain on battery and starting 
motor. Like practically every type of starting 
system, clutch pedal starting costs less with 
Bendix* Starter Drive. This unique com- 
bination of quality and low cost is made 
possible by Bendix exclusive design features. 
For example, the Bendix Starter Drive re- 
quires no actuating linkage and the solenoid 
may be placed in any convenient position. 
Resuit—starting motor can be mounted more 
easily and in more positions. Also the Bendix 
Drive has fewer parts and needs no adjust- 
ments. If you want true economy from 
installation to service, plus performance 
proven by over 85,000,000 installations, be 
sure to specify Bendix Starter Drives. Your 
inquiry will receive immediate attention. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 








PUSH BUTTON 


SPECIALISTS 


IN ALL TYPES OF 


AVIATION ConpoRaTiON 
ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


FLOOR BUTTON 


2 STARTING! = 


ACCELERATOR 


SWITCH KEY 


CLUTCH PEDAL 
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General Buys Interest in Spanish Piam .. 
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Rubber Firms Going Abroad 


eral president, the company is con-,in Tel Aviv, and would be in pro- 


AKRON.—The nation’s cubber 
makers continue to push their ex- 
pansion in the lucrative foreign 
field. Last week, it was revealed 
that General Tire & Rubber Co. has 
acquired a major interest in a rub- 
ber firm in Torrelavega, Spain. 

General, Goodyear, Firestone 
and Goodrich are now said to ei- 
ther own or be affiliated with 
nearly 50 overseas manufactur- 
ing plants. Goodyear and Fire- 
stone own most of their opera- 
tions in foreign countries out- 
right. 

General’s and Goodrich’s policies 
have usually been to acquire -only 
substantial minority interests, and 
in some cases to supply only tech- 
nical service. 

Although General is rated fifth 
in size among U. S. rubber firms, 
it is believed to be the third largest 
operator overseas, being surpassed 
only by Goodyear and Firestone. 

General now has 12 affiliated and 
subsidiary firms outside the U. S. 
According to William O’Neil, Gen- 





The rack that won't stay full! 


OT ONE—not just a few—but all Quaker State dealers report 
N the same remarkable feature about this rack. Every time they 
turn around, it needs filling. You can’t keep ahead of it! 


Why such fast turnover? Why such popular demand? It’s 
because Quaker State Motor Oil is refined with the most modern 
processing equipment...and technical skill unsurpassed in the oil 
industry. It is, unquestionably, one of the finest motor oils 
produced anywhere in the world. 


Moreover, this popular motor oil—made of 100% pure Pennsyl- 
vania grade crude oil—is backed by powerful national advertising 
...a sound merchandising program and a record—as long as your 
arm—for winning the top slot position in surveys that ask, “What 
motor oil is your first choice?”’ 


Want the facts about a dealership? Drop us a line. 





If the car manufacturer recommends Heavy Duty Oil with detergency — use Quaker State HD Oil. 


Quaker State Motor Oi] * Quaker State Superfine Lubricants + Quaker State Oil Refining Corporation, Oil City, Pa. 








sidering several other steps abroad. 


O'Neil revealed in a year-end 
report to stockholders that Gen- 
eral hopes to acquire two more 
plants in Europe and one in the 
Far East. 

He said a factory for a General 
affiliate is now under construction 


Norton Company Forms 
Advisory Council 

WORCESTER, Mass.—Ralph M. 
Johnson, sales vice-president of the 
Abrasive division of the Norton Co., 
here, has announced the formation 
of an advisory council for distribu- 
tors, made up of representatives of 
11 Norton arbrasive distributors 
from Connecticut to California. 

Johnson explained that the coun- 
cil was. organized to obtain the 
benefits of experienced representa- 
tives in the field, so that “we can, 
with the help of our distributors, 
improve the selling job we are do- 
ing.” 


duction before the end of 1952. 

General’s latest acquisition in 
Spain is the Continental Fabrica 
Espanola del Coucho, S. A. It is 
Spain’s second largest rubber com- 
pany and turns out mechanical 
goods in addition to tires and 
tubes. 

Unlike most foreign countries, 
Spain has four rubber companies. 
Firestone has a plant at Bilbao. 


Just back from an European 
business trip, O’Neil said General 
had made an exhaustive study of 
Spain’s business conditions before 
investing its money there. 


“We found the country in good 
shape,” he said. 

“Our survey,” said O'Neil, ‘shows 
there is less inflation in Spain than 
there is in any other country. The 
new American ambassador, Stan- 
ton Griffiths, a New York banker, 
agrees with our views.” 

O’Neil said American tourists are 
finding “real bargains” in Spain. 

As a member of the American 

industry advisory committee at 
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Berl Berry’ 


s L- 


international rubber study 
meeting in Rome last month, 
O’Neil reported world conditions 
encouraging. 


“Leaders of the nation’s through- 


M Building— 

Roy White, left, general manager of the new Beri Berry Lincoln-Mercury dealership in Los 
Angeles, shows plans for the new building and service department to Roy Bodeen, service 
superintendent. The new showroom can be seen in the background. This is the first time that 
this suspended type building has been used in the automotive field, the firm states. Those two 
circular beams suspend the entire weight of the building. 








out the world,” he said, “are discoy- 
ering that rubber is a true measure 
of the standard of living in a coun- 
try.” 

Americans, said O'Neil, are so ac- 
customed to a “rubber cushion liv- 
ing” that they fail to realize the 
material’s importance. 

He reported that all nations at- 
|tending the rubber conference ex- 

| pressed great interest in the prog- 
|ress being made in the U. S. syn- 
| thetic rubber industry. 

O’Neil warned that estimates of 
world rubber surpluses should not 
alter America’s synthetic rubber 
program, 

“Estimates are good,” he said, 
|““but they are not sure things.” 


‘Cement Firm Told 
To Quit Favoring 


| Rail Transporters 


WASHINGTON. — An order re- 
quiring Monolith Portland Cement 
|Co., of Los Angeles, to halt alleged 
|price discrimination against cus- 
tomers who take delivery of cement 
by truck has been issued by the 
|Federal Trade Commission. 


|_ The order also cites a subsidiary, 
Monolith Portland Midwest Co., and 
officers of both corporations. 

The FTC action was directed, it 
was said, “against the practice cf 
charging higher prices to purchas- 
ers who have it shipped by rail 
freight.” 

Violation of the Clayton Anti- 
trust act, as amended by the Rob- 
inson-Patman act, was charged by 
the FTC. 

The order provides that the re- 
spondents may defend any alleged 
violation “by showing that any dif- 
ferences in price make only due 
allowance for differences in the cost 
of manufacture, sale or delivery” 
resulting from different methods or 
quantities in which cement is sold 
|or delivered. 
| From January, 1947, until Janu- 
ary, 1949, according to the FTC, 
the respondents sold cement from 
their plant at Laramie, Wyo., to 
purchasers who took truck delivery 
at prices 20 cents per barrel higher 
than were charged purchasers 
transporting the cement by rail 
| freight. 





‘Conn. Solow Rap 


U.S. Gas Tax Hike 


HARTFORD, Conn. — The Con- 
| necticut house adopted a resolution 
petitioning Congress not to increase 
the present 1% cents a gallon fed- 
eral gasoline tax to two cents a 
gallon. Rep. Wood M. Cowan, who 
introduced the resolution, said that 
increasing the tax would affect the 
country’s price structure by in- 
creasing the cost of transporting 
goods. He also said that it would 
impose financial burdens on defense 
workers and farmers using gas0o- 
|line-driven agricultural equipment. 
| “Of the total of $7,600,000 col- 
\lected by the federal Government 
|last year through the gasoline tax,” 
he said, “only about 30 cents out 
of each dollar was returned to the 
states for building and mainten- 
ance of highways.” 





Need a merchandising pick-me-up? You'll 
find helpful pointers in Bob Finlay'’s Mer- 
chandising Memos column in AUTOMOTIVE 
NEWS 
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NOW! FAR OUTSELLING 
ALL OTHER 
| BUMPER GUARDS! 


“> §T PAYS TO SELL ERIE FENDER-TO-FENDER KARGARDS! 


Seas | 











Brilliant Chrome Plating Identical to New Car Specifications 


* FEATURED ON TV:— 
re WNBOQ 10:00 every Saturday night on Hauser’s Grand Marquee. 


: WGN-TV 9:30 every Wednesday night on Hauser’s Family Circle. if 


I. ADVERTISED IN THE SATURDAY EVENING POST 
nu 16,000,000 people monthly (your customers) see each ad. 


ers COMPLETE PROTECTION FOR YOUR CUSTOMERS! 
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Dealer Business Counsel 


Ratio of Customer Labor Sales to Parts Sales 
Falls Out of Recommended Line 








(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 
HE latest ratio that I have on 


Automotive News.) 


his car perform perfectly, whether 
this be more labor or more replace- 


customer labor sales to parts | ™ent parts. 


sold in the shop is $1.55. 
Over a period of years we have 
maintained that the sale of replace- 
ment parts sold | 
in repairs should 
equal the amount 
of customer labor 
sales, or $1 of 
parts sales for 
every $1 of labor 
sales. This is a 
good target to 
aim for, but ap- 
parently the sale 
of replacement 
parts is falling 
considerably short 





4. B. Van Tassel 


of that goal. 

We all know it is not good busi- 
ness to oversell a customer.: How- 
ever, every effort should be made 
to sell the customer the required 
amount of work necessary to make 


In this way dealers not only 
make more money but they also 
avoid a lot of complaints on poor 
performance, for which the cus- 
tomer always blames the service 
department regardless of whether 
he has purchased the required 
amount of work to make his car 
perform perfectly. 

Where there is any question as 
to whether a part should be re- 
placed or repaired, it is my opinion 
that the part should be replaced— 
provided you have the part in stock 
or it is readily obtainable. Recent 
surveys indicate that a parts short- 
age exists now and may become 
more acute in the near future. This 
condition, of course, will not help 
improve the ratio of parts sales to 
labor sales. It is reported that 
there is hardly an area in any part 
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of the country where parts and 
accessories shortages do not exist. 
* * . } 
CHECK of automotive factories 
reveals that back-orders of 
parts have climbed sharply in re- 
cent months. One firm revealed, 
that its back-orders situation is 
currently four times as great as it! 
was last year. 
However, my analysis this 
month of many dealers’ state- 
ments shows that where sales of 
replacement parts in repairs in- 
creased 9.7 percent in the first 
15 days of May over the first 15 
days of April, customer labor 
sales increased only 0.9 percent in 
the same period, As a result, the 
ratio of customer labor sales to | 
parts sold in repairs was reduced 
from $1.69 to $1.55 of customer 
labor sales for each $1 of parts | 
sold in repairs. 
The amount of replacement parts) 
sold in repairs for each repair order 
written in these 15-day periods re- 
mained the same—$6.33, and the 
amount of customer labor sold for 
each repair order written dropped | 
from $10.68 in the first 15 days of 
April to $9.78 for the first 15 days 
of May. 
The number of customers coming 














Dealer Callahan Sells Ambulance— 


New ambulance put into service by Long-Bell Lumber is a 195! Deluxe Chevrolet station 
wagon, equipped with Powerglide. The ambulance was sold by Dan Callahan, Chevrolet 


dealer in Longview, Wash. 


in for repair work increased 10.1 
percent in the period. This increase 
in customers coming in for repairs 
would indicate that service volume 
in general is holding up very well. 

Any questions about “Dealer 
Business Management” will be 
answered by J. B. Van Tassel, 
care of Automotive News. 


Dayton Predicts 
Return of Spare 


Within 60 Days 


DAYTON, O.—The spare tire will 
be back on new cars within the 
next 60 days, it is predicted by 
officials of Dayton Rubber Co. 








Easier to apply than wax... 
makes you bigger profits 











DU PONT 








new beauty process 
for cars 


OUTSHINES THE BEST WAX JOB... YET TAKES 
LESS TIME AND LABOR TO APPLY 


WHY YOU WILL LIKE 
DU PONT SPRAY GLAZE 


1. Outshines the best wax job 

2. Lasts as long, or longer than wax 

3. Saves time: spray it on—wipe 
it off 

4. No masking of glass is needed 


5. Spray whole car at one time, 
or 


6. Interrupt the job if you wish 
7. Costs little; 6 oz. does almost 
any automobile 


8. Applied only in shops with a 
spray gun 





®£6. us. pat OFF 


BETTER THINGS FOR BETTER LIVING 
«++ THROUGH CHEMISTRY 


Dealers everywhere acclaim it as a 
great time- and work-saver—and along 
with enthusiastic customers, they 
praise the glorious, lasting shine this 
new Du Pont Spray Glaze process 
puts on a car! 

Why spend long hours waxing cars 
when you can apply Du Pont Spray 
Glaze in much less time and get even 
better results? Save time—turn out 
more jobs with the same amount of 
labor—make extra profits. 

Du Pont Spray Glaze (patent ap- 


plied for) is not just a polish or wax 
but a new car-beauty process applied 
with a high-pressure spray gun. It is 
exclusively for shop application. 

Throughout 1951, big Spray Glaze 
ads will appear in SATURDAY EVE- 
NING POST and COLLIER’S, send- 
ing customers to you for this com- 
pletely new car-beauty process! 

For an initial investment of approx- 
imately $50 you can start a profitable 
Spray Glaze business. Ask your jobber 
about it. ; 





Here’s what dealers say... 


“*Easier and faster to apply...and we have 
never seen a better lustre.’’ Mike Hrabec, Ceci! 
Motors, Inc., Dodge & Plymouth, Elkton, Md. 


**Since we took on Du Pont Spray Glazing we 
have practically eliminated all ordinary polish- 
ing and waxing.’’ Al Bonifacino, Diamond Mid- 
town Station (Gulf), Wilmington, Del. 


**Du Pont Spray Glaze is superior to any polish 
or wax on the market. Have done over 100 Spray 
Glaze jobs.’’ Francis Sheeler, East Gay St.Garage 
West Chester, Pa. 


For a FREE 
DEMONSTRATION 


Mail this coupon to Chemical Specialties 
Section, DU PONT, Wilmington, Del. 


Dealer’s Name 


Street Address 


City State is 





Dayton’s more than 3,000 dealers 
were so advised last week in a 
|regular monthly bulletin from their 
|company, which also forecast that 
ithe government will end rubber 
| controls in general “shortly after 
Sept. 1.” 

In the bulletin, Irve Eisbrouch, 
Dayton’s tire sales vice-president 
and chairman of the tire advisory 
committee of the Rubber Mfgrs. 
Assn., has this to say: 

“If rubber controls are removed 
Sept. 1, as we now expect, it may 
be possible for the industry to re- 
duce considerably the high toll 
that our artificial] rubber shortage 
has exacted from a vital part of 
our nation’s transportation system, 
even though other factors—man- 
power and shortages of some ma- 
terials—bear upon tire production.” 

Rubber prices, the bulletin said, 
will probably hold at present levels 
until the fourth quarter of 1951, 
“when a buyers’ market for pas- 
senger-car and small truck tires is 
expected to set in.” 


Mallory and Sharon 


Form Titanium Firm 

INDIANAPOLIS.—P. R. Mallory 
& Co. Inc. Indianapolis, and 
Sharon Steel Corp., Sharon Pa. 
have formed a jointly-owned com- 
|pany in which each will have a 50 
|percent interest. The new firm, 
|known as Mallory-Sharon Titan- 
ium Corp., will develop, produce, 
|and market Titanium and Titanium 
alloys. 

Offices of the new firm will be 
located initially in Indianapolis. 
The following officers have been 
elected: P. R. Mallory, chairman of 
the board; James A. Roemer, presi- 
dent; F. H. Vandenburgh, vice- 
president and general manager; 
E. N. Crosier, treasurer and assist- 
ant secretary, and George Fother- 
ingham, secretary and assistant 
treasurer. 
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The Carlife Guaranty 


NT PPA ul ls 
Detroit 27, Mich. 
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Believe Slump Is Temporary .. . 


New Orleans Trade Optimistic — 


By Gordon Hebert 
” Staff Correspondent 


NEW ORLEANS.—The lull in the 
new-car market is only temporary, 
most dealers here believe. 

No dealer could put his finger 
on the reason for the optimism, but 
it was the consensus that business 
again would open up shortly. 

The greatest complaint of deal- 
ers is that Regulation W is doing 

great harm to business, They con- 
tend that prospective buyers can 
make the required one-third down 
payment, but are unable to meet 
the high monthly notes within 
the 15-month period, 

Most sales are lost, according to 
dealers, when customers realize 
they cannot pay the monthly notes 
from $100 and up. Dealers contend 
that the masses can afford pay- 
ments of $65 to $75 monthly. 

Customers are not concerned in 
what they can get for their old 
cars, dealers report. They are pri- 
marily interested and anxious to 
know more about the monthly notes 
and if they can afford to pav them. | 

One dealer said the present mar- 
ket brings his memory back to 1931 | 





and 1932 when things were really | 
tough. Present-day buyers are simi- | 
lar to the ones in the early thirties | 
—they want to buy, but they haven’t 
got the money, he said. 
All dealers, with the exception | 
of one in the high-price field, 
have an adequate stock of cars. | 

In a number of instances the sur- 

plus runs over the 50 mark. 

Four dealers in the low-priced | 
field have been advertising imme-| 
diate delivery on most models. Last 
week one advertised a “Free Day,” 
offering free interest, insurance and 
carrying charges on the entire stock 
of new cars. He sold 27 cars as a 
result of the offer. 

Another dealer, handling an inde- 
pendent make, advertised a $400 
discount on the local delivered 
price, with or without extras or 
trades. 

A noticeable change among deal- 
ers is that they are adding to their 





Trailer Coach 


Sales on Rise 


CHICAGO, — Trailer-coach sales 
this year are running about a third 
ahead of 1950, when 63,000 were 
sold, it was reported last week 
Walter Wells, president of the 
Trailer Coach Manufacturers Assn.., 
said defense workers and men in 
the armed services were accounting 
for 93 percent of current sales. 

Wells speculated that dollar vol- 
ume in the industry might exceed 
the $200,000,000 peak of 1948. The} 
National Security Resources Board 
recently classified trailer coaches 
as “mobile housing,” Wells said. 


20th Year 


Williams and Swanson 


Hold Open House 


The 20th birthday of Williams & 
Swanson (Chevrolet-Oldsmobile) 
dealership was observed recently 
in Renton, Wash., with a two-day 
celebration sponsored by the own- | 
ers, Hayden Williams and John 
Swanson. 

The company received its Chev- 
rolet franchise 20 years ago, and 
added Oldsmobile three years later. 

The open house celebration fea- 
tured free orchids for the ladies, 
coffee and doughnuts and movies. 

The dealership employs a staff 
of 40 people. 





Overtime Parkers Know 


Local Cop’s Retired 


SPRINGFIELD, Mass.—Tick- 
ets handed out here for parking 
Violations have fallen off by abort 
50 a day since the retirement of 
Patrolman Christopher J. Aspall. 
Joan Petersen of the district 
court’s traffic section said her 
office handled as many as 200 
tickets a day for overtime park- 
ing while Aspall, “The Champ,” 
was on the job. 

Court attaches anticipate that 
business will pick up again as 
soon as Patrolman Vincent J. 
Valentine, who succeeds Aspall, 
becomes “acclimated.” The lat- 
ter isn’t expected to rival As- 
Pall’s honors, however. 

SSS 





retail sales forces. Others are at- 
tempting to improve their sales 
staffs by weeding out non-produc- 
tive salesmen and employing more 
desirable men. 

“Our salesmen have forgotten 
how to sell,” one dealer said. “The 
time has passed when they could 
hang around the showroom and 
get orders from the ‘drop-ins.’ 
They have to go back to the old 
days of selling—more outside per- 
sonal centacts and follow-up of 
prospects. 

“Of course, the salesman is not 
all to blame as we have been too 
complacent. By that I mean not 


handling service to capacity. 


conducting a sufficient number of 
sales meetings to give them enthu- | 
siasm and ammunition to get out 


on the firing line. The day has come | ~ 


when the dealer has to depend on| 
the salesmen to bring a prospect in, | 
and not for the prospect to drop in.” | 

The used-car market continues 
spotty. Late model cars, ’49 and ’50s, | 
are exceptionally slow. The better | 
movement is on ’46, 47 and ’48 mod- 
els. While used cars are selling way 
below the book value, dealers con- 
tend they still are too high. 

Service and parts business is ex- 
ceptionally good. Most dealers are 


@ Thousands of car-dealers put Casite in the first crank- 


case oil, before new cars are delivered. Hundreds of thou- 


sands of new car owners demand Casite, the very first mile. 


The reason—Casite eases new car break-in— protects 


vital, close-tolerance areas during this critical period. Casite 


is a remarkable oil-carrier. No matter what kind of motor 





Casite 


NAT 
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Mendenhall Delivers to Professor— 


The 30th anniversary of Prof. Jacob M. Marcus (left), at Hebrew Union college, Cincinnati, 
was marked by the presentation of a Ford sedan purchased for him by 22! former students 
who are now rabbis. The car was delivered by Mendenhall Motors, St. Louis. Standing by are 
rabbis from Cincinnati and St. Louis. 





CASITE gives extra protection, improved lubrication 


oil is used, Casite gets it around quickly and into the tight 
spots—greatly reducing start-up wear. Casite also cuts en- 


gine wear by keeping the motor clean and free-running. 
Casite brings in dealer profits, too—easy, extra profits. 
Break ‘em in right—with Casite—for satisfied new car 


owners. 


CASITE DIVISION - HASTINGS MANUFACTURING CO. - HASTINGS, MICHIGAN 
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Muntz Output 
20-25 a Month 


In Evanston, III. 


EVANSTON, Ill. — Production of 
Muntz Jets now ranges from 20 
to 25 cars a month at the com- 
pany’s plant here, it was revealed 
by Earl Muntz, president of the 
Muntz Car Co. 

Production of the low-slung, 154- 
horsepower club coupe has been 
gradually increasing since it began 
in mid-January, Muntz sa‘d. Styled 
along the cont nental lines of 
European cars, the Jet features a 
removable hard top. 

The Muntz plant here has a 
capacity of from 4,000 to 5,000 cars 
a year. Muntz said he plans to 
capture a portion of the American 
market for small, high-powered 
cars. He estimated that between 
10,000 and 12,000 foreign, sport-type 
ears are purchased in the U. S. 
each year at a cost of between 
$25,000,000 and $30,000,000. 

The company fabr'cates its own 
frames and bodies, but buys most 
of the other rarts from established 
auto makers or regular industry 
suppliers. The major component 





‘When Dependable 
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Eprror’s Nore: 
in auto manufacturing methods 


the recent cutbacks in copper 
large scale substitutions have 
already been made for each of 


these materials. The change- 


Long Step in Automatic Transmission Making— gg ol gM gg ll a ge 
| ease ° owever, as 


This 92-foot transfer machine at the Muncie (Ind.) plant of the Warner Gear division of ‘ 
Borg-Warner automatically performs 104 operations on the Ford automatic transmissions | examples will show. 
| In the case of the Ford auto- 


being turned out at the plant. 

matic transmission, a large alumi- 
num housing at the rear of the 
unit has been replaced by cast 
iron. Since iron castings cost less 
per pound than aluminum die 
castings, it might be supposed 





Angeles and plans others in Chi-| 
cago, New York, Houston and_| 
Miami. 


purchased is a Lincoln motor with 
Hydra-Matic transmission. 

Priced at about $5,500, the Jet 
is sold on a “direct-factory-to-you” AUTOMOTIVE NEWS lc ‘mast’ readin 
basis, Muntz said. The company every week for the men who make and oa 
has opened a showroom in Los | the world’s cars and trucks. 














Performance means most! 








@ The consistently dependable performance of 
Ditzler Finishes is the chief reason Ditzler has grown 


to be the largest exclusive producer of automotive 
finishes. For nearly fifty years Ditzler Finishes have 
been used by most of the leading manufacturers of 
passenger cars, trucks and buses. This continuous 
preference is the best proof that Ditzler Finishes are 
better than any others for all your refinishing needs. 


You Can't Buy 


Gee ie oe 


than DITZLER’S DQE-9000 


®@ Now better than ever—Ditzler’s DQE-Jet 
Black Enamel widens its margin of superiority 
over all other brands. It is a deeper jet black 
—it dries rapidly to a rich glass-like lustre—it 
hides exceedingly well—it has excellent “build”’ 
—it may be air-dried or baked and it has dura- 
bility plus. Jobs finished in DQE-9000 bring 


repeat business. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Co., Detroit 4, Mich. ; . oh - A 




















Better Black Enamel 
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How Substitutions 
Increase Car Costs 


This is another article in a series on advances 


made during the postwar period. 


Sari cae recent sharp cuts in both aluminum and copper 
allocations, the bottleneck in automobile production is 
steel. This condition is expected to continue for some time. 

One reason why the industry has been able to withstand 


and aluminum is the fact that 


that the change could be made 
without much penalty. 

However, examination will show 
that such changes invariably result 
in increased production costs, even 
though the quality of the product 
is not affected. In the case of the 
Ford housing, approximately six 
operations were added that were 
not performed on the die casting. 
Parts made by the latest die casting 
techniques are held to very close 
tolerance. In many instances, a 
large number of machining opera- 
tions are eliminated. 

When a switch was made to gray 
iron sand casting, these machining 
operations had to be added to in- 
sure accuracy of fit and trouble- 
free performance without leaks. In 
addition to more machining opera- 
tions, the rate at which cast iron 
‘can be machined is about half the 
feeds and speeds used for alumi- 
}num. 

Roughly speaking, machining 
}time on the cast iron part was 
|double the time required for a 
similar operation on aluminum. 

* + + 


| Processing Costs Up 


ANOTHER example may be found 
in the case of steel substitu- 
tions. While steel quality has been 
maintained in selecting the new 
materials, some additional process- 
ing charges are usually inevitable. 
A major producer, for example, now 
finds that many of the new steels 
require a double quench, while only 
a single operation was _ required 
previously. Some difficulty has also 
| been encountered in preparing the 
new steels for machining. Because 
of hard spots or gummy sstruc- 
|tures, metallurgists have reported 
| poorer finish, shorter tool life and 
slower feeds and speeds. 


The net result of slowing down 
operations, using more operations 
and making numerous changes in 
| processing all along the line, has 
been a substantial boost in manu- 
facturing costs. Sooner or later, 
jauto producers are going to ask 
to recover at least part of these 
increases. 

* * * 
| Costs Rising Since ’50 

T CINCINNATI last week, Ford 
officials reported that between 
June, 1950, and March, 1951, the 
cost of parts bought by Ford ad- 
vanced 12 percent. During the same 
period, labor costs increased 13 per- 
cent. An additional seven cents will 
be added to labor costs during 
June. 

It is a question in the minds 
of many Detroiters as to how 
much longer auto firms will be 
willing to absorb increases in 
cost without demanding price re- 
lief above the 3% percent granted 
thus far. Some processing engi- 
neers estimate that the cost of 
making materials substitutions 
comes to as much as $100 per car. 
To this should be added the ris- 

ing cost of materials and parts, an 
increase of 20 percent in the cost 
of tools and equipment and a big 
jump in labor costs. 

While auto earnings thus far 
have not reflected these advances, 
it now seems only a question of 
time until auto firms will be ac- 
tively seeking price relief, If this 
happens, the effect on sales will 
undoubtedly be significant. 


Community Formed 
Community Chevrolet Oldsmobile 
has been incorporated by letters 
patent issued by Secretary of State 
of Canada in Ottawa, with the 
head office to be in Winnipeg, Man 
The incorporators are Irvin B. 


Hamilton, Yorkton, Sask.; Kenneth 
E. Byrne, of Saskatoon, Sask., and 
East Toronto, 


|Alfred O. Heather, 
Ont. 
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Located at 259 Bruckner Boulevard at 139th Street, Bronx, 
New York, Rosenstock Motors, which is also New York 
metropolitan distributor for Briggs Paints and Metal, has a 
modern and attractive plant. It’s mighty active—yet all sales 
of cars, parts, service and supplies are posted daily on their 
Sundstrand Automobile Dealers Accounting Machine. 





Rosenstock’s Maintenance and Repair Department is a 
busy and efficient shop. All Rosenstock maintenance and 
repair jobs get posted daily, too, with Sundstrand speed 
and simplicity. 

(At left) The Rosenstock Brothers, Herman (left) and 
Edward (right), get the figure facts they want, when they 
want them—with the Sundstrand Accounting Machine and 
System. 

“Please feel free to send any automobile dealer to our 
office,” says Lester Rosenstock, “for a full demonstration 
of our accounting machine and system.” 


PROMINENT CHRYSLER-PLYMOUTH DEALER TURNS "SALESMAN 
~ for Underwood Sundstrand Accounting Machine and System 


(Rosenstock Motors, Inc., offer to demonstrate it to You! ) 


Rosenstock Motors, Inc., New York City 
Chrysler-Plymouth Dealers, are enthusiastic 
about the Underwood Sundstrand Account- 
ing System. 


And they’ll tell you why. 


So will other auto dealers all over the 


country! 


Yes sir, what the self-starter is to the auto- 
mobile, the Underwood Sundstrand Machine 
and System is to accounting practice. 


Figure facts start immediately — move along 
quickly and correctly with this modern ma- 
chine and method. No waiting...no delays. 
You get complete financial statements the 
first of each month. 


“SIMPLIFY and SAVE with SUNDSTRAND” 





And the Underwood Sundstrand Machine 
and System is so simple...so easy to operate! 


e No special personnel is needed! 
e It saves you time! 

e Saves you money! 

e Eliminates confusion! 

e Pays for itself — soon! 


So, don’t put up with outmoded accounting 
methods any longer. Call in your nearest 
Underwood Representative. Or send the 
coupon below for new, descriptive folder. 


Underwood Corporation 


Accounting Machines .. . Adding Machines 
Typewriters . . . Carbon Paper . . . Ribbons 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 
Sales and Service Everywhere 





oi 


Be 
UNDERWOOD 


FOUR BIG REASONS FOR YOU TO 
USE THE SUNDSTRAND MACHINE AND SYSTEM 


1. You get Daily Operating and Management Con- 
trols in minutes . . . not hours. 


2. You get completed Financial Statements the 
FIRST of the month, in hours . . . not days. 


3. You get lowest operating costs for today’s com- 
petitive market. 


4. You get a TRIED AND PROVED method . . . de- 
veloped in a dealership . . . for dealers. 


v) Underwood Corporation, One Park Ave., New York 16, N. Y. 


* 
. 


Send me your illustrated folder, Form S-1326, describing 
the Underwood Sundstrand Automobile Dealers Account- 
ing Machine and System. AN 6-11-51 
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Columbus Motor Sales, Malden, Mass.— 
Owned by William A. Thirkell and Joseph G. Kates, this DeSoto-Plymouth dealership has 
moved into its new building. A large parking area is at the left. 


More Output Cited | 
As Goal of All | 
In U.S. Industry 


NEW YORK.—American work- | 
ers, unions and managements all | 
strive for the same goal—increased | 
production, John L. Collyer, presi- | 
dent of B. F. Goodrich Co., told) 
the 25th anniversary meeting of the | 
Industrial Relations Counselors. 

“All who work in industry should 
ask how large a pie will we divide, | 
not how large a slice of a small) 
pie do we get,” Collyer said. 

He contends that sound industrial | 
relations helps to produce more. | 
Tension between management and 


and human frustration, he stated. 

Unsound industrial relations could 
wreck our economy by leading to a 
lower standard of living, the coun- 
selors were warned. Then, Collyer 
added, government intervention 


|might result in loss of our basic 


freedoms. 

“There is a danger in increasing 
money wages faster than output of 
products. A wage-price spiral results 
and much or all of the attempted 
gain is lost through inflation.” 


Kaul Sells Building 
Dewey Kaul, owner of the Kaul 
Motor Co. (Kaiser - Frazer - GMC), 
Wamego, Kans., has sold his mod- 
ern brick building to the Rural 
Electrification Assn. Kaul has pur- 





|chased another building which now 


employes results in economic waste | houses his business on Highway 40. 














Lawsuits Affecting Dealers ... 


Court D 


By Leo T. Parker 
Attorney at Law 
{eee to a recent higher 
court an automobile dealer is 
not liable in damages for withhold- 
ing delivery of a purchased auto- 


.|mobile to a purchaser, if the testi- 


mony shows that a bona fide dis- 
pute arose between the purchaser 
and dealer over the purchase price. 

For example, in Crowder  v. 
Barnes Automobile Company, 218 
S.W. (2d) 679, the testimony proved 
that one Crowder signed a written 
contract with the Barnes Automo- 
bile Company to purchase a new 
automobile, and made a $25.00 down 
payment. 

The contract did not specify 
any specific date for delivery or 


| for any particular type of car 


However, the contract provided 
that the $25 down payment would 
be applied upon the remaining 
purchase price of the car if de- 
livery was accepted within 48 
hours after Crowder was notified 
that it was ready for delivery. 
One day a car came in and the} 


ecisions 


automobile dealer phoned Crowder 
that he had a Deluxe model which 
Crowder could have. Thirty minutes 
later Crowder offered to pay the 
dealer the balance of the purchase 
price. No car was delivered to 
Crowder on that date however, be- 
cause of a dispute as to the amount 
the dealer would allow Crowder for 
his tradein. 

Proceeding upon the theory that 
title to the automobile passed to 
him Crowder instituted suit to re- 
cover damages from the dealer for 
wrongful “withholding” of the car. 


The higher court refused to hold 
the dealer liable and said that no 
title to the car could have been 
transferred to Crowder until actu- 
ally he paid the full purchase price, 
less the $25 deposit, and Crowder 
could not recover possession of the 
car. But the higher court indicated 
that Crowder may sue and recover 
damages from the dealer if proof 
is given that the latter breached 


Wl (eather... 0 yo nnd 


Millions of these 


controls—precision-built to fit the 


comfort requirements of 


' automobile—keep car interiors 
refreshing as a balmy June breeze 
even during the coldest winter months. 
Ranco quality and dependability are 


recognized throughout 


industry . . . appreciated by the 
motoring public from coast-to-coast. 
















efficient Ranco 


any new model 


the automotive 


THE FINEST CARS ARE 
COMFORT-CONTROLLED BY RANCO 


his contract to deliver the automo- 
bile to Crowder. 
” . 


‘Salvage’ or ‘Junk’? 
ONSIDERABLE discussion has 
arisen from time to time over 

the legal question: “Can an auto- 
mobile salvage business be con- 
ducted in a locality zoned against 
dealers in “junk”? The answer is 
no. 

For example, in City of St. 
Louis v. Friedman, 216 S.W. (2d) 
475, it was shown that a city 
passed a zoning ordinance pro- 
hibiting storage of scrap iron and 
junk in a district zoned as “in- 
dustrial.” 

Suit was filed against one Fried- 
man who conducted an auto parts 
or auto salvage business. The 
higher court ordered him to discon- 
tinue operation of his business, 
saying: 

“The contest resolves itself into 
a question of what constitutes the 
storage of ‘scrap iron’ and ‘junk’ 
. -. An auto parts or auto salvage 
business, whereby old or wrecked 
automobiles were brought in and 
all usable parts were removed and 
stored for sale to public and ac- 
cumulated remnants were hauled 
away and sold to junk dealer, in- 
volved ‘storage of scrap iron and 
junk,’ within provision in city zon- 
ing ordinance prohibiting storage 
of scrap iron and junk.” 

* o = 


‘Circumstance’ Ruling 
. IS WELL established law that 

a finance company which holds 
notes and a conditional contract or 
mortgage on an automobile is not 
a holder “in due course” if he 
knows of special circumstances or 
agreements between the seller and 
purchaser of the automobile. 

For example, in Interstate Ac- 
ceptance Corporation v. Humph, 218 
S.W. (2d) 663, :t was shown that an 
automobile buyer signed a condi- 
tional sales contract in blank. How- 
ever, before the buyer signed the 
contract he notified the dealer of 
special circumstances. 


The higher court held that the 
holder of the conditional contract 
of sale could not recover posses- 
sion of the car from the pur- 
chaser, unless the testimony 
proved conclusively that the 
holder did not know of these 
special circumstances. 

It is well to explain that “special 
circumstances” may relate to any 
verbal understanding between the 
purchaser and the original seller 
who financed the transaction. 

. . 


Parking Lot Rule 


RECENTLY a higher court was 
asked to issue an injunction to 
stop use of a vacant lot for park- 
ing automobiles. The higher court 
refused to issue the injunction, but 
stated that owners of nearby dwell- 
ings may recover damages if oper- 
ation of the lot is a nuisance. 

For illustration, in Krummen v. 
Western Auto Supply Company, 217 
S.W. (2d) 473, a property owner 
sued the Western Auto Supply 
Company for an injunction claim- 
ing that the market value of his 
Property had depreciated on ac- 
count of the noise and fumes of 
motor vehicles of customers who 
used the service lot of the automo- 
bile company. 

Also, the property owner 
proved that motor vehicles leav- 
| ing the service lot regularly and 
constantly run into and against 
his fence resulting in disturbing 
| noise and damage to the fence. 

The higher court refused to issue 
jan injunction, but stated that the 
|property owner could recover dam- 
lage, if he convinced the jury that 


|actually he was damaged. 
* © * 


| Holds Makers Liable 


| FYISCUSSION has arisen’ very 
often over this legal question: 
\“When is an automobile manufac- 
turer liable on a guarantee to 4a 
purchaser and user of equipment 
sold through a dealer?” 
The answer is: When the testi- 

mony shows that the manufac- 

| turer or his sales agent guaran- 


| teed the automobile to the 
purchaser. 
For illustration, in Potter Vv. 


National Supply Company, 51 S. E. 
(2d) 908, the testimony showed 
facts as follows: A_ purchaser 
named Potter sued a manufacturer 
for breach of warranty on an en- 
gine, The testimony showed that 
the manufacturer sent its sales 
(Continued on Page 21, Col. 1) 
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Lawsuits Affecting Dealers ... 
Court Decisions 


(Continued from Page 20) 


agent to interview Potter. The 
agent guaranteed the engine. 

Later a dealer issued a purchase 
order to the manufacturer. The 
engine was installed by the dealer 
and finally Potter paid the dealer. 

In subsequent litigation the 
higher court held that the manu- 
facturer had breached its contract 
to Potter, and awarded damages to 
Potter. The court said: 

“Any affirmation of fact or any 
promise by the seller relating to 
the goods, is an express warranty 
if the natural tendency of such 
affirmation or promise is to induce 
the buyer to purchase the goods, 
and if the buyer purchases the 
goods relying thereon.” 





Liquidated Damages 


— a higher court al- 
lowed an automobile dealer 
$400.00 liquidated damages because 
a purchaser breached a contract to 
resell the automobile to the dealer, 
if he sold it within six months. 

In Wade & Dunton, Inc. v. 
Gordon, 64 Atl. (2d) 422, the testi- 
mony proved that the purchaser 
of a new automobile signed a 
contract not to resell it for six 
months without first offering to 
sell the automobile to the dealer | 
at the original price, less reason- | 
able depreciation. | 
In subsequent litigation the) 
higher court held the contract | 
valid, and held the dealer entitled | 
to recover $400.00 from the pur-| 
chaser who breached the contract. | 
The court said: 

“A breach of contract by the de- 
fendant (purchaser) is undoubted. | 
... We have no hesitation in de- | 
claring the restriction imposed by | 
the particular contract a lawful | 


one.” 
* * * } 


Defines Legal Buyer 
yCDann higher courts consis- | 

tently hold that only a “legal” 
purchaser of an automobile is re- 
sponsible for payment. 

Therefore, notwithstanding the 
fact that a person signs a con- 
tract of sale, he is not liable as 
a purchaser if the testimony 
shows that he did not intend to 
purchase the car. 

For example, in Zarbell v. Man- 
tas, 204 Pac, (2d) 203, it was shown 
that two parties signed a condi- 
tional sales contract for an auto- 
mobile, as purchasers. On the re- 
verse side of the instrument only | 
one party wrote statements in ref- 
erence to his credit standing in 
order to induce granting of credit. 
The other party named Mantas 
refused to sign his name. 

The higher court held that since 
Mantas had not signed the reverse 
side of the contract he was not a 
“legal” purchaser and could not be 
held liable for payment of the 
automobile. The court said: 

“This conclusion must rest on the 
same evidence from which it has 
been determined that Mantas did 
not sign the contract as a pur- 
chaser.” 


| 
| 
| 


* * * 


Contracts Involving Minors 
[* Is well-established law that a 
minor may at any time rescind 
a contract and demand return of 
the money paid for an automobile. 
Also, the same law is effective 
where an adult purchases an auto- 
mobile for a minor who makes an 
installment in his own name. 

For example, in Pacific Finance 
Corp. v. Gilkerson, 217 S.W. (2d) 
440, it was shown that a finance 
company purchased a conditional 
contract of sale of an automo- 
bile. This contract was signed by 
& father, although the minor 
himself went to the office of the 
finance company each month for 
four months and made four pay- 
ments, totaling $100. Later pay- 
ments were in default and the 
eaanite company repossessed the 
ar. 

The minor filed suit and the jury 
ordered the finance company to 
Pay the minor $707, The court 
affirmed the verdict, and said: 

The mere fact of registration of 
an automobile in the name of a 
party as owner is not conclusive 
as to ownership. . . . With such 
evidence we believe that the find- 
ing of the jury that Otis Gilkerson 
(minor) was the owner of the car 








at the time of its seizure finds 
adequate support in the evidence.” 
* . * 


Injury Compensation 

“JF AN automobile dealer fur- 
nishes transportation to an em- 

ploye, can the latter receive com- 

pensation for an injury received 

while being transported?” a reader 

asked. The answer is “yes.” 


For illustration, in Employers v. 
Inge, 209 S.W. , (2d) 435, it was 
shown that one Appleby employed 
several mechanics. He paid an em- 
ploye, who owned an automobile, 
seven cents per mile for furnishing 
transportation for the employes. 
One day an employe was killed in 
an automobile accident while re- 
turning from work. 

The higher court held that the 
fatal injuries were sustained “in 
course of employment,” and that 
the dependents of the deceased 
employe could receive compensa- 
tion from Appleby under the 
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It provides you Pure Oil's 


illustrated step-by-step procedures and easy-to-follow under- 
chassis and under-hood lubrication charts. 


follow-up forms, designed 
lubrication service jobs. 


Be sure with Pure— 


Pure Oil’s complete car dealer line, 
headed by Purelube, the famous sre 
motor oil, includes high-quality oils for 
house branding, approved automatic 
transmission oils, gear and chassis lubri- 


cants, and TBA. 


’ ia 
The Pure Oil Plan for Car Dealers includes practical help to a 


modern, streamlined service department, like this one at Jack 
Patton, Inc., Wilmington, Ohio. 





It provides you practical business-building record forms and 


Attracts Sportsmen (and others) — 


Charlene Noyer, shown with Vern Kahley, sales manager of Conway Nash, Monrovia, Calif., 
| demonstrates utility of a Nash Airflyte four-door sedan for hunting and fishing trips. The 


| showroom display was ‘‘eye-arresting’’ said dealer Carle Conway. The dealership recently 
| completed installation of more than $6,000 worth of additional service equipment, Conway 


said. 





be little distinction between a case 
where the employer furnished the 
conveyance and where he paid for 
the use of the conveyance to trans- 
port his employes.” 


State Workmen’s Compensation 
| Aet. The court said: 

“A compensable injury must be 
received ‘in the course of employ- 
ment’... . It is thought there could 








NOTE: Purelube, the 


famous Service Manual, containing 


is recommended by the 
car manufacturer. 
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by car dealers, to help sell more 











sure motor oil, is pre- al 


mium quality— PLUS! \ 
Since its introduction, it \ 
has met a//requirements | 
where “heavy-duty” oil | 4 
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5 Blind Drivers? 


Florida Welfare Board 


Hears Complaints 
PENSACOLA, Fla.—Persons re- 
ceiving public assistance for blind- 
ness can still legally operate a car 
on the highways, according to com- 


|plaints to the Florida welfare 
| board. 
Under the present state law, 


driver’s licenses may be renewed 
each year without physical exami- 
| nation. 

State Welfare Commissioner 
Sherwood Smith pointed out that 
jenforcement of driving regulations 
is under the control of the state 
highway department, and in no way 
a responsibility of the welfare 
board. 


Mississippi Dealer Trades 


Automobiles for Cattle 


Bob Shoemake, former auto 
dealer of Collins, Miss. has 
changed his operations from sell- 





i ing cars to Selling cattle. 


He recently purchased a 100-acre 
farm in Covington county here, and 
is raising Hereford beef cattle. Re- 
cently, he bought another 285 acres 
which he plans to use for grazing 
lands. 


This is Jack Patton — authorized Ford dealer in Wilmington, Ohio. 
Read why he calls Pure Oil service helps and products 


‘aWinning — 
combination! 


“Tica i Increases lubrication sales 15% by using 


Pure Oil Plan for Car Dealers! 


A little over a year ago, Ford dealer Jack Patton 
found his lubrication service department had 
reached its maximum work load. Because of limited 
space, he could not add another stall. 

So—with expert assistance from the Pure Oil Plan 
for Car Dealers—he modernized and streamlined 
his department, both in appearance and efficiency. 

Now he reports an increase in lubrication sales of 
more than 15 per cent. And he adds: “We are sold on 
the value of this program and on Pure Oil products, as 
they make a winning combination.” 

‘ Why not put the same winning combination to 
work for you? For full details, see your Pure Oil 
salesman, or phone your local Pure Oil office, today. 


THE PURE OIL COMPANY « General Offices: Chicago 
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f bur Senate Finance committee as presently constituted is | Opposition Mounts 


AUTOMOTIVE WASHINGTON 


Senate Split with House 
Seen on Profits Tax 


By William Ullman 


shington Correspondent 








more sympathetic toward business and the problems 
which it faces under steadily increasing taxes than is the 
House Ways and Means group. Likewise, there is more | 
sentiment in the Senate com- & 
mittee for spreading the tax ing for publication yet, but some | 


burden more evenly among. 


the income groups, especially 
when the nation is spending astro- 
nomical sums for mobilization pur- 
poses. 

Thus the excess-profits tax for- | 
mula and the individual income tax | 


recommendations probably will be- | 
come the focal points of dispute | 
between the two houses. Responsi- | 
ble Democratic members of the| 


Senate committee think both pro- 
visions may be altered considerably. 


Senate committeemen aren't talk- 









. LUBRICATION 





William Ullman 
before it leaves the Senate finance | 


- Poi, Poi & Caih it  $ 


LUBRICATION 





have set their! 
revenue sights far 
below the point | 
achieved in the} 


bill being put to- | 


gether by the 


committee. One 
says privately 
that the $10 bil- 
lion which the 
Treasury is de- 


manding may be| 


closer to $6 billion 


Lusaication 





|them. He has indicated that they | 
| will last for a month or six weeks, | 





| the change recommended by the! 
| House group in the excess-profits | 
|tax law. As approved last year, a) 


|the four years 1946 through 1949 
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group. Meanwhile, the deadline for | 
introduction of the bill in the House | 
has been set for June 15. 

Chairman George will call the| 
Senate Finance committee together 
after it gets the measure to deter- 
mine when hearings will start and | 
how much time will be allowed for | 


| ane perhaps longer. 
* * * j 


T SEEMS certain there will be | 
considerable Senate opposition to | 


corporation could use 85 percent of | 
its annual earnings during three of | 


to determine normal profits. All| 
earnings in excess of that figure 
would be subject to an excess- 


Ways and Means | Profits tax of 77 percent. 


A Treasury recommendation that | 





eel 


posal was to raise the excess-tax 
rate beyond the 77 percent, and 
the legislators felt that this rate | 
was sufficiently high. 
The Ways and Means committee|Gibson has 








PLEASE BLOW YouR 





Automotive News 


HORN FOR SERVICE . 


amd GOOD LUCK! 













“Ghote. | 


| was not recommending any changes 
in the excess-profits tax this year, 
* + . 


How Big a ‘Bite’? 
HILE most defense mobilization 
officials agree that the full im- 
|pact of CMP will not be felt until 
|the last quarter of this year, some 
|disagree on the size of the “bite” 


“&.|from the gross national product. 


| Chief Wilson has insisted that the 
| present rearmament and foreign 
}aid program will not take more 
than about 20 percent of the na- 
| tional output, compared with about 
46 percent at the peak of World 
War II. 
Wilson, however, along with 
other defense and mobilization 
| Officials, has explained that in 
some cases critically short ma- 
terials would have to be chan- 
neled almost entirely into defense 
| production, and that some civilian’ 
| industries would be hurt unless 
| they could find substitutes. 
In the case of steel, for instance, 
| Defense Production Administrator 
informed Chairman 


the corporation be allowed to use! suddenly and without explanation | Maybank of the Senate Banking 
only 75 percent of its average an-/| reversed its previous position and |committee that about 40 percent of 
nual 1946-1949 earnings to establish | accepted the Treasury’s recommen-| production would be diverted to 
a normal income base was rejected dation of 75 percent. 


by both houses. 


Government experts conceded 
that the actual effect of its pro- 


able for you... 
the leader ! 
net Units... many ways 


See your Aro Jobber. 


Use ARO Reels overhead . 


—-g--- 


Aro meets today’s needs better 
and cxcreases your profits / 


Make your lube department more efficient . 
attractive to more customers. 
with ARO Lube Equipment — 


..and more profit- 


. or ARO Cabi- 
to save space and 


speed up your service at low cost! 


The Aro Equipment Corporation, Bryan, Ohio 
Aro Equipment of Canada, Ltd., Toronto, Ont. 


LUBE EQUIPMENT 


Also . . . GREASE FITTINGS . 
HYDRAULIC EQUIPMENT . 


- . AIR TOOLS... 
. AIRCRAFT PRODUCTS 














defense and supporting industries 


This action came in the face of |this fall. 
a statement by Treasury Secretary | 
'Snyder to the committee that he | Zovernment officials point out that 


However, industry spokesmen and 


| Steel production is far above what 
it was in World War II and present 
plans for expansion will assure 
additional output some time in 1952 
and surely by early 1953. The same 
is said to be true of aluminum and 
copper. 

Recently, NPA Administrator 
Manly Fleischmann assured repre- 
sentatives of the consumer durable 
goods industries that “we do not 
intend to let the civilian economy 
die on the vine” despite the increas- 
ing mobilization program, 

*& + + 


|World War Il Peak Reached 
— joint congressional commit- 
tee on reduction of nonessential 
| government spending reported last 
week that the cost of the federal 
civilian payroll is now roughly 
|$8.5 billion a year. This approxi- 
|mates the peak of the World War 
/II period in dollars, according to 
the committee chairman, Sen. Harry 
Byrd, Virginia Democrat, with 30 
| percent less employes. 
| In making the figures _ public, 
| Chairman Byrd said that 70 report- 
|ing federal agencies reported an 
| aggregate payroll for the month of 
March of $693,235,000. 

Actual employment figures— 
which are for April, not March, 
because of a month lag in the 
reporting of actual compensation 
—show an April payroll increase 
of 1,500 workers per day. 

A special feature of the payroll 
costs today as compared with the 
World War II period, the commit- 

|tee pointed out, is that in numbers, 
|persons working for the govern- 
|ment are approximately 70 percent 
of the World War II figure, but 
| compensation is equal to, or higher 
than the peak of the war period. 

Federal pay raises since 1945 are 
the principal factor in the acceler- 
ated cost, the Byrd committee said. 
In March total employment in the 
civilian branch of the government 
was 2,363,758 and in April, 2,409,121 

—making a net gain for the month 
of 45,363. 

Civilian employment by the mili- 
tary establishment increased 32,349 
during the 30 days of April, bring- 
ing the total to 1,182,423. This was 
the 10th consecutive month, the re- 
|port said, when civilian employ- 
|ment by the Army, Navy and Air 
Force increased an average of more 

|than 1,000 a day. 


| + ® * 
\E veryone Benefits 

EEKING to advance the partici- 
pation of small business in the 
|mobilization program, Defense Mo- 
| bilizer Charles Wilson, in letters to 
ithe heads of all government agen- 
cies last week, urged that every 
possible effort be made to insure 
ithe widest distribution of defense 
contracts among all segments of 
business, large and small. 

Wilson’s action came in response 
to a memorandum from President 
Truman calling attention to the 
attorney - general’s second report 
upon the state of government pro- 
curement under the Defense Pro- 
duction Act of 1950. That report 
recommended measures be taken to 
broaden the base of our defense 
production. 

“We must continue to direct 
our efforts toward the widest 
distribution of defense contracts 


among all segments of business, 
(Continued on Page 57, Col, 1) 
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Dealer Figures Mechanized 
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Keeping Up on Accounts 


EING 

figures is the keynote of a trad- 
ing business like auto dealing. 

Many a dealer has gone under 
because he failed to keep a real- 
istic account of his financial posi- 
tion. 

Some dealers have gone to 
great lengths in competitive times 
to keep abreast of their position, 
breaking down the nut on an 
hourly basis, and trading long the 
minute it is made. 

Most auto dealers have neither 





the volume nor the desire to get 
into this sort of operation. Yet, 
any dealer, with his fate always 
linked with a commodity of shift- 
ing value—used cars—must keep an 
eye on the figures. 

+ + + 


Pp. of the art of not going 
broke lies in realistic valuation 
of used cars taken in trade. 

But part, too, is in an efficient 
bookkeeping system, Mechanized 
bookkeeping has gone a long way 
toward solving this problem. 

The other day Underwood Corp. 
gave a case history of how a new 
accounting system, especially de- 
signed for automobile dealers, 
helped Rosenstock Motors (Chrys- 
ler-Plymouth), Bronx County, New 
York. 

As their business expanded, the 
Rosenstock brothers streamlined 
their sales and service organiza- 
tions and equipped their repair | 
shop with the latest devices and | 
equipment, but still they were | 
not quite satisfied. 

At the end of each month, the | 
problem of closing the dealership | 
books, preparing their financial | 
statements and getting them to the 
Chrysler Corp. on time meant that | 
all other work had to be postponed. | 

There was a_ ten-day 





closing | 
period when current work for Ros- | 


enstock Motors and their two sub- | 


sidiary corporations piled up. It| 
was only when the financial state- | 
ments were complete that the job | 
of keeping abreast and catching up| 
on current work began. This pro- 
cedure of continuing peak periods 
made it impossible to maintain up | 
to the minute records for the busi- 
ness activities of the company. 
* o +. 


HIS became more and more dis- 

turbing as Herman Rosenstock | 
found that the bookkeeping could | 
not keep pace with his modernly 
equipped and efficiently operated 
shop. Rosenstock and Rubin Sase- 
now, his auditor, discovered in 
their analysis of the problem that 
their bookkeeper was overwhelmed 
with time consuming details. 

On the basis of this analysis it | 
was decided to see what mechan- 
ized bookkeeping equipment 
could do to simplify the record 
keeping essential to conducting a 
large used-car and service busi- 
ness as well as new-car sales. 
The Rosenstocks selected an Un- 
derwood Sundstrand Model D Auto- | 
mobile Dealers Accounting Ma- 

chine. 

With the installation of the ma- 
chine, they find that the customer's 
statement and customer’s ledger 
are posted and balanced at the 
same time items are posted to the 
journals, All this is done in a single 
machine operation. Accounts re- 
ceivable statements and ledgers are 
in balance at all times. The state- 
ments are always up to date and 
available for mailing at any time. 
Similarly accounts payable ledgers 
are posted and balanced daily. 

* . * 


AT THE end of each daily jour- 
*““nal posting run, the machine 
automatically produces and prints 
columnar totals. These columnar 
totals are then machine posted to 
the general ledger and the ac- 
curacy proved by the machine. 


The posting to the general ledger 
automatically provides month to 
date and year to date balances. | 
This eliminates manual computa- 
tion of balances, and _ simplifies 
the preparation of the daily oper- 
ating statement and the monthly 
financial statement, 

_ All accruals are entered on 
Journal vouchers and then posted 
to the general ledger at the close 
of the month. Since all records 
are posted and balanced each 
day during the month, the close 
of the month requires only post- 








fast and accurate with| ing one day’s transactions to 


complete the month’s work, 

Any final adjustments to work in 
process, bonuses, taxes and similar 
accounts are completed quickly and 
posted to the general ledger. 

The preparation of the financial 
statement is reduced to a simple 
operation of copying the balances 
appearing on the balanced general 
ledger. Thus the former long 
tedious task of manually computing 
and extending new balances be- 
came a thing of the past. This en- 
ables the bookkeeper to produce a 
financial statenient much earlier 
than previously, with less help and 
no end of the month peak load. The 





financial statement reaches. the 
zone office immediately after the 
close of the month and well in ad- 
vance of the time required. 

Harry Rosenstock, president of 
the company, started with a stor- 
age garage in 1921, and from this 
expanded to a sizeable used car 
business and finally to the new car 
business in 1940. Herman Rosen- 
stock is secretary and sales man- 
ager, Edward Rosenstock is gen- 
eral manager and Lester Rosen- 
stock is vice-president and parts 
division manager. 

AUTOMOTIVE NEWS is ‘‘must’’ reading 
every week for the men who make and sell 
the world's cars and trucks. 














A Queenly Promotion— 

Maine Motor Sales & Service (Nash), Quincy, Ill., is sponsoring Marilyn Miller in the 
junior chamber of commerce “Miss Quincy" contest, the winner of which will be in the state's 
finals to vie for the title of "Miss America."’ Frank Mott, partner and general manager of 
the dealership, is shown with Miss Miller. 





RIGHT FOR * RE-BORE * RE-RING X* RE-SLEEVE 


It’s the oil control rings that usually deter- 


mine the life of any set of piston rings. That’s 
why Hastings adds chrome on the vital oil 
rings, where it does the most good. 


For more than four years this Hastings engi- 


neering principle has been proved by amazing 
performance records. Users report three and 


HASTINGS MANUFACTURING COMPANY - 
Hastings Ltd., Toronto 
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four times conventional ring life—and under 
severe operating conditions. 

Under any operating conditions, you'll get 
greater resistance to scuffing, less cylinder wall 
drag and longer life from Hastings Chrome Sets. 
Install them on your next heavy duty re-bore, 


re-ring or re-sleeve job. 


HASTINGS, MICHIGAN 


STEEL-VENT 
PISTON RINGS 
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RIGHT ee OE PORL LEAST BY MY CUSTOM- SPONSE WE'RE GETTING ALL. OVER. 

IN THE ee ERS. HOW ABOUT THE COUNTRY. WE KNOW THE "KEEP \ff 

MAEAZWE) 2/FFERENT PROB- Tue Maer Ot see EM RotLiNe” FEATURES ARE AMINE ie 
z LEMS COME UP*FALL, FELLOWS? THE MOST THOROUGHLY READ /N 

WINTER, SPRING AND FARM JOURNAL, WHEN WE 





SUMMER. WHICH RENMIMOS 
ME—7HE SULY /SSUE OF FARM 
UOURNAL WITH /7T7S SUMMER 
MAINTENANCE KOUNOD- 
CUSTOMERS SUNE 18 

ANO NOW'S THE 

YOUR LOCAL T/E- 

/N PROMOTIONS, 


RAN A £/772E BOX /NVITING WW 
READERS 7O.SEND /N 
THEIR2 OWN SUGGEST/ONS, 
WE GoT OVER 900 REPLIES. 
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THAT'S WHAT WE HEARO /N LOTS TYING /N WITH YOUR PROGRAM, BUT 
OF TOWNS JUST L/KE YOURS. WHAT / DOA BI6 TRUCK BUS/NESS, AND 
YOU DEALERS WANT /S REAL LOCAL MY OUT-OF-TOWN CUSTOMERS SURE 
SUPPORT —THOROU GEN COVERAGE BUY TRUCKS /” 
AMONE YOUR OWN CUSTOMERS 
ANO PROSPECTS — AND THAT'S 
JUST WHAT FARM JOURNAL GIVES 
YOU, (WN FACT, /N A COMMUNITY 
LIKE TH/S, FARM VOURNAL W/L2 
BLANKET OUV7-OF-7OWN CUSTOMERS 
L/KE THE LOCAL NEWSPAPER. 





(7 WORKS /N THE B/E CITIES, 700, 
WE HAD ONE DEALER WHO KEPT 
WRIT/NG /N FOR MORE ANDO MORE 
MATERIAL, HE SA/D “/ 
GUESS YOU THINK /TS 
FUNNY THAT 1M 
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BY RENM/NO/NG 7HEM 70 GIVE BY WHEN | S&7 THE/R SERVICE WORK 
17 THE RIGHT CARE AT THE RIGHT WE WANT DONE, /N THIS CAMPA/IEN WE 
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SETTING TOGETHER MITA YOL 


/ TH/NK WE'D 
AtL LIKE 70 
HEAR FROM YOU, 
MR, HiLL, SUST 
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CAMPAIGN 18 


ALL ABOUT. SWELL CHANCE 70 FOLLOW 7HROUGH 
LOCALLY AND GET MORE SERVICE FAIRLY 1) THE SCASON 7HAT 
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OF COURSE, OUR READERS AND AS FOR DEALERS / CAN SPEAK ABOUT THAT, 
L4/KE YOURSELVES... MRK. H/LL. / MAY HAVE BEEN A 


ARENT THE ONLY PEOPLE 
INTERESTED /N WELL,/D RATHER ASK LITTLE SKEPTICAL AT F/RS7, 
"KEEP EM ROLLING .” ONE OF YOU WHO HAS BU] AFTER /D MAILED OVT 


WE COULDNT HAVE ALREADY COOPERATED THE PRINTED POSTCAROS AND 
pp mel sso al LOCALLY, USED A COUPLE OF DOLLARS’ 
i gamit tl WORTH OF CLASSIFIED ADS 1N THE 
WORKING ane LOCAL PAPER, / CERTAINLY GOT 
ALONG WITH US, RESULTS. /7 SHOWED 
THEY KNOW WHAT RIGHT UP IN THE SHOP 
A LOT OF PROFITS RECORDS, ‘FOr, 
THERE ARE 1 THE ail sv 
SERVICE WORK ON ) 
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MOTOR UNITS. Pr 


> 
0. g 
a - 
a“ 


HITTING AT THE "KEEP 'EM ROLLING" /DEA, USE 
IMPORTANT. YOU WANT 70 GET THIS BUSINESS THE MAILS. USE YOUR LOCAL NEWSPAPER. USE 
WHEN YOU CAN PROFIT FROM/T, FARM JOURNAL THE MATER/AL YOUR SUPPLIERS HAVE FURNISHED 
WANTS /7T8 READERS 70 COME Jo YOU BEFORE YOU, REMEMBER, THE NEXT 8/6 "KEEP 'EM 
THEIR EQUIPMENT NEEDS MAINTENANCE, WE'LL ROLLING" PROMOTION APPEARS /N THE JULY 
00 OUR PART -/F YOU WILL 20 YOURS, KEEP /SSUE, /7T WiLL REACH YOUR CUSTOMERS SYNE /8. 


TIMING, AS I'VE SAID BEFORE, IS EXTREMELY 
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Bob +tHill says: 


“I'VE CALLED ON DEALERS THE COUN- 
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Independent Honors 166 


AURORA, Ill.—One hundred and 
sixty employes with a combined 
service record of 5,038 consecutive 
years with Independent Pneumatic 
Tool Co., manufacturer of Thor 
portable power tools, were initiated 
into the company’s new 25 and 50- 
year club recently. 

*- * + 


Westinghouse in Ontario 

HAMILTON, Ont.—Westinghouse 
Air Brake Co. has established sales 
facilities here for its air compres- 
sors. Canadian Westinghouse Co., 
Ltd., will handle the line of air 


compressors for gasoline, service 
station, garages and_ industrial 
users. 


* * * 


Plant Protection Guide 

NEW YORK. — Information for 
watchmen, guards, supervising per- 
sonnel and management engaged 
in defense production is contained 
in the revised manual entitled 
“Plant Protection for National De- 
fense,” just published by Detex 
Watchclock Corp., 76 Varick St., 


News in Brief 








New York. It will be sent free 
upon request to any manufacturer 
now engaged in, or likely to get 
government orders. 

* + * 


Car Sickness Aid 


SOUTH BEND, Ind. — Koontz 
Khan, Inc., Hudson Lake, Ind., will | 
begin manufacture soon of a latex | 
rubber foam cushion, said to help 
remedy car sickness and driving 
fatigue. 


* * * 


To Improve Phone Service 


CHICAGO. —A 20-minute movie, | 
designed to improve switchboard 
service in businesses, has been 
made available for free showings 
by Bell Telephone System. The 
film can be obtained by contacting 
local Bell offices, Entitled “The In- 
visible Receptionist,” it was pro- 
duced by Wilding Picture Produc- 


tions. 
+ * * 





Cherry Rivet to Build 
LOS ANGELES. — Cherry Rivet 
Co., a division of Townsend Co., 
has announced acquisition of a 10- 


acre tract in the Bassett area, 15 
miles east of downtown Los An- 
geles, where it will immediately 
begin construction of an 84,000- 


| square-foot manufacturing plant. 


* * * 


Norris-Thermador Corp. 
LOS ANGELES. — Executives of 


| Norris Stamping and Mfg. Co. an- 
|nounce that henceforth the organ- 
|ization, in 


joint title with its 
wholly-owned subsidiary, Therma- 
|dor Electrical Mfg. Co., would be 
known as Norris- Thermador Corp. 
Kenneth T. Norris, president of the 
Norris company, said there would 
be no change in the financial 
structure of the organization. 

* ” * 


Tinnerman in L. A. 


LOS ANGELES. — The Pacific 
Coast district office of Tinnerman 
Products has been moved to 353% 
N. LaBrea Ave., Los Angeles, E. J. 
Cloutier, district manager, has an- 


nounced. 
aa * 


For Lighter Aircraft 


AKRON.—New bullet-sealing fuel 
cells it is making for jet fighters 
and bombers are one-third lighter 
in weight than fuel cells used in 
World War II, according to B. F. 
Goodrich Co. Since fuel cells used 








QOCOT 

» HIGH SCHOOL 
DRIVER 

TRAINING car 


ie Hap GES 


aeseas 
* Scar reas nae 





Presented in Ridgefield Park, N. J.— 


Ridgefield Park Auto Sales (Ford) has loaned a driver-training car to Bogota high school. 


Left to right are: Robert Pollison jr., 


school principal; Mary F. Jackson, instructor; James J. 


Van Koolbergen, service manager and vice-president of the dealership, and Robert Sturges, 


instructor. 





on some of today’s larger military 
airplanes weigh more than a ton, 
the new weight savings now pos- 


| sible may be measured in hundreds 


of pounds, the rubber firm said. 
* + + 


Zig-Zag Wells 
NEW YORK.—Oil wells that pur- 
posely “drift,” or turn off under- 
| ground at an angle from true ver- 


SELF-CONTROL STARTS HERE 





To stop oil-pumping, replace worn 


A rubber band and a wad of paper can start 
real trouble—and so can worn engine 
bearings! Worn main, connecting rod and 
camshaft bearings mean poor engine per- 
formance. Performance goes up in smoke! 


When oil-pumping starts at the engine bear- 
ings, correction must start there, too. Give 


control oil-pumping where it starts—-REPLACE WITH 


FEDERAI- MOGUL 


AND 10 


OIL-CONTROL 


engine bearings 


RESTORE 
ENGINE PERFORMANCE 


new piston rings a chance to do their own 
job—replace worn main, connecting rod 
and camshaft bearings on every overhaul. 
Genuine Federal-Mogul Bearings are eng#- 
neered for the job of oil-control! 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogul Corporation) 


DETROIT 13, MICHIGAN 


STARTS HERE 





tical, are described in the current 
issue of The Flying Red Horse, em- 
ployes’ publication of Socony- 
Vacuum Oil Co. Such drilling, ac- 
cording to an article, is used espe- 
cially for tapping oil-bearing for- 
mations under the bed of the Pa- 
cific ocean and in the Gulf of 
Mexico. 

+ . * 

Fishing with Film 
AKRON.—Puerto Rican sports- 

men are setting new fishing records 
using bait made from colored strips 
of Koroseal flexible film, according 
to B. F. Goodrich Co. here, manu- 
facturer of the plastic material. 

* * 7” 


Petroleum Book Out 

| NEW YORK.—The ninth edition 
|of Petroleum Facts and Figures 
|is now off the press, and is being 
| distributed throughout the country, 
| the American Petroleum Institute, 
|50 W. 50th St., New York 20, has 
| announced. 





| 


* * * 


Morrison Expands 


BUFFALO.—Morrison Steel Prod- 
ucts, Inc., will spend $1,720,000 to 
expand its plant for defense pro- 
duction increasing capacity about 
50 percent, the company has an- 
nounced. 

+ * 


Powerful Magnet 


SCHENECTADY, N. Y.—A co- 
balt-platinum magnet, which in 
small sizes is described as_ the 
world’s most powerful permanent 
magnet, has been developed by sci- 
entists of the General Electric Re- 
search Laboratory. 

Present commercial use of the 
magnet will be limited, however, 
not only by government restrictions 
on the use of cobalt, but by prohibi- 
tive expense of the large amounts 
of platinum used in the alloy, the 
scientists said. 

ok # * 


Canadian Railway Trucks? 
HAMILTON, Ont. — Canadian 


National Railways is studying the 
possibility of establishing bus and 


truck lines throughout Canada, 
Donald Gordon, CNR president, 


said here. 


LICENSE PLATE 
FASTENERS 


On or Off Witha a Quarter Tura 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT ae 
No. 51—Dealer Cost, each 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from . . 


ENGINEERING & 
Bluffton, Ind. 
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HOUSER 
MFG., INC., 


Over 100 Service 
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‘Rotary Vane’ Engine 


37%4-Pound Power Plant 


Said to Develop 85 h.p., 


Double Gasoline Economy 


OKANOGAN, Wash. — A “rotary 
vane” internal combustion engine, 
which is said to squeeze nearly 
twice as much from a gallon of 
gasoline as an automobile engine of 
the same power, has been unveiled 
here. The engine is small enough 
to fit inside a soup kettle. 

Arthur O. Wilson spent nearly 50 
years developing the power plant— 
devoting the last three years ex- 
clusively to that task. His backer 
is Engine Research Co., Okanogan. 

Wilson’s engine, which weighs 

only 37% pounds, will develop 85 

horsepower at about 1,500 revolu- 
tions per minute, it is said. 

The engine, the inventor stated, is 
not particular about fuel, and it 
will burn gasoline, kerosene, stove 
oil or even bathtub gin. 

At least 40 percent of the fuel 
burned in the engine actually pro- 
duces horsepower, Wilson said, 
while a regular automobile motor 
is only 28 percent efficient at best. 

The Wilson engine has only 
nine moving parts; the conven- 
tional eight-cylinder auto engine 

has approximately 74. 

The unit can be made for prac- 
tically any application, Wilson 
pointed out, including automobiles, 


U. $. Funds Urged 
For Ohio-Mich. 


Conveyor Belts 


WASHINGTON. — The Defense 
Transportation Administration has 
been urged to give serious consid- 
eration to Ohio’s proposed lake-to- 
river conveyor belt and a similar 
project in upper Michigan. 

In a letter to DPA Administrator 
James K. Knudson, John D. Small, 
chairman of the Munitions Board, 
said that a common carrier con- 
veyor line for iron ore and coal 
between the Chio river and Lake 
Erie “has considerable merit.” 

The plan of Riverlake Belt Con- 
veyor Lines, Inc, to establish such 
a belt was described as “econom- 
ically and scientifically sound.” 

The Riverlake firm, established 
by the Akron, Canton & Youngs- 
town Railroad Co., has been trying 
for three years to obtain from the 
Ohio legislature the same right to 
acquire land that public utilities 
have. 

However, a bill that would have 
granted such a right was postponed | 
indefinitely in the Ohio senate six 
weeks ago. 

Small pointed out that Riverlake 
had presented two proposals to de- 
fense agencies. One was for erec- 
tion of the Ohio conveyor entirely | 
with private funds. The other | 
called for a belt across the Michi- | 
gan peninsula to transport Lake | 
Superior iron ore, with federal 
money, 











GM Parts Building 


Opened in Montreal 
MONTREAL—A combined parts 

and accessories warehouse and zone 

office has been opened here by Gen- 

— Motors Products of Canada, 
td. 


Costing more than $700,000 and 
covering nearly 75,000 square feet, 
the building will facilitate GM sales 
and service and the handling of 
service parts and accessories to 
General Motors dealers throughout 
Quebec and eastern Ontario. 


Hohman as President 
Charles Hohman, of Midtown| 
Motors, has been elected president | 
of the San Francisco Service Man- | 
agers Assn. Frank Campbell was 
named secretary. 
Members of the advisory com- 
mittee are A, R. Raggio, Ed 
Schmidt and V. G, Podesta. Jack 
; _ is now junior past presi- 
ent. 


‘ Need a merchandising pick-me-up? You'll 
nd helpful pointers in Bob Finlay’s Mer- 


chandising Memos column in AUTOMOTIVE 
NEWS 





trucks, aircraft and marine engines. 
At present it is installed in a 25- 
foot cabin cruiser. 

Wilson explains the 
workings like this: 

Imagine a straight-sided, bottom- 

less bucket with an axle through 
the center. Attached to the axle 
are two sets of fins, like spokes on 
a wheel, which sweep around the 
inside of the bucket. 

Roughly, this is what goes on 
inside the engine. Two fins come 
close together, forming a “V,” 
fuel, is jetted jnto the resulting 
chamber, a sparkplug ignites the 
fuel and the vanes are forced 
apart. The force, multiplied 
through each of the eight sets of 
vanes, is transmitted to the axle 
and the axle turns whatever ma- 
chinery is attached. 

The engine’s many fins makes it 
comparable to a 32-cylinder con- 
ventional gasoline engine, Wilson 
said. Fuel in the “V” chambers | 


engine’s 


fires 16 times for each axle revolu- 
tion. 
Wilson has developed three mod- 















"Soup-Kettle’ Engine— 

Here is the Wilson Rotary engine which is under development by Engine Research Co. at 
Okanogan, Wash. It is reported that the engine shows promise of much better fuel economy 
than standard engines. It operates through the use of two four-bladed hubs which interlock 
and are interacting. The space between each two vanes constitutes a combustion chamber. 


els of the engine. Engine Research; that its practicability has been 
Co, is planning a fourth. demonstrated beyond a doubt,” said 
The Wilson engine has not been Carl F. Hamilton, secretary of En- 


developed to the point where it can gine Research Co. 
be placed on the market, but its 
operation “has been so impressive 





Follow Jack Weed's reports on service and 
trucks regularly in AUTOMOTIVE NEWS. 


--FUMBLING ELIMINATED 


a ll —from Floyd Clymer's Historical Motor Scraphooks 


U.S. Is Ignoring — 
Auto Essentiality, 
Morton Charges 


BOSTON. — Charging that a 
“lackadaisical approach toward the 
dependence on the automobile has 
crept into the thinking of many 
government officials,” Lloyd B. 
Morton, Maine director and re- 
gional vice-president of NADA, told 
the NADA New England Council 
that the essentiality of the automo- 
bile and truck to the defense effort 
should be evident to the OPS. 

The Council met for its annual 
spring meeting and discussed fac- 
tory-dealer relations, manpower 
and dealer-customer relations. 

Besides Morton, other directors 
of NADA attending the meeting 
were Harold Lanphear, Rhode Is- 
land; Harrison Cavanaugh, New 
Hampshire; Edward H. Baker, 
Massachusetts, and T. T. Penrose, 
Vermont. 

The council was attended by M. 
Robert Deo, managing director of 
NADA, who gave talks on Business 
Management and the 1952 conven- 
tion. L. G. Smith, association rep- 
resentative from Washington, also 
attended. 





Motorists of this period were delighted 
with a new invention, the 
“one man top.” Previously, two people 
and much awkward fumbling were 
required to fold “old fashioned” tops. 


. dealers eliminate carbon paper fumbling 


with CARBON INTERLEAVED REPAIR ORDERS! 


Eliminate costly 


service, parts, and accounting departments by put- 
ting Reynolds & Reynolds convenient Carbon Inter- 
leaved Repair Orders to work for you. 


Each set is an individual, compact unit, complete 


with fresh carbons 


copies. The carbons are factory inserted . . . you lose 
no costly time slipping them into place. No waste- 
ful jogging. No clumsy machines. With Carbon 


Interleaved Repair 
immediately ! 


And what a relief during rush periods! Your 
Service Salesman can jot down essential informa- 
tion and hurry to the next waiting customer . . . the 
sets stay intact so that routine information such as 
make, model, mileage, etc. can be filled in later. 

Make the change now! Switch to Carbon Inter- 
leaved Repair Orders. They pay for themselves in 
time saved. You'll increase efficiency, reduce errors, 
and give your customers quicker service. For sam- 
ples and more information, mail the coupon today! 


sales 
that bu 


produced by Reynolds & Reynolds 


carbon paper fumbling in your 


that insure legible, easy-to-read 


Orders, you’re ready to write 





Celina, Obio 
one of the several hundred 
aids and operating systems 
ild and protect your profits, 


Carbon Interleaved Repair Orders. 


Name. 


Please send me samples and information on Reynolds & Reynolds 








Firm Name. 


Address. 





rc 
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Highways & Safety... 








Dallas Dealer Cain 
Honored for Efforts 


By Tom Hewitt 
Staff Writer 
: LARRY CAIN, co-owner of 
Packard Dallas Co., Dallas, goes 
Automotive News’ “safety - minded 
dealer” award for 
June. 

Cain’s activities 
have resulted in 
increased traffic 
safety work by 


Texas. He has 
succeeded in spur- 
ring them to lend 
approximately 280 
driver - training 
cars to schools in 
the state. 

And the 21 directors of the 
Texas Automotive Dealers Assn., 
of which Cain is safety chairman, 
recently agreed to serve as Safety 
chairmen in their areas. 

Cain, who also is chairman of the 


Larry Cain 





Now ready 


other dealers in| 


Texas inter-industry highway safe- 
|ty committee, has been instrumen- 
tal in promoting not only student 
| driver-education programs, but also 
ithe annual May safety-check pro- 
| gram, distribution of “man-to-man” 
|and “dad-to-daughter” good-driving 
agreements, adult driving classes, 
|}and awards to traffic officers. 

* * + 


H® SERVED as general chairman 
of the governor’s emergency 
traffic safety conference in 1950, 
and will participate in the Presi- 
dent’s Highway Safety Conference, 
to be held June 13-15 in Washing- 
ton. : 

| Cain instituted an annual police 
| awards banquet in Dallas, at 
| which outstanding officers receive 
watches and monetary awards. 
| The success of this program 
| caused the Texas Safety Assn., of 
| which Cain is a vice-president, to 











SEATTLE TIMES 


Reaches 8 out of 10 Scatth homes 
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Service For SAFETY... . 







How Gary Motor Promoted Safety Month— 

This Ford dealership in Gary, Ind., mounted a billboard on a Model T pickup to urge 
motorists to have their vehicles safety inspected. Shown with the vehicle are Jesse Sheets 
(left), assistant parts manager, and Ira Faulkner, service writer. 
hold a similar banquet for state poured in. Some of them follow: 
police. | J. N. Whitehurst, general man- 

These banquets promote better|ager of the Authorized New Car 
relations between police and motor-| Dealers of Dallas: “Safety is the 





ists, said Dallas Chief of Police | definite hobby of Mr. Cain. He has| 


|spent much of his time and talent 
Cain’s efforts to teach adults cor-|in promoting safety throughout 
| rect driving practices have resulted | Texas. He has sacrificed time from 
lin the Dallas board of education | his business and has spent his own 
|buying cars for this program and|money furthering any movement 
installing it on a permanent basis. |that promised to contribute to im- 
ae aie |proved safety on our streets and 

EARCHING for tributes to Cain | highways. 
was not a difficult task—they | “Mr. Cain’s fine work in safety 


Oe 


C. F. Hansson. 
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ANALYSIS 





The Seattle Times’ 1951 Consumer Analysis of the Greater Seattle 
market once again makes a revealing STUDY OF BRAND PRE- 


FERENCES in the rich, busy Seattle market. It is 
filled with useful up-to-the-minute data on Market, 
Methods, Foods, Toiletries, Home Equipment, 
General Buying Habits. 

This study is the accepted and standardized anal- 
ysis as conducted in other leading markets by major 
newspapers in Milwaukee, Indianapolis, Omaha, 
St. Paul, Columbus, Birmingham, Salt Lake City, 
Sacramento and other cifies. 

Get your copy today. Ask your local O’ Mara & 
Ormsbee man. Or write to Advertising Manager, The 
Seattle Times, Seattle 11. 


Represented by O'MARA & ORMSBEE, New York, Detroit, Chicago, Los Angeles, San Francisco 





is an example for all automobile 
dealers and should be an inspira- 
tion to them to lend their sup- 
port in every possible way to the 
cause of traffic safety.” 

Homer Garrison jr., director of 
the Texas department of public 
safety: “To us, in Texas, Larry 
Cain is not only a highway safety 
leader for one month, but for all 
the months in the year. He has 
carried out an aggressive program 
and has the ability of having every- 
one associated with him perform 
outstanding service in this field.” 

Cc. J. Rutland, of the citizen’s 
traffic commission: “His civic work 
in traffic safety is outstanding.” 


J. O. Musick, general manager of 
the Texas Safety Assn.: “Mr. Cain 
has done much for the cause of a 
safer Texas. He is interested in 
every worthy move in this regard.” 


Michigan State 
Sets Training for 
Truck Drivers 


A program in truck-driver train- 
ing will be launched in July by 
Michigan State college on a year- 
round basis. 

The project will consist of a 
series of two-week courses giving 
classroom and “on-the-road” in- 
struction to an estimated 650 begin- 
ning truck drivers each year. 

The project is being initiated to 
help alleviate a shortage of trained 
truck drivers in Michigan and 
other states, according to Florence 
M. Kiely, managing director of 
the Michigan Trucking Assn., co- 
sponsor of the program. 

Road instruction will be carried 
on with typical equipment used in 
over-the-road transport. Included 
will be basic driving fundamentals, 
inspection of equipment, loading, 
hooking up trailers, driving in 
protected areas and in traffic, back- 
ing to a loading dock, and parking. 

Classroom instruction will cover 
driver qualifications, vehicle codes 
of Michigan and other states. In- 
terstate Commerce Commission 
code, preventive maintenance, driv- 
ing fundamentals, handling freight 
and customer and public relations. 

Graduates of the course will be 
awarded special certificates, and 
after six months of successful 
truck driving experience, these 
men will be eligible for professional 
driver certificates. 

The first course will be conducted 
from July 9-20, Succeeding courses 
of two-weeks duration will be con- 
ducted on a year-round basis. 


| Safety ‘“ Rea. WwW 


| Dealers Say Credit Curbs 


Protect Unsafe Cars 


Dealers of Davenport, Ia., thought 

| May Car Check Month a good time 
|to blast Regulation W. 
In a full-page ad in the Daven- 
|port Daily Times, they said: “Junk 
Regulation W and You Will Junk 
a Million Potential Highway Kill- 
ers!” 

Pointing out that dealers backed 
the inspection program to keep 
dangerous vehicles off the road, the 
ad said that harsh terms of Regu- 
lation W are forcing citizens to keep 
| using oOver-age, unsafe cars. 

Motorists were urged to contact 
| their Congressmen to voice their 
opinions against credit curbs. 

* + * 


| Driving Classes for Adults 
| Open June 11 in Dallas 


| Driving lessons for adults will be 
sponsored in Dallas this summer 
| by the citizens traffic commission. 
| They will start June 11 at Crozier 
|technical high school, Charge for 
the course will be $5. 

Classes will be for those who 
can’t drive and for drivers who 
need to “brush up.” It is believed 
two weeks of instruction will be 
enough for the average driver, but 
students will be able to attend as 
long as they wish 

aa + 





* 


Heads Allstate Safety 

Edward R. Klamm has been ap- 
pointed manager of the accident 
|prevention division of Allstate In- 
}surance Co., a subsidiary of Sears, 
|Roebuck & Co. Klamm will super- 
lvise the firm’s vehicle safety pro- 
|gram, For the past five years he 
|has been assistant director of the 
| Chicago Motor club’s safety and 


|traffic engineering department. 
* * *& 
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GMC Opens PM Drive 





Division’s Instructors Explain Program in Field; 
Flexibility, Speed Claimed as Assets 


PONTIAC. — A new preventive 
maintenance program designed to 
help truck operators gain greater 
economy and efficiency in the 
period ahead is announced by A. A. 
Shantz, general parts and service 
manager for GMC Truck & Coach 
division, 

GMC Truck, which says it origi- 
nated preventive maintenance for 
trucks in 1928, put together the 
new, simplified system after a two- 
year nationwide survey of company 
service and retail personnel and 
dealer service managers to find out 
exactly what truck owners needed 
maintenance-wise, Shantz said. 

Factory instructors are explain- 
ing the new program to company 
field service personnel in a series 
of 25 meetings across the coun- 
try, and the GMC service experts 
will, in turn, present it to the 
dealers. 

Shantz stressed the importance 
of a PM system to operators in 
both a peacetime and _ defense 
economy, pointing out that in the 
current period of material short- 
ages, greater effort must be made 
toward keeping equipment operat- 
ing without breakdowns and costly 
road delays. 

The new system has extreme 
flexibility in order to cover the 
many types of trucking operations, 
and has been simplified over the 
former PM procedure so that it 
ties in closely with modern equip- 
ment and trucking methods, ac- 
cording to GMC. 

Whereas the previous system 
had five different services to 
cover all operations, the new pro- 
gram has an “A” service for 
gasoline - powered vehicles that 
have been driven either three to 
six weeks or 1,000 to 3,000 miles 


(depending on the type of opera- | 


tion), and a “B” service for 
trucks driven either three to six 
months or from 10,000 to 20,000 
miles. For diesel trucks, the two 
services are placed in effect after 
somewhat longer periods of oper- 
ation. 

Vehicle time in the shop has been 
reduced by the new system al- 


though more service work is per-| 
This was | 


formed at each interval. 
accomplished by lengthening the 
service intervals in accordance with 
improved truck engineering. 

All maintenance work done 
recorded on a single sheet, which 
shows at a glance what past ex- 
perience has been on any particular 
truck. This has been found to be 
an excellent check in _ locating 
driver deficiencies, Shantz stated. 


One of the most important bene- 


The, 
COURIER-EXPRESS 
SELLS 


WESTERN NEW YORK 


Because WESTERN N. Y. 
1S SOLD ON THE 
COURIER-EXPRESS 


ONE REASON is that in addition to 
outstanding news coverage, this 
fine paper carries a choice selec- 
tion of nationally known feature 
writers and leading comics. 


THE PROOF is found in the fact that 
the circulation of the Sunday 
Courier-Express* is the largest in 
the eight Western New York 
counties which constitute the 
Buffalo market... and that the 
morning Courier-Express is wide- 
ly recognized as the best key to 
sales to’ those families with the 
most money to spend. 


*290,348 ABC Audit, 9/30/50 


COLOR for Greater Sélling Power. 
Full color (two, threésor four) 
available weekdays... black plus 


one color, Sundays. 


BUFFALO 
COURIER- EXPRESS 


Western New York's Only Morning 





REPRESENTATIVES: 
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fits in the PM program, Shantz 
said, was the accurate scheduling 
of maintenance work, thus avoiding 
the overcrowding of maintenance 
facilities. Other proven benefits in- 
clude lower cost per mile of main- 
tenance, reduction in road delays, 
better-looking, more efficient equip- 
ment, and more accurate forecast- 
ing of truck operating expenses. 

The PM slogan of GMC is | 

“Get more RUN for your money,” | 
and the program has been shaped 

up to accomplish that end, Shantz | 
said. | 

Maintenance costs in some fleets 
that have used the GMC PM pro- 
gram in the past have been cut 
as much as 50 percent, according) 
to recent division surveys. 

For operators who have only one 
or two trucks, or a small fleet, and 
want their maintenance done by a} 
GMC dealer, there is a new PM 
agreement form concerning the fre- 


AUTOMOTIVE NEWS, JUNE. 





quency of the work to be done by 


a a — = > 7 = 
4 
ab 
Ly 
ORR INIT BRAS F 


a ee ee 


DeVilbiss Salesroom Opened— 
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DeVilbiss Opens 
New Building for 
Sales, School 


TOLEDO.—A new building, hous- 
ing a display salesroom, a customer 
research department and the spray- 
painting school, has been opened 
here by DeVilbiss Co. 

Containing 10,000 square feet of 
floor space, the structure faces De- 
troit Ave., the route to the East 
and to Detroit. 

On display in the showroom are 
samples of DeVilbiss equipment, 
|from small perfume atomizers to 
large spray booths. Equipment not 
found on the sales floor is housed 


A feature of the firm's new building in Toledo is the showroom where DeVilbiss equipment, |jn the research center. 


ranging from perfume atomizers to paint booths, is displayed. 


the dealer, costs and other items. 
Under this agreement, the dealer 
does the work and keeps the PM 
records, letting the owner know 
when special work is required. 

Used-truck purchasers were urged 
by Shantz to adopt the PM pro- 
gram immediately after buying 
used equipment, using the “B” serv- 
ice sheet to locate deficiencies and 
get the truck in shape. 


Quality Control Lecture 


Set for Detroit June 15 


DETROIT.—The Michigan Soci- 
ety for Quality Control will sponsor 
a lecture by E. L, Fay, quality con- 
trol advisor of Deere & Co., at 8 
p.m. June 15 in the science building 
of Wayne university here. 

Fay will discuss “Using the Tools 
of Quality Control.” 


| Howard P. DeVilbiss, president, 
|said: “Our engineers study the 
| manufacturer’s problems, work out 
the best methods and make recom- 
mendations based on experience, 
study and actual small-scale pro- 
duction runs.” 

The spray-painting school con- 
tains a classroom for lectures and a 
spray room where students operate 
equipment. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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Vernon Elofson and LeRoy Gul- 
seth have purchased Behringer Mo- 
tor Co. (Ford), Valley Springs, S. D. 
Title of the firm has been changed 
to Valley Springs Motor Co. 

+ * * 


2 Join Lemke Motors 


George Munsell and Reuben Briest 
have joined the staff of Lemke Mo- 
tors, Fairfax, Minn. 

* * * 


Shaffer to Christensen 

Ed Shaffer has sold his 22-year- 
old firm, Shaffer Motor Co., Pipe- 
stone, Minn., to Arthur Christensen. 

+ * 7 

Hedberg Remod 

Hedberg Motor Co., Parshall, 
N. D., has remodeled the front 
section of its building. Changes 
include relocation of the office 
and parts departments, plus in- 
stallation of knotty pine paneling 
and a new ceiling. 
s * * 


Columbus’ Mayor Attends 

Opening of the Oldsmobile Serv- 
ice Center, 831 N. High St., Colum- 
bus, O., was attended by Major J. 





A. Rhodes. He was the guest of 
Bob White, president. 
* 


Temple Square Chartered 


Temple Square Motors, Akron, 
has been incorporated by L.- A. 
Seikel, R. W. Roland and L K. 
Sapienza, 

* > 


Morgan to Jones 
Luther Jones, for the past six 
years sales manager of E. C. Riley 
Chevrolet Co., Cawker City, Kans., 
has purchased C. F. Morgan Motor 
Co, (Buick), Iola, Kans. 
+ 


* * 


Marsala to Build 


Charles Marsala, automobile 
dealer, has been granted a permit 
to build a one-story sales and serv- 
ice building at 115 Parker St., 
Watertown, N. Y. . 

= + * 


Sonka Motor Now 
Ennis Garage (Oldsmobile), En- 
nis, Tex., has changed its name to 
Sonka Motor Co. The firm has its 
main plant at 104 S. McKinney St., 
and a paint, body and trim shop 
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at 304 West Ave. Joe Sonka is the 
owner. 
* * + 
Van Pelt GMC Opened 
Van Pelt GMC Truck Co., 225 N. 
Port St., Corpus Christi, Tex., has 
opened B. A. Van Pelt is owner. 
. 


* + 


Opdahl Completes Office 
Opdahl Motors, Litchville, N. D., 


has completed its new office. 
* * + 


Miller Moved Up 


William F. Miller has been ap- 
pointed general service manager of 
Taggart-Schulz Pontiac, Inc., 1924 
Seneca St., Buffalo. He joined the 
firm two years ago. 

a * * 


Hull-Adair Chevrolet 


Crowds reportedly swarmed to 
the opening of Hull-Adair Chev- 
rolet, Inc., new Chevrolet dealer- 
ship in Madison, Ga. Every lady 
visitor was presented an orchid, 


1951 





Employes Honor Pensig, Paterson— 

It's a big day when employes honor the boss, and Herbert Pensig (center) and Nat Pater- 
son (right), of Nat Paterson Motors (DeSoto), Ozone Park, N. Y., grin broadly as they receive 
a plaque from Sandy Poggioli, office manager, on behalf of their employes. The plaque 
states: "Presented to Nat Paterson and Herbert Pensig as a token of the high esteem with 


and men were given soft drinks. 
S. Y. Adair is manager of the 
firm. 


* * * 


Clay Street Motors 
Clay Street Motors has been 
opened at Clay and Beech Sts., 
Manchester, N. H., by John F. Kane 
and James L. Fleming, who have 


|been in the auto business for a 
number of years. Kane formerly 
was employed by Buick and Olds- 
mobile and during World War II 
was inspector of vehicles at Grenier 
Air Force Base there. Fleming 








There’s a big difference between an 





Other products sold under the ‘‘ Ethyl’’ trade-mark: salt cake... 


oat ..... goat 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! | 





which we regard them and with sincere best wishes for continued success." 


was associated with Chevrolet and 
Pontiac, and during World War II 
was an automotive instructor at 
Fort Devens in Massachusetts. 

7 * . 


Liles Open Dodge Deal 

More than 3,000 people attended 
the formal opening of Liles 
Brothers Motor Co., Searcy, Ark. 
The company was recently ap- 
pointed Dodge-Plymouth dealer 
for the area. James E. and Bar- 
ney Liles are the owners. 

> > + 


Jay Jay Names Hershey 
Jay Jay Motor Co. (Buick-Chev- 
rolet), Gulfport, Miss., has named 
I. E. Hershey as service manager. 
* ° © 


Venurino Takes Austin 


Peter Venurino has been named 
British Austin dealer in San Fran- 


cisco, 
> . * 


Wilcox in New Home 


Lee Wilcox Motors has occu- 
pied new headquarters in Sacra- 
mento, Calif. The firm’s $28,000 
project includes two frame office 
buildings, a concrete shop build- 
ing and a fully paved and flood- 
lighted used-car lot. Lee Wilcox, 


| 16 years in the automotive field, 


has managed his own company 
since 1946. 
= o + 
Hively Names Hahn 
Jerome J. Hahn has been ap- 





pointed sales manager of Howard 
Hively, Inc. (Lincoln - Mercury), 
Grandin and Madison Rds., Cin- 
cinnati. 

The dealership plans to expand 
its showroom and service area and 
to increase its sales and service per- 
sonnel. 


* 2¢ ¢ 
Teague Joins Pryde 
John Teague, former’ general 


manager of Butte Motors (Stude- 
baker) in Oroville, Calif., is now a 
partner with Les Pryde in the 
Dodge-Plymouth dealership in 
(Continued on Page 31, Col, 1) 
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TRADE-MARK 


Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 


WE 
WHOLESALE 
USED CARS 


Dick CONNELL 





and one using “‘Ethyl’’ gasoline. When you set 
the timing to take full advantage of ““Ethyl”’ 
gasoline’s higher antiknock quality, your cus- 
tomer gets ‘“‘Ethyl’’ performance—more power, 
quicker starting, more mileage. And you get 
happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


ethylene dichloride ...sodium (metallic) ...chlorine (liquid) ...0i soluble dye... benzene hexachloride (technical) | 
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(Continued from Page 30) 


Gridley, Calif. The firm is known |Scott, messenger, 30 years; Milton 


as Pryde-Teague Motors. 
* * 


* 


Lytle Names Wilkins 
Bob Wilkins has been appointed 
used-car manager of Lytle Buick in 


San Francisco. 
° + + 


Gibbs Chevrolet Chartered 

Gibbs Chevrolet Sales, Uhrichs- 
ville, O., has been incorporated by 
Harold J. and John W. Gibbs and 
Pp. F. Reed. Nominal capital is 
$2,000. 


* + + 


Freeman to Hilson 
B. Hilson, president of Hilson 
Chevrolet Co., England, Ark., has 
purchased the Oldsmobile dealer- 
ship in England from Herman 
Freeman. Hilson will operate both 
dealerships at his present location. 
* * * 


Pasadena K-F 


M. L. Connell and L. L. Lauger 
are the new owners of Pasadena 
Kaiser-Frazer, Inc., 200 W. Colo- 
rado St., Pasadena, Calif. The firm 
also operates a used-car lot at 1999 
E. Colorado St. 


Toronto Deal Chartered 


City Buick Pontiac, Ltd., Tor- 
onto, has been incorporated. 
- 7 * 
Good Brothers Honored 
A Ford Four-Letter award has 
been presented to Good Brothers, | 
Randolph, Mass. 


* > 


Red E. Now Hudson 


Red E. Service, Hartford, has 
been appointed a master Hudson | 
dealer, announces Jack and Robert | 
Engel, dealership operators. They 
plan to erect a new showroom on | 
Chapel St. 


* . * 


K-F Names American 


A Kaiser-Frazer franchise has 
been granted to American Motors, 
West Hartford, Conn. Officers of 
the firm are Michael W. Lewandos, 
president, and Richard A. Russell, 


treasurer. 
. * > 


East Syracuse Names 2 

East Syracuse Sales Co., Syra- 

cuse, N. Y., has appointed George 

E. Ducar as used-car sales man- 

ager and Arthur Duquette as serv- | 

ice manager, announces A. A. Alt- 
man, general manager. 
* . > 


Del-Mont Motors 


Del-Mont Motors has opened a 
new showroom in Bryn Mawr, Pa. 
It is designed in the Williamsburg 
tradition. 


Joins University 
Erwin Wolf, formerly associated 
with Norton Chevrolet, has been 
appointed sales manager of Univer- 


sity Motors (Ford). 
aa eo * 


Cross Heads Stuart Sales 


Kenneth M. Cross has been 
named new-car sales manager for 
Charlie Stuart, Inc. (Studebaker), | 
1136 N. Meridian St., Indianapolis. 
George Glover is the general man- | 
ager. 


* « * 


Kenmore Ready to Open 

Kenmore Motor Co., Inc., 3330 
Delaware Ave., Buffalo, has a new 
sales and service building. The firm | 
held a pre-opening show of the fa- | 
cilities for several Ford executives, 
including Llewellyn W. Smead, De- | 


troit, general sales manager. 
2 € * 


Berry Gets Dealer Post 


Albert H. Berry jr., senior part- 
ner of Jackson Motors, Ltd., Hous- | 
ton, has been appointed temporary 
chairman of the regional advisory 
conference which serves all Dodge | 


dealers in Texas. 
. * * 


Anderson Honors 2 


Two 25-year employes of Ander- 
Son Chevrolet, Inc., Baltimore, have 
been honored at a testimonial din- 
ner. They are Edward Goodhand, 
shop foreman, and John R. Lemen, 
used-car manager. The two men, 
who received gold watches, joined 
four others who have passed the 
quarter-century mark as Anderson 
employes. Others are: Richard 





R. Hawkins, serviceman, 27 years; 
Maurice R. Legg, mechanic, 27 
years, and Fred McCrady, frame 
man, 26 years. 

* + * 


Woods Appoints 

Officials of the Ray Woods Auto 
Co., 2200 Ross St., Dallas, have 
announced the appointment of A, L. 
Rogers as manager of the firm’s 
Lot No. 4 at 2100 Ross and of Ed 
Dodd as sales manager of the new- 

car store at 2200 Ross. 

+ * + 


Trafalgar—Oakville, Ont. 


A receiving order under Bank- 
ruptcy Act has been made against 
Trafalgar Motors Limited, of Oak- 
ville, Ont., it was reported. 

« * * 


Glendale Opens Lot 
Glendale Motors (DeSoto-Plym- 
outh), 7400 Harford Rd., Baltimore, 


has opened a used-car lot at 7711 
Harford Rd., announces Bill Ren- 


° 
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Service Motors Builds on Long Island— 


These are the new headquarters of Service Motors, 581 Hempstead, Long Island, N. Y. The 


firm is a Crosley distributor. 





nex, president. Robert D. Quante is|floor space. Andrew Palmisano is 


used-car Manager. 
+ * + 


Hick Expands 
Walter H. Hick, Baltimore Lin- 
coln-Mercury dealer, has opened a 
new parts and service building at 
1003 E. 25th St. The showroom re- 
mains at 2125 Harford Rd. The 
structure has 19,000 square feet of 


| ‘ L i Me co i N WITH OVERDRIVE 


—Sweepstakes Winner 





MERCURY ~~: 


coy 


service manager and Joseph S. 
Clatchey parts manager. 


* * * 


Bissell Names Two 


Charles W. Bissell, president of 
Bissell-Sears Motors, Grand Rap- 
ids, Mich., has announced the 
following appointments: Leonard 
E. Jackson, used-car manager, 


31 
and John W. Post, as assistant 
secretary-treasurer. They are now 


junior partners and directors in 


the firm. 
oe Be 


Ashley Ups Lanahan 
J. D. Lanahan has been named 
sales manager of Ashley Chevrolet, 
Baltimore, announces Richard Ash- 
ley. Lanahan spent 15 years with 
Chevrolet before joining Ashley in 


November of last year. 
+ ad om 


Lymburger Promoted 
| Lakewood Motors, Inc. (Lincoln- 
|Mercury), Cleveland, has announced 
|the promotion of Dean Lymburger 


|from salesman to sales manager. 
+ * * 


Bernard Motor Co. 
Bernard Motor Co., Russell 
Springs, Ky., has obtained the Ford 
franchise from Owen Motors. 
+ * > 


Huffman in New Home 
Huffman Motor Company (GMC), 
Alexandria, La., held a grand open- 
ing in its new building at Bolton 





and Rapids Aves. Champ H. Huff- 
man is the owner. 
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By James D. Wolfe 
A§ JIMMY DURANTE would say, 
it is astonishing how many en- 
trepreneurs are trying to get into 
the act—the mail-order act, that is. 
Over the last three years several 
hundred letters regarding mail- 
order ventures, actual or prospec- 
tive, have come to me from both 

individuals and companies. 


What is there to this mail-order 
game anyway? How often do pros- 
pectors find a pot o’gold at the end 
of the rainbow? One mail-order 
man estimates that one in every 
ten succeed. That depends on what 
he means by “succeeds.” If he 
means substantial profits he is 
wrong. When we rule out marginal 
pin money successes, it is my guess 
that not more than one mail-order 
venture out of a hundred returns 
a satisfactory profit. 

The major reason for so many 
failures is ignorance of the rules 
and the difficulties. If the hazards 
were understood at the beginning, 





theres 





Every cor purchaser and owner is a sure prospect when you show him just 
how Mortex is applied — how it soundproofs and rustproofs. On every new 
car order, your salesman should include a soundproofing undercoat. 


MORTEX SALE MEANS DOUBLE PROFITS 
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Salesense in Advertising 
Tested Ideas for Small Business 


it is probable that 75 percent of 
all “hot” mail-order ideas would 
die a-borning. 

What are the rules? What are 
the vital principles observed by the 
successful mail-order advertiser? A 
few of them are, at least in my 
book, as follows: 


Right Product 


4 bar right product (or products) 
is the absolute No. 1 essential. 
One “expert” I know asserts that 
anything that is saleable can be 
sold by mail. This is false if he 
means “sold by mail profitably.” It 
is true, as we all know, that con- 
sumers whose principal source of 
supply is the big catalog houses, 
such as Sears and Ward’s, will buy 
everyday staple merchandise by 
mail—even pins and carpet tacks. 
But the kind of mail-order enter- 
prise we are considering is not a 
“principal source of supply.” 

The right mail-order product is 
also readily available in any 


* * 


ng Uke MORTEX 
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1 Your profit on the application 


2 You save comebacks for expensive free service to 
remove squeaks, vibrations and rattles which easily 
develop without this “tightening,” rustproofing, 


soundproofing undercoating. 


It pays handsome dividends to merchandise Mortex. Soundproofing is 
explained in free booklet, “There's Nothing Like Mortex.” Send for your 


copy now. 


quantity that may be needed. 
Many mail-order ventures, suc- 
cessful at the outset, have failed 
hopelessly when the supply dried 
up, or when, equally disastrous, 
the supplier suddenly upped his 
price. The matter of supply is 
especially important right now in 
view of war shortages. 

The right product is a repeater, 
| particularly if it is a low unit pur- 
|chase. Often the advertising cost 
per unit is in excess of the profit 
yielded by the initial sale. Repeat 
pays the profit. Example: The 
neckties mail-sold by Webb Young, 
Trader, Santa Fe. The same cus- 
tomers buy his ties year after year. 


The right product has _ several 
virtues, as follows: 





1, It has novelty; it is different; 
it offers a unique benefit hard to 
match in local stores. 

2. It fills a more or less gen- 
eral want or need. If, as against 
this, only a handful of people can 





sufficiently universal for good 
volume and profits, 

3. The unit of sale is not too low. 
It is difficult profitably to mail-sell 
products priced under a dollar (un- 
less the product is a loss leader 
offered in an effort to build up a 
responsive mailing list). 

4. Its price is in line with local 
store competition. But not always: 
if the product rates high in quality 
and novelty it may successfully 
command a higher price, Example: 
Bear Creek’s Royal Riviera Pears. 

5. Unless the advertiser is in- 





terested only in a “quick kill,” the 
right product is not a fad, like 
mah-jongg and similar  short- 
lived games. 

6. The right product has genuine 
merit. It measures up to every 
claim made for it in the copy. One 
advertiser of a fully guaranteed $5 
product went broke because a third 
of his customers demanded the re- 


turn of their money. 
* * * 


Single Items Risky 


a the product is a high 
unit item permitting a substan- 
tial margin of profit, it is not im- 
possible but it is exceedingly diffi- 
cult to build a mail-order business 
on a single article of merchandise. 


Gk 


“It’s the latest in ground-grip- 
ping treads.” 


products. Example: The Old Mex- 
ico Shop, Santa Fe. Two or more 
times a year a catalog is sent to 
the thousands of customers who 
previously bought a single item, 
possibly a loss leader, which has 
been advertised in small maga- 
zine ads. 

Note that the Old Mexico Shop’s 





operators offer a line of related 





make use of it, its appeal is not The most successful mail-order 








Use the KNUCKLE TEST 


Ask your customer to rap on 
the hood of any untreated 
car. It will sound tinny. Now, 
let him rap on a door panel 
and notice the difference] 
It's solid, firm sounding, 
having been sound deadened 
at the factory. 


* Listed with 
UNDERWRITERS’ LABORATORIES 
Re-examination Service. 


|Copy Expert Pays 


catalogs offer related articles of 
merchandise. This is important. My 
own tests have shown that a 
woman who has bought, for ex- 
ample, a Navajo silver-and-tur- 
quoise bracelet is a poor prospect 
for a patented potato peeler or a 
bridge book. In the same way, a 
man who mail-buys a necktie is an 
unrewarding prospect for a shotgun 
or a book on stamp collecting. 

| * * * 


Figure All Costs 


A COMMON mistake among mail- 
order tyros is a failure to 
figure all items of cost. After tot- 
ting up the cost of the merchan- 
dise, the cost of the advertising per 
unit sold, the cost of postage, and 
the cost of one or two other obvi- 
ous items, they arrive at an illusory 
total. Every halfpenny of cost 
vitally affect the final result—the 
cost of cartons, wrapping paper, 
string, labels, stationer, bookkeep- 
ing, correspondence, general over- 
head, and a score of other items, 
each trifling in itself, that are com- 
mon to any marketing operation. 
The most usual error, I think, 
is over-optimism when estimating 
the advertising cost per unit sold. 
The product, let us say, is to be 
sold for $5. Three-thousand dol- 
lars is to be invested in maga- 
zine advertising. The advertiser 
guesses, hopefully, that the ad- 
vertising cost per order will be 

50 cents. On this basis he will 

receive 6,000 orders, which, at $5 
per order, will give him a gross 

business of $30,000. 

The veteran mail order advertiser 
will indulge in no such optimism; 
he knows from experience that his 
advertising cost will run as high as 
a dollar or more, and he figures 
|realistically on that basis. 

As a matter of fact, if he is a 
veteran he doesn’t guess. He tests. 
He wouldn’t dream of shooting his 
entire appropriation — whether it’s 
$3,000 or $33,000—until he has first 
tested his copy appeals, If his re- 
sults are unsatisfactory, he makes 
further tests or he hunts around 
for other products with more ap- 
peal and salability. There are 4 
number of ingenious and inexpens- 
ive ways to test mail-order copy, 
but space will not permit a detailed 


account of them here. 
* 





HE most common mistake made 

by the mail-order amateur is his 
failure to turn his copy over to 4 
qualified expert, He writes it him- 
self—either because he fancies his 
own artistry with words, or be- 
cause in his innocence he does not 
believe the expert is worthy of his 
hire. Or it may be, perhaps, that 
his failure is due to his inability 
to lay his hands on a qualified ex- 
pert, because—alas!—there are so 
few of them. 

Mail-order advertising is a 
highly specialized art, I know of 
more than one high - priced 








agency writer, whose fancy 
spreads in Life have won him 
Oscars at the advertising shows, 
who has broken his pick on mail- 
Order copy, often little ventures 
of his own. 

But don’t let anything I’ve said 
here discourage you. Maybe for you 
there is a pot o’ gold at the end 
of the rainbow. People buy the 
darndest things by mail. Just be 
sure to play it smart. 
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California Returns Highest ‘es 


Fuel Tax Yields States 
$1.6 Billion in 1950 


WASHINGTON.—Motor fuel tax 
receipts swelled coffers of the 48 
states and the District of Columbia 
in 1950 to the tune of $1,667,229,000, 
a report from the Bureau of Public 
Roads of the Department of Com- 
merce reveals. 

The overall take included reve- 
nues from license fees, inspection 
fees, fines and other penalties con- 
nected with the motor fuel taxes, it 
was pointed out, but not revenue 
from non-highway fuels, such as 
aviation gas. 

A breakdown of the state totals 
showed that California led the 
nation in motor fuel revenues 
with 142,705,000. Second was 
Pennsylvania, with $106,612,000. 
New York was third with $96,- 
244,000. 

The compilation of figures is 
made from the reports from state 
authorities, the report said. Data 
for each state was listed as follows: 

Alabama, $34,059,000; Arizona, 
$10,895,000; Arkansas, $23,899,000; 
California, $142,705,000; Colorado, 





Retailers Expect 
Good 2nd Half 
Despite Hurdles 


NEW YORK.—Dry goods retail- 
ers expect their profits in the last 
half of this year before taxes to 
equal or be slightly higher than in 
the same period of 1950, but they 
think the road ahead will be rough. 

The main problems they see, ac- 
cording to a survey by the National 
Dry Goods Assn., are mounting 
overhead, increasing consumer 
price resistance and shortages of 
adequate personnel. 

Of minor concern to the 700 de- 
partment, chain and_ speciality 
stores surveyed was the prospect 
of merchandise shortages. Most 
stores said they intended to pursue 
normal inventory policies through 
the rest of 1951 and contemplated 
no stockpiling. 

Nearly three out of four antici- 
pated increased dollar volume in 
the second half of 1951, as com- 
pared with the same period of 1950. 

The survey was conducted prior 
to the U. S. Supreme court’s ruling 
that fair trade price contracts are 
not binding on retailers unless they 
have such agreements, 

At the time of the survey, most 
stores said they planned to stress 
higher-priced lines and nationally 
recognized brands of merchandise 
in the future. 





First-Aid Training 
BUFFALO.—The Buffalo branch 
of F. J. Boutell Driveaway Co., 
Inc., 640 Ohio St., is teaching about 
35 of its drivers how to administer 
emergency first-aid treatment at 
the scene of highway accidents. 











FLASH-A-CALL 
NATH), 


offers you 


UU ACMA Vitra let 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken, Train your entire 
shop personnel, guarantee 
to increase your customer 
Paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, having 
the highest known standard 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 
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536 South Clark Street 
Poe CHICAGO 5, ILLINOIS 


$21,244,000; Connecticut, $19,415,000; 
Delaware, $4,471,000; Florida, $55,- 
609,000. 

Georgia, $51,386,000; Idaho, $10,- 
535,000; Illinois, $60,385,000; Indiana, 
$43,341,000; Iowa, $28,777,000; Kan- 
sas, $27,311,000; Kentucky, $36,925,- 
000; Louisiana, $45,122,000. 

Maine, $12,298,000; Maryland, $24,- 
561,000; Massachysetts, $27,703,000; 
Michigan, $48,631,000; Minnesota, 
$35,541,000; Mississippi, $26,047,000; 
Missouri, $21,088,000; Montana, $10,- 
403,000. 

Nebraska, $23,977,000; Nevada, $3,- 
256,000; New Hampshire, $5,096,000; 
New Jersey, $35,638,000; New Mex- 
ico, $14,439,000; New York, $96,244,- 
000; North Carolina, $63,178,000; 
North Dakota, $5,563,000. 

Ohio, $80,482,000; Oklahoma, $38,- 
348,000; Oregon, $27,966,000; Penn- 
sylvania, $106,612,000; Rhode Island, 
$6,353,000; South Carolina, $29,070,- 


t 





Auromortive dealers and service shops con- 
sistently tell why they like to do business with 
Manzel. They have confidence in a company 
with more than 50 years’ experience in producing 
precision tools... with Manzel’s years of engineer- 
ing collaboration in the automotive industry ... 
with Manzel engineers in the field at all times 
keeping abreast with service requirements. 

Now let’s take a look at the Manzel guarantee. 
Strong and easy to understand, it always works in 





AUTOMOTIVE NEWS, JUNE 11, 1951 











Pit 


The Life of Riley for Olds Visitors— 

Sightseers to the Oldsmobile plant at Lansing ride through the plant in comfort in this 
four-car train which is hauled by an electric-powered tractor. The train accommodates 35 
passengers. There is a loud speaker in front of each seat to enable the passengers to hear 
clearly. Tours are conducted twice daily, Monday through Friday, at 9:15 a.m. and | p.m. 
Reservations can be made in advance in the Oldsmobile administration building lobby. The 
tour covers the Rocket engine, pressed metal and final assembly plants, showing many 
different phases of auto manufacturing. 





000; South Dakota, $6,872,000; Ten- | $44,875,000; Washington, $40,142,000; 
nessee, $46,812,000. 
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i|Plastics Men Set 


52 Exhibit Dates 


NEW YORK.—The fifth national 
plastics exposition sponsored by the 
Society of the Plastics Industry 
will be held March 11-14, 1952, in 
Philadelphia, at the Convention 
Hall, it is announced by P. Harry 
Grunnagle, chairman of the group’s 
exposition committee. 

“Because of its geographical loca- 


'|tion, the fact that it draws a selec- 


ted audience and as it is a military 
center, Philadelphia was chosen by 
the committee from a list of nine 
cities,” said Grunnagle, who is also 
exhibit manager of Westinghouse 
Electric Corp. 


Protected on Patents 


WASHINGTON. — The _ govern- 
ment moved formally last week to 
protects its rights and the rights 
of government-employed inventors 
to inventions made in the govern- 
ment employ, This was accom- 
plished by the issuance of formal 
rules and regulations providing for 
a uniform policy for the govern- 


West Virginia, $17,775,000; Wiscon-| ment with respect to inventions of 


Texas, $93,278,000; Utah, $7,933,-|sin, $33,232,000; Wyoming, $5,221,-| government employes and to the 


000; Vermont, $4,819,000; 





the 
CUSTOMER 
iS 

ES 
RIGHT! 


ment due to faulty manufacture! 


vite you to become one. 
We know you will enjoy 
doing business here at 
Manzel...where the cus- 
tomer is always right! 


Virginia, | 000; District of Columbia, $7,697,000. | administration of that policy. 





the interest of the customer. It fully covers work- 
manship and materials, with the customer as judge. 


And it says that no charge is ever made for a replace- 


If you are not a Manzel customer, we earnestly in- 


an 


315 BABCOCK ST., BUFFALO 10, N.Y. 








Universal C.LT. Credit Corp. has 
picked two of its employes for pro- 
motion. Billy L. Wilson has been 
named a branch manager in Gulf- 
port, Miss., and Lester K. Spear 


becomes a district manager in 
Miami, Fa. 


Du Pont Transfers Scheer 


To Antifreeze Sales 

Richard D. Scheer, assistant sales 
promotion and advertising man- 
ager in Du Pont Co.’s Polychemi- 
cals department, has been made as- 
sistant sales manager of Zerone 
and Zerex antifreeze sales, it is 
announced. 

The position formerly was held | 
by H. L. Corkran, who has been 
made assistant manager of the de-| 
partment’s export and_ transfer 
sales. 


* . * 


New Chrysler Publicist 
Robert T. Keller, generat man- 
ager of the Chrysler Delaware tank 
plant, has announced appointment 





Auto Personnel 
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vice-president of A. Rae duBell Co., 
Wilmington, as director of public 
information. While continuing his 
active affiliation with A. Rae du- 
Bell, McDowell will maintain an 
office at the tank plant. He has 
served four years as administrative 
assistant to J. Caleb Boggs, U. S. 
representative-at-large from Dela- 
ware, and for six years with the 
University of Delaware as director 
of the office of alumni and public 


relations. 
* . * 


Wettlaufer Ups Davidson; 


Omar Davidson has been elected | 
a vice-president of Wettlaufer Mfg. 
Corp. Davidson has been with Wett- | __ ae. 
laufer seven years. His previous) 


automotive experience includes 19 | Kenzie, treasurer. Ann Powers was 


years with Chrysler and 11 years | elected assistant secretary. 
with Fisher Body. * * * 


Officers reelected at the annual) Roscoe Heads Purchasing 


meeting of Wettlaufer were E. G.| ° " . 
Wettlaufer, president; A. J. Wett- for Lincoln Electric 
laufer, vice-president; Jay F. Mc-| 


Appointment of J. S. Roscoe as 


of John N. McDowell, executive | Mullen, secretary, and John Mac- director of purchasing has been 





|Top Truck Driver Honored by |-H— 

Other Officers Reelected John Castner (center), who was named the nation's outstanding truck driver by American 
Trucking Assns., receives a gold watch from W. K. Perkins (left), truck sales manager of 

International-Harvester. Looking on is J. T. Sullivan, Portland (Ore.) district manager of |-H. 

Castner drives for Pierce Auto Freight Lines, Portland, Ore. 


announced by Lincoln Electric 
Co., Cleveland. Roscoe has been 
with the firm since 1924, 

He has been continuously ac- 
tive since then as a_ welding 
engineer and district manager, 
responsible for welding develop- 





MEETS OR EXCEEDS CAR MANUFACTURERS’ 
RECOMMENDATIONS FOR ALL 1951 CARS 


NEW Dynalube Motor Oil Combines in 


a Single Oil All the 


America’s Premium Motor Oils .. . 


Actually Improves 
Most Engines. 


Finest Features of 


the Condition of 


Whatever cars you service ...newest 51 or 
earlier models...you can now offer your cus- 
tomers greater engine protection with NEW 
Sunoco Dynalube. All these important features 
are combined in this NEW heavy-duty premium 
motor oil: 

1. Its tough Heat-Resistant body assures long 
motor oil mileage. 

2. Fully Detergent-Dispersant — NEW 
Sunoco Dynalube cleans engines and keeps 
them clean. Road dust and contamination from 
normal combustion are held in harmless sus- 
pension until oil is drained at the regular in- 
terval. (For maximum protection we recom- 
mend a complete oil change every 1,000 miles.) 

3. Free-Flowing and Metal-Clinging qualities 
of this new oil help avoid costly engine repairs. 

4. Anti-Rust and Anti-Acid—counteracts two 
of the greatest causes of wear in any engine. 

5. High Film Strength and Ring-Sealing Ac- 
tion— insure longer-lasting engine efficiency. 


CERTIFIED for Long Mileage, 
Engine Cleanliness, 
Long Engine Life. 


In AAA Supervised Road Test from Quebec to 
Key West and back ...in all weather and over 
all types of roads. . . cars using NEW Sunoco 
Dynalube were driven over 2,000 miles, on the 
average, before a drop of oil had to be added. 





a bea Se Sha od 
CLEAN PISTON at right shows how NEW Sunoco 
Dynalube keeps rings free-acting ... keeps com- 
bustion chamber deposits to a minimum. Fouled 
piston with stuck rings, at left, resulted from use 
of inferior motor oils. To prolong engine life . . . 
assure top performance ... recommend NEW 
Sunoco Dynalube. 





LAB FINDINGS. Valve on left shows heavy depos- 
its resulting from use of inferior oils—a common 
cause of sluggish action and poor valve seating. 
Clean valve on right shows how NEW Sunoco 
Dynalube helps engines stay remarkably clean 
... keeps valves free-acting ... maintains full 
engine power. 


MEMO TO 


CAR 


DEALERS 


+ 
° 
e 
To insure better satisfied customers and longer-lasting : 
engine efficiency in every new car you sell, recommend e 
that they use NEW Sunoco Dynalube Motor Oil ex- © 
clusively. And for high anti-knock performance, sug- : 
gest they use Blue Sunoco— the high-test gasoline that e 
sells at regular gas price. ° 

e 

eo 

° 








RESULTS PROVED that NEW Sunoco 
Dynalube combats acid and rust — 
two of the greatest causes of wear on 
piston rings and cylinder walls in any 
engine. NEW Sunoco Dynalube helps 
reduce engine repairs. 


ment in Syracuse, Pittsburgh and 


Chicago. As district manager in 
Syracuse from 1925-44, he pio- 
neered in the application of auto- 
matic welding. 

* * * 


International Goodrich 


George Low has been named op- 
erating manager of International 
B. F.. Goodrich Co., succeeding John 
R. Watkins, who is now operations 
and credit manager of Interna- 
tional Rubber Co., Manila, Philip- 
pine Islands. Low has been with 
the company six years. 

= + * 


Pontiac Names Brunk, Heiser 


In San Francisco Zone 


Changes in administrative assign- 
ments are announced by Don R. 
Stuart, San Francisco zone man- 
ager for Pontiac. 

Frank Brunk has been named 
assistant car distributor, and C. W. 
Heiser, former Fresno district man- 
ager, is the new San Francisco 
district manager. 

* + 7. 


Westinghouse Names Two 


For Product Development 
Westinghouse Electric Corp. has 
announced the appointment of Dr. 
W. H. Brandt as manager of its 
Special Products Development divi- 


-|sion and Dr. S. W. Herwald as en- 


gineering manager of that division. 


The division is responsible for 
|bringing new Westinghouse prod- 
ucts from the research to the com- 
|mercial stage, and handles special 
military developments. Dr. Brandt 
|joined Westinghouse in 1936. Dr. 
Herwald joined the firm in 1939. 


* * * 


| Allis-Chalmers Names 


Oberlink Vice-President 


Boyd S. Oberlink has been named 
a vice-president of the Allis-Chal- 
mers Mfg. Co., it was announced 
following a meeting of the board 
of directors. He will continue to 
serve in the tractor division, where 
|he has been serving as assistant to 
|the vice-president there. 


In addition, announcement has 
been made by J. L. Singleton, vice- 
| president in charge of the general 
machinery division, of a new me- 
chanical power department under 
|W. A. Yost, and the appointments 
of J. F. Roberts as director of en- 
gineering and R. C. Allen as con- 
| sultant engineer. 
| + * * 


| Buick Ups Thieleman 


To L. A. District Head 


Appointment of C. F. Thieleman 
as metropolitan Los Angeles dis- 
trict manager for Buick has been 
announced by Lynn Ballagh, Los 
| Angeles zone manager. 


Thieleman has been with Buick 
in Chicago for the past year, serv- 
ing successively as zone parts and 
accessories merchandising manager 
and district manager. For two years 
| prior he was zone parts and acces- 
|sories merchandising manager at 
| San Francisco. 
| a * * 


| 





| Studebaker Ups McNerney 


|To Body Superintendent 
Gerald J. McNerney has been 
appointed superintendent of 
| Studebaker’s body division, an- 
nounces P. O. Peterson, manufac- 
turing vice-president. 
McNerney, who joined’ the 
firm in 1922, succeeds Clarence 
| H. Smith, who was named man- 
| ager of Studebaker’s aviation 
| plant in Chicago. McNerney for- 
merly was Smith’s assistant. 
* * t 


| 
| Same Directors, Officers 


| Chosen to Guide Kahn 


All directors of Albert Kahn As- 
sociated Architects and Engineers, 
|Ine., have been reelected by stock- 
holders. They are George H. Miehls, 
{Sheldon Marston, Saul Saulson, 0. 
|L. Canfield and G. K, Scrymgeour. 


The board then reelected the fol- 
|lowing officers: Miehls, president 
and treasurer; Marston, executive 
| vice-president; Scrymgeour, secre- 
ltary, and Saulson, Canfield, R. E. 
| Linton, F. K. Boomhower, F. A. 
| Fairbrother, vice-presidents. 
es @ 
| ‘ e 
| Goodrich Names Keltner 
Laurence R. Keltner has _ been 
|named director of employe rela- 
tions for B. F. Goodrich Co. report- 
ing to J. W. Keener, vice-president, 
it is announced. Keltner assumed 
his new duties in Akron June 1 

(Continued on Page 35, Col. 1) 
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after having been manager of the 
Goodrich tire plant in Los Angeles 
since 1947. cs os 


Westinghouse Ups Lawson 


Appointment of Thomas R. Law- 
son as assistant sales manager of 
industrial products for Westing- 
house Electric Corp. has been an- 
nounced by the company. 

» + . 
Rudnick Joins Cole-Hersee 


As Assistant Sales Head 


Leo Mayer, president of Cole- 
Hersee Co., 20 Old Colony Ave., 
Boston 27, manufacturer of auto- 
motive electrical equipment, has 
announced the appointment of 
Stanley Rudnick to the organization 
as assistant sales and advertising 
manager. Rudnick was formerly 
employed by the Eastern division 
of Radiant Mfg. Corp., Chicago. 

* * * 


Farr Heads White Sales 
At Oklahoma City 


J. N. Bauman, sales vice-presi- 
dent of White Motor Co. an- 
nounces appointment of Hugh A. 
Farr as branch manager in Okla-| 
homa City. He succeeds Earl H.| 
Lewis, transferred to Cleveland as | 
assistant wholesale manager and) 
assistant to Bauman. 

Farr has been with White in 
Oklahoma City since 1949, first as 
a new truck salesman, then in Jan- 
uary of this year, he was made 
wholesale salesman. He has been in 
the trucking industry 23 vears, 
starting with Clinton Transfer & 


Storage Co. in 1928. 
* * * 


Macy Named Sales Manager 


For Hydraulic Press Plant 


O. Wendell Macy has heen ap- 
pointed sales manager of Hydrau- 
lic Power division, Hvdraulic 
Press Mfg. Co., Mount Gilead, O., 
according to John M. Dolan, sales 
vice-president. 

Macy was formerly sales man- 
ager at Logansport Machine Co., 
Inc., Logansport, Ind. He was ed- 


ucated at Chicago Tech. 
= - * 


Huffman Names Ellis 


Henry H. Ellis has been anpoint- | 
ed midwestern territory sales rep- 
resentative for Huffman Mfg. Co. 
Dayton, O. Ellis’ sales territory will 
include Wisconsin, Minnesota. 
northern Illinois, Iowa, Nebraska, 
North and South Dakota. 

* * af 


Manneschmidt Gets 


Trailmobile Boost 


Appointment of L. F. Manne- 
schmidt as manager of the used- 
trailer department of Trailmobile 
Co. has been announced by George 
M. Bunker, president. 

Manneschmidt has been associ- 
ated with Trailmobile since Sep- 
tember, 1948, as a salesman in the 
Charlotte (N. C.) territory. Previ- 
ouslv, he had been district manager 
in the Charlotte branch of ODT. 

* * - 


Cameron Elected President 
Of Ross Operating Valve 


Russell J. Cameron, former sales 
vice-president, has been elected | 
president of Ross Operating Valve | 
Co., Detroit. He succeeded John 
Sainsbury, who remains as an ac-| 
tive consultant and member of the | 
board of directors. 

W. E. Hennells was named vice- 
president and L. M. Blomgren, sec- 
retary-treasurer. Members of the | 
board were reelected. In addition | 
to the officers, they are M. E. Cam- | 
eron, M. J. Thompson and Sains- 
bury. 


* * * | 


Autocar Ups Strohl 
G,. Ralph Strohl has been pro-| 
moted by Autocar Co., Ardmore, 
Pa., from experimental engineer to | 
assistant chief engineer, it is an- 
nounced. John F. Bosler was named 
to succeed Strohl as experimental 
engineer and Frank H. Whiting 
was appointed experimental labora- 
tory leader. 


* * 


K-F Moves 4 from Cars 


To Aircraft Planning 
A. J. Bedworth has been named | 
chief assistant to O. E. Johnson, | 
Kaiser-Frazer general planning su- 
Perintendent, aircraft division. | 
Johnson also announced the ap- | 





(Continued from Page 34) 





pointment of F. R. Schroeder as 
supervisor of subcontractor plan- 
ning and scheduling, W. T. Steils 
as supervisor of government-fur- 
nished property and A. L. Mapes, 
superintendent of aircraft-materials 
handling. 

The new appointees formerly held 
supervisory positions in the K-F 
auto section. 

* +. 


as 
Armour Heads Ford Plant 


At Long Beach, Calif. 
Appointment of Robert C. 
Armour as plant manager of the 
Long Beach (Calif.) Ford as- 
sembly plant is announced by 
Max L. Wiesmyer, Ford manu- 
facturing manager, Armour suc- 
ceeds A. L. Edwards, who retired 
from active service with the com- 
pany on May 1 due to ill health. 
With Ford 26 years, Armour 
had been assistant plant man- 
ager at Long Beach since 1948 
and acting plant manager for the 
past few months. He began his 





‘ | 


Planning Chicago Plane Contest— 





Plymouth dealers look over an entry for the fifth annual Plymouth Chicagoland model air- 
plane contest, which will be held July 8 at the U. S. Naval Air station, Glenview. Left to 
right are: James DeGroot, Eddie Meyers, Contest Manager A. C. Davis, Robert Jones, 


Fletcher Kettle and Cari Cremer. 


Ford career in the trim depart- | been in charge of employe relations 


ment of the Memphis assembly 
plant. 


* * * 


Fisher Ups Seldon 


Appointment of Theodore A, Sel- 
don as industrial relations director 
of Fisher Body Detroit central 
plants, is announced by Ralph R. 
Nordyke, Fisher’s general director 
of industrial relations. Seldon has 


at the general offices since 1949. 
* * * 


Schroeder Retires 


Shortly after W. Dana Rudy of 
Westminster, Md., had been named 
acting deputy commissioner in the 
Maryland department of motor ve- 
hicles, it was stated that D. 
Marshall Schroeder has applied for 
retirement. Schroeder, deputy com- 
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missioner, has been identified with 


the department for the last 31 
years. Rudy is the son of the late 
Walter R, Rudy, who was commis- 
sioner from 1935 to 1939. He has 
been employed in the department 
for 16 years, having been appointed 
by his father. 
* + * 


Erb Heads Fisher Traffic 


Appointment of William E, Erb 
as Fisher Body general traffic 
manager is announced by J. J. 
Cronin, Fisher general manager. 
Erb succeeds Francis S, Norton, 
who recently was promoted to the 
position of director of Fisher's 
material handling and control sec- 
tion. 

* > * 


Fries Named Works Chief 


Of Chrysler Highland Park 


Arthur H. Fries has been ap- 
pointed works manager of Chrysler 
Corp.’s Highland Park (Mich.) 
plant, announces H. R. Matheny, 
general manager of the plant. 

Fries, who joined the corporation 
in 1931, has been chief engineer of 
the factory for the past seven years. 
He received his master’s degree 
in mechanical engineering from 
Chrysler Institute of Engineering 
in 1933. 








BUTTON UP YOUR UNDERCOAT JOBS! 








And there’s no better or more prof- 
itable way to do it than with a 
DeVilbiss Spray Outfit for under- 
body coating. 


Here’s why: Air-operated barrel 
pump delivers direct from original 
drum; 2 regulators assure perfect 
balance of air pressure and fluid 
flow; DeVilbiss MBC Spray Gun 
(the standard of the industry) coats 


oH 


Hose and Connections 


Air Compressors 


Spray Guns 


surfaces rapidly, thoroughly, uni- 
formly. It’s a complete packaged 
outfit, ready to go to work the day 
you get it. 


You'll find all DeVilbiss products— 
Exhaust Systems, Spray Equip- 
ment, Air Compressors and Hose 
—ideally suited to handle your job 
requirements. Many operators find 
that DeVilbiss equipment plus a 





Spray Booths 


planned “appearance service” pro- 
gram actually accounts for a third 
of their service volume. 


Interested? Contact your DeVil- 
biss Jobber or our nearest branch 
office for details. 


THE DEVILBISS COMPANY 
Toledo, Ohio 


Windsor, Ontario @ London, England 
Santa Clara, Calif. 


Branch Offices in Principal Cities 


FOR BETTER SERVICE, BUY 


DeViLBISS 
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Fantastic U.S. Spree 
Expected This Month 


WASHINGTON.— Unless the gov- 
ernment foregoes its “habitual June 
spending spree,” it is likely to close 
out its budget year with a “fantas- 
tic” spending rate of three million 
dollars a minute, the U. S, Cham- 
ber of commerce warned last week. 

USOC President Hulcy made 
public a survey showing that fed- 
eral agencies spend more in June 
than in any other month. Every 
dune since World War II, he said, 
bureau spending has jumped at 
least 40 percent over the previous 
month and has far exceeded the 
outgo in any other similar period. 

“The shocking but obvious reason 
is that agencies want to get rid of 
all the money appropriated to them 
before the fiscal year ends, so that 
they will not have to return any- 
thing to the treasury,” Hulcy said. 


“Agencies seem to fear that if| 
they have any money left over,| 


Congress might cut their appropria- 
tions the next year. There also is 
evidence of the attitude that since 
the money is appropriated, why not 
spend it—regardless of whether the 
spending is necessary or not. 

“Most non-defense agencies are 
still operating on peacetime budgets 
approved before the outbreak of 
war in Korea. In many cases, these 
funds would have been reduced or 
diverted, had Congress known that 
the Korean crisis would occur dur- 
ing the fiscal year.” 

The chamber study showed that 
not only is June the heaviest 
spending month, but that on the 
last day of June there is an “al- 
most unbelievable” jump in 
spending. 


Last’ year, it was said, spending | 


at $3,000,000 a Minute... 





on that one day, June 30, totaled | 


more than $1,100,000,000. This com- 


pares with an average spending of | 
about $160,000,000 a day for the) 


other days of June. 

Since the end of World War II, 
with the single exception of the 
“economy year” of 1948, spending on 
June 30 each year has ranged be- 
tween $1,200,000,000 and $1,400,000,- 
000,” Hulcy said. 

“That spending,” said Hulcy, “is 
at the fantastic rate of $150,000,000| 
for each hour of the working day, 
or $2,500,000 a minute. Since spend- 


ing this year is at a higher rate, | 


Natural Rubber 
Usage Declines 
2.68% in Month 


NEW YORK.—New rubber con- 
sumption in the month of April 
decreased 2.68 percent to 98,355 long 
tons from the 101,063 long tons con- 


sumed in March, according to the} 


Rubber Manufacturers Assn. 


Consumption of natural rubber | 


during the month was up 12.40 per- 
cent to 39,301 long tons from 34,966 
long tons used in March. Use of 
synthetic rubber amounted to 59,054 
long tons, a decrease of 10.66 per- 


cent from the 66,097 long tons used | 


during the previous month. 


| 





Consumption of reclaimed rub-| 
ber by the industry was estimated | 


at 32,467 long tons, 


used in March. 


Intellectual Robots 


Electronic ‘Minds’ Seen 
Aiding Industry 

WALTHAM, Mass. — Electronic 
robots with superhuman intellects 
will gradually take over the auto- 
matic control of more and more of 
America’s industrial processes dur- 
ing the next 20 years, it has been 
predicted by scientists of Raytheon 
Mfg. Co. 

At the firm’s annual sales con- 
vention here, the scientists revealed 
development of an electronic “mem- 
ory” device that is said to store 
information 1,000 times faster and 
provides a storage capacity 400 
times greater than any mechanical 
card-filing system in use today. 

While the electronic memory 
equipment was developed for the 
armed forces, its functions are 
equally applicable to the automatic 
control of a wide variety of peace- 
time industrial processes, the meet- 
ing was told. r 


4.01 percent | 
higher than the 31,214 long tons 





U.S. Eyes Control 
Of Battery Output 


| WASHINGTON. An order to 
impose production controls on au- 
tomobile storage batteries is in the 
government works, At a meeting of 
|the storage battery advisory com- 
mittee and NPA officials last 
| week, the manufacturers agreed 
that material shortages make con- 
| trols necessary. 


NPA said it is working out a 
|regulation to confine battery pro- 
duction to certain specified and 
|most used types of batteries. The 
industry representatives agreed 
that such an order would allow 
maximum battery output from such 
scarce supplies as lead, rubber and 
sulphuric acid. 


m take a thousand dollars 


HEAD-ON 


... says C. A. Kleinmann, 


and large amounts of money are| 
still unspent, the figures for next) 
June 30 will probably be much high- | 
er, perhaps reaching as high as} 
$3,000,000 a minute. 


“Because of the great squeeze on | 
taxpayers in the coming year, and| 
because of the inflationary effects | 
of big government spending, we| Walpole St. Garage Is Cited— 
earnestly hope that this June, gov v-| P 9 
ernment agencies will try to turn| Menry Hentschel, 
back all excess funds which are not receives a service plaque from A. J. Chanter, 
necessary to the national security, 








Norwood, Mass., 
Studebaker assistant sales manager. To the 
right of Hentschel are Harry Goodbody, district manager, and Frances Stampfel and Herbert 
rather than spending them for the! Prussman, both of the dealership; at the left, Stanley Eckhardt and Frank Bettencourt, also 


fourth from left, owner of the Walpole St. Garage, 


| members of the dealer organization. 
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BUSIEST TUNE-UP DEPARTMENT IN TOWN! 
“Since advertising our Carbon Blast Tune-Up 
Special, we've drawn customers from miles around 

. $0 many we just couldn't handle them all!” 


KENT-MOORE 


ENGINEERS AND MANUFACTURERS 
5-105 General Motors Building 
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Merchandising 
Memos to Dealers 


By Bob Finlay 





yey always goes over good in| Double-Edged Ad 
the auto business, and for tal 


ics, lubricator, car polisher and 
gas attendant, 

Copy said: “Expansion of our 
service department has created 
new jobs for good men. The For- 
sythe Service Family are special- 
ists in Dodge, Plymouth and Dodge 
truck service and we insist on the 
highest caliber work. Good pay, 
paid vacations, modern equipment 


and pleasant working conditions.” 
* * . 


Move ’Em 
OO HELP accelerate the move- 
ment of cars in Philadelphia, 





corn growing naturally we give you 


Plymouth), Cleveland. 

The dealership business card plug, too, 
“We Render and Boast a 
Kingly service.” 


Can you top that? body men, car washers, mechan- 


HEN Forsythe Motors, Syra- — = pe a some promotion 
’ cuse, N. Y., advertised for| tricks out of the bag. 

Render, Boast & King (DeSoto- workers, it got in a consumer] Shore brothers opened 

+ used-car lot by labelling it as a 
, The ad featured the theme, |“Car Harbor” which features “the 
says. “Good Jobs for Good Men,” and |greatest cavalcade of used cars in 
stressed immediate openings for | the East.” 
One-hundred gallons of gasoline 





for our KENT-MOORE 


its new 


37 





Dealer's Get-Acquainted Dinner— 

F. B. Blansett (third from left), owner of Capital Nash Motors, Jefferson City, Mo., played 
host to community leaders at a get-acquainted dinner in connection with the opening of his 
new dealership. Dinner was attended by state and county officials. 





were given away free with the pur- 
chase of any car during the lot’s 
first week of business, 

Free transportation was pro- 
vided to prospective customers 


CARBON BLASTER!” 


Service Manager, Eggebrecht Motor Sales—Authorized Cadillac-Oldsmobile Dealer, Wausau, Wisc. 


“WE'VE RUN TESTS on our Kent-Moore ‘Head-On’ Carbon Blaster. 
We know what it will do for our customers. And we've found out what 
it can do for us by way of increasing customer labor sales and leading 
the way to extra parts and accessory profits.” 


Those are Chet Kleinmann’s words . . . and as the progressive service 
manager of Wausau’s Eggebrecht Motors and president of the regional 
Cadillac Service Managers Club, he’s a man who knows whereof he 
speaks. Here’s the rest of his Carbon Blaster story .. . 


“THE BIG TIME-SAVING FEATURE sold us on the ‘Head-On’ Carbon Blaster. 
With more and more cars in need of a good, inexpensive carbon 
cleaning job, we liked the idea of blast-cleaning combustion chambers 
instead of removing the cylinder head and scraping the carbon out 
by hand. What’s more, we found the service appealed to our customers, 
too. It’s new. It’s different. And it gives them the kind of results they 
want... better performance, more power, greater economy. 


“THE MOST REMARKABLE PART of the Carbon Blaster service, though, is 
the fact that it leads to other service work and extra parts and accessory 
sales. Because, when a customer actually ‘feels’ a big improvement in 
his car, he regains his original pride of ownership. That’s why most of 
our Carbon Blaster customers have asked us to give their cars a thorough 
going over. As a result, we’ve relined brakes, checked wheel alignment, 
bumped out fenders. And we've replaced plugs, carburetors, fuel 
pumps, distributors, batteries, shock absorbers, sealed beam units, 
seat covers, tires, and what have you. . . profitable business we'd never 
have had otherwise. Although it didn’t cost us much, we wouldn't take 
a thousand dollars for our Kent-Moore ‘Head-On’ Carbon Blaster.” 





EXTRA PARTS AND ACCESSORY SALES! 
“We've found that our ‘Head-On’ Carbon Blaster 
paves the way for other. necessary service work 
plus extra profitable parts replacement sales!” 


ORGANIZATION, INC. 


OF SPECIAL AUTOMOTIVE SERVICE TOOLS AND EQUIPMENT 
Detroit 2, Michigan 











“We've received unsolicited 
letters from customers 
praising our Carbon Blast 
Tune-Up service and the 
improvement it made in 
their cars’ performance.” 





Name 


Company 


EE ee 


oe 


THE DEALERS 
Carl and Otto Eggebrecht 





1st CARBON BLAST CUS- 
TOMER—Leo F. Black, of 
Wausau, Wisconsin. ‘| let 
Chet Kleinmann use my car 
as a ‘guinea pig’ in testing 
his Carbon Blaster machine 
... and I’m glad | did. | 
don’t know when I have been 
more satisfied with any- 
thing. My car now performs 
as though new . . . it must 
have been really cleaned 
because it continues to run 
most satisfactorily.” 


Sales Shids te help you promote your 
Carbon Blast Tune-Up Special! Yes, here's a com- 
plete Promotional Campaign . . . display cards, 
posters, newspaper mats, direct mail . . . everything 
you need to tell and sell your customers on this 
amazing new service. 

So get complete facts now on the revolutionary 
Kent-Moore “Head-On” Carbon Blaster. Send in 
coupon today for prompt action! 


KENT-MOORE ORGANIZATION, INC. (Dept. C) 


Please rush me complete details on your "Head-On” 
Carbon Blaster machine. 




















during the first Sunday of the 
operation of this lot. 

Gilbert Manco, Kaiser - Frazer 
dealer in Germantown has been 
providing free lubrication to old 
cars so as to induce potential cus- 
tomers to drive in and see a dem- 
onstration of the new 1951 Kaiser 
and Henry J. 


Manco named May as “Re-Ap- 
praisal Month,” during which time 
it re-appraised all used cars free. 
; Northeast Hudson has been giv- 
ing away 50 gallons of gasoline 
with the purchase of any used car. 
The firm has admonished prospec- 
tive customers to “See the dawn; 
Buy from ‘Braun.’” 

Thomas - Coult, Inc., Dodge - 
Plymouth dealers, have been run- 
ning advertisements showing 
photographs of a particular car. 

The ads have explained that if 
the owner of this car will drive it 
into the firm’s showroom, the car 
will be exchanged for a new 1951 
Dodge. The ads have claimed that 
while the photographs show a 
“mystery car, there is no mystery 
about the Thomas-Coult good used 


cars.” 
+ : + 


Theme Play 


LAYS on the “Old Soldiers” 

theme, put back into the public 
mind by Gen. MacArthur, have 
been many and varied. 

Most frequent by dealers across 
the country has been “Old dealers 
never die, they just trade away.” 

However, Slim Barnard, of the 
Los Angeles Examiner, quotes 
Scotty Stewart, of Mission Chevro- 
let in San Gabriel, on a new one: 

“Old redheads never fade, they 
just dye away.” 

And H. D. T. Co., which makes 
the Blue Coral finishing material, 
hopped on with: 

“Old cars never die, their finishes 
just fade away.” 

* . 


Bout with Wheel? 


LBEE MOTORS, INC., Elmira, 

N., Y., attracted steering adjust- 
ment and wheel alignment busi- 
ness with an eye-catching news- 
paper ad stressing the theme: “Do 
you have a daily bout with your 
steering wheel?” 

Copy read: “If your steering 
wheel is fighting you, your car’s 
wheels need alignment quick. 
“Or, if you can turn the wheel 
considerably before the front 
wheels start to respond, better 
check wheel alignment and steer- 
ing adjustment.” 

* * + 


Building Up 
we HO said this?” with the at- 
mosphere of an owl’s wisdom 
has proved to be first-class adver- 
tising for the service department 
of Scherman-Schaus-Freeman Co, 
(Studebaker), South Bend, Ind. 
The 4-inch by 4%-inch advertis- 
ing space in the newspaper con- 
tains only one brief sentence state- 
ment by a Satisfied customer, giv- 
ing also the name and address, as: 
“Service on my new Studebaker 
has been handled very well and in 
a courteous manner.”’—R. R, Pher- 
son, 630 E. Dubail Ave. 


* * + 
Play Safe 

N TUPELO, Miss., Fook’s Chev- 

rolet pictured a checkerboard in 
its advertisment appearing in a 
local newspaper, and headed it: 

“IT’S YOUR MOVE! 

“Don’t play around with an un- 

Safe car... 

“Jump over to Fook’s Chevrolet 
for a complete car check .. . You'll 
feel like a KING when you know 
your car has been completely serv- 
iced by experts.” 


| 
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Service and Used Car 


egular 
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Section for 
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rs. Jobbers and Maintenance 
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tinerica’s 40 Million Motor Vehicles and {ppearance-Condition 3S Million Used Cars Annually 


OMETIMES I wonder about this 

automotive business. 

What is the magnet, the charm, 
or loadstone which it pdssesses 
that makes successful manufactur- 
ers jump into an investment of 
thousands of dollars on the say-so 
of a couple of mechanics or garage- 
men, and price their product with 
no knowledge at all of merchandis- 
ing terms in this great industry. 

Hardly a week goes by but 

somebody drifts into my office— 
or is sent by someone—with a 
new product or gadget they are 
sure is going to take the indus- 
try by storm. Invariably they 
have no knowledge of the mer- 
chandising channels they should 
follow to make certain their 
product gets a decent chance to 
be successful. Far too many 
times their discounts are set up 
on hardware-store structures or 
some. other business. 

They talk glibly — these proud 
fathers of the new products—about 
selling through franchised vehicle 
dealers, jobbers, distributors and 
even the chain stores, all in one 
breath. 

Because their product is so good 
—several mechanics have told them 
they have a_ world-beater—they 
never feel it is worth the effort to 
sample the most obvious market to 
see what the people in those busi- 
nesses will pay for such a device 
or product. 


They Wonder Why 


MARY times they have bought 
thousands of dollars worth of 
raw materials and have even gone 





to the extent of making jigs and_| 


dies before they even approach 
someone in the industry who has 


had years of selling experience in| 
that particular line to find out if 


a topline merchandiser can see 
possibilities in the product. 


And then, when they come to 


find a manufacturer’s agent, dis-| 


tributor or salesman to put their) 
product over, they seem mystified | 
if a recognized leader in his field | 


doesn’t jump at their deal without 
hesitation. They forget if they 
knew—that good salesmen have got 
to be sure of any product they 
take on, at least as sure as they 


possibly can be, before they take | 


the deal out into the trade. 


They want top men to take the 
new device on with little or no 
advertising behind it and on a 
straight percentage basis from 
the opening gun. 

They fail to recognize that the 
reason they want a certain man or 
firm is because that man or organ- 
ization has put in years not only 
learning the business and what will 
sell, and why, but has built up a 
following in his line that he must 
continue to keep faith with if he 








or the firm expects to continue 
“top line.” 
* = 


Can’t Lose Confidence 


wo a manufacturer’s agent, 
who has had good success in 
the business, has become a little 
greedy and “too big for his 
britches,” as the saying goes. They 
tried to put over either poor mer- 
chandise or products that wouldn’t 
move off their customers’ shelves. 

And right then they lost their 
greatest asset: The confidence of | 
the buyers who had made them. | 
Many soon became “little men” 


again. 
Salesmen, particularly manu- 
facturer’s agents, have three 


things to offer any manufacturer. 
They must have experience and 
knowledge of their part of the 
industry. They must have a fol- 
lowing among the trade they call 
on. And they deal in time. 

Like star athletes, they seldom 
can build a sales business that will 
go along after their spark has left 
the business. 

So the good ones know their 
most precious commodity is time. 

If the new product is as good, 
and cheaper, than others of similar 
nature on the market, and the 
manufacturer has a reputation for 
building good merchandise, these 
top-line boys will sometimes take 
on a product on a straight com- 
mission, knowing that they can put 
it into volume sale quickly. 

+ * + 


Watch ‘Footballing’ 


Teas is, if they are reasonably 
certain that the manufacturer 
will stick by his bargain and not 
try to replace them with his own 
(Continued on Page 40, Col. 1) 
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Chance to Revive Service Sales .. . 


Pre-Vacation Push On 


HE National Automotive Parts 

Assn. and Collier’s magazine 
will plug pre-vacation preventive 
maintenance service again this 
year. Collier’s has a strong double- 
page color spread set for its July 7 
issue, while NAPA will strike a 
similar theme in its advertising in 
both the Saturday Evening Post 
and Collier’s during June and July. 

With millions of readers being 
alerted to have their cars checked 
before they start on that summer 
vacation, dealers may get a 
chance to break out of the serv- 
ice doldrums into which many of 
them have slipped in the past 
five months. 

While Wolf figures, arrived at 
by checking 1% million repair or- 
ders each month, do show a slight 
gain in the number of items per 
ticket in April over the alltime low 
of March, the gain is a slight one 
—only 1/20th of an item per order. 

Collier’s spread in July may 
seem a little strong in its appeal to 
many readers, but it is designed to 
drive home the necessity of a prop- 
erly serviced car for any long trip. 
It shows a car stopped, apparently 
broken down, with a small girl ly- 
ing stretched out on the pavement. 

oa a ” 


HEADLINE caption reads: 
“What a way to start a vaca- 
tion!” 

NAPA, in addition to its maga- 
zine program aimed at the driving 
public, has ready for distribution 
a wall hanger which reads as fol- 
lows: 

“Smart start for a safe vaca- 
tion—let us check your .. .” Be- 

low is pictured six mechanics 
working on brakes, shocks, steer- 
ing, electrical 
clutch, accessories, etc. 

The wall charts are available to 
dealers and to service stations 





Drive-Through Service— 
More than 10,000 persons attended the opening of the new building of McCoy Auto (Pon- 
tiac), Vancouver, Wash. The drive-through service section has 36 work stalls, seven twin-post 


hoists, a truck lube pit and a two-stall paint shop which can accommodate large trucks. 


tire recapping shop has been installed. The sign on the 35-foot high pylon revolves with 


"Pontiac" 


lettered on one side and ‘'Cadillac"’ 


on the other. The firm also handles GMC 


and White trucks. Austin B. MeGey « and E. C. Clow are the coelerey’ s owners. 


system, motor | 
| take 





through any NAPA _ wholesaler 
without charge. 
* + * 


OLLIER’S ad stresses a five- 

point check to avoid overheat- 

ing and stalling. It urges having the 

ignition system and battery check- 

ed, the carburetor cleaned and 
fresh oil put in the engine. 


Also cited as necessary are 
brake lining checks, including 
hydraulic fluid lines; checks of 
headlights, taillights and wind- 
shield wipers; steering and wheel 
alignment; shock absorbers and 
springs, and tires for wear or 
cuts. 

Collier’s also might have added 
that inasmuch as _ pre-vacation 
warning promotional programs 
have had a high woman-readership 
response, it might be a good time 
for dealers to emphasize the ad- 
vantages of the many accessory 
items that the average motorist 
never thinks about until he is about 
to take a long vacation trip. 

The items that a dealer might 
display and call to the attention of 
customers who indicate they are 
going to drive on their vacations 
would be spot lamps, luggage and 
luggage covers, car-top carriers, 
compasses, trouble lamps, tire re- 
pair kits, good bumper jacks, etc. 

* + * 

TATISTICS show that 73 per- 

cent of all vacations are taken 
during July and August and that 82 
percent of them are taken in the 
family car. 

The average car owner doesn’t 
usually travel more than 20 miles a 
day in his vehicle, at speeds around 


|30 miles per hour. So the advent of 


a long vacation trip is one of more 
than just a passing moment. 


Far too many dealers and 
dealer service personnel fail to 
advantage of this annual 
situation, 

Collier's and NAPA’s vacation 
travel promotion work opens the 
door wide for dealer tieins. Smart 
dealers will start having their serv- 
ice order writers ask customers 
when they plan to take their vaca- 
tions this year and if they are 
going to drive. 

- e a 

HIS will provide the _ spring- 

board needed to sell a complete 
diagnosis of the owner’s car at a 
predetermined date before’ the 
owner leaves, and also provide the 
opportunity to suggest a number 
of accessory items without the 
owner getting the idea that he is 
being “taken.” 

It is natural to suggest things 
that a salesman knows will add to 
a vacationer’s comfort while he 
is on his trip. 

Putting forth a little effort on 
pre-vacation selling will give the 
dealer an opportunity to get back 
in the service business and fill the 
vacant stalls in his shop. 

The average dealer’s service has 


Albeen falling off consistently since 


December, according to all the au- 
thentic figures based on R. O. 


{ analysis, even n though there | was a 














‘Repeat’ Buyers, Higher Profits GoT ogether 


EALERS who make no effort 
to retain the second and third 
owner of an automobile as a service 
customer lose a large part of the 
high profit work that is done on 


owners have their cars repainted at 
80,000 or more miles, while only one 
out of 20 has this high-profit work | 
done between 20,000 and 40,000 | 
miles. Six percent have their mone 


that car, a survey of nearly 4,000/refinished at some point between 


car owners reveals. 


For instance, one out of every 10|tween 60,000 and 80,000 miles. Un- 


Service Highlights 


New Products ..... 
Used-Car Seller ............+. 





/40,000 and 60,000 miles, and 8.5 be-| 





der 20,000 miles only 3.9 percent get | 
a complete paint job on their cars. 
While pride of ownership still is | 
high right up to that 80,000 mile- | 
stone, more owners buy wax pol- 


ish jobs between 20,000 and 40,- 
000 miles than at any other time 
during the car’s life, The survey 
shows. Under 20,000 miles, 52.9 
percent buy a polish job, 53.2 be- 
tween 20,000 and 40,000 miles, 51.7 
between 40,000 and 60,000 miles, 
512 between 60,000 and 80,000 
miles and 47.2 after the car has 
gone over 80,000. 

Surprisingly, an owner in the 
$2,000-$4,000 income group protects 


his car’s finish with polish to the 
greatest extent. 

Approximately 54.9 percent of all 
owners keep their cars polished or 
waxed, but, according to this sur- 
vey, 86.5 percent do their own 
work. Evidently the price put on 
polish jobs is responsible for this 
situation, since one out of five car 
owners in the $4,000-$5,000 group 
buy this service. In the $5,000-or- 


(Continued on Page 47, Col, 1) 
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slight upward trend in some de- 
partmental work in April. 
. * aa 


CCORDING to the latest statis- 
tics, lubrication jobs now rep- 
resent 19.83 percent of all fran- 
chised dealers’ service jobs; oil 
changes, 6.70 percent; minor motor 
work, including tuneups, 26.89; ma- 
jor motor, an extreme low of 4.72; 
brake work, another low of 8.12: 
chassis and front-end, 11.12, and 
body work, a low of 7.91. 


Pre-vacation selling should make 
it possible for a dealer to get a 
higher percentage of profitable ma- 
jor motor repair. It should certain- 
ly increase business in his brake, 
front end and minor motor repair 
departments, 


A dealer should also be able to © 


materially increase the number 
of oil changes and “lube” jobs he 
usually does in this period. 
Further, dealers should not over- 
look the possibility of body work 
when the vacationers get back, tak- 
ing care of dings and paint 


scratches. 

A DEALER’S pre-vacation selling 
4 effort should not overlook the 
possibility of selling protective 
coatings such as wax jobs and 
bright work protection against the 
hazards of tar and other road scum 
which any vacationer will run into 
on a trip. 

But of paramount importance 
in getting behind this pre-vaca- 
tion program is to insure as far 
as possible the prevention of ac- 
cidents on the road through faul- 
ty machanisms, 

The more a dealer can do to make 
certain that his customers drive 
safe cars, the better it will’ be for 
the country as a whole, not to men- 
tion the dealer’s service sales. 


* * - 

A DEALER’S mechanic who in- 

sists on changing or draining 
the customer’s brake fluid to sub- 
stitute another of heavy-duty, one 
that meets SAE specifications, for 
example, may be the cause of sav- 
ing many lives. 

With all the spurious brake 
fluids that are on the market, a 
dealer has every right to warn 
his customers about taking 
chances unless they know that 
the product comes up to SAE 
specifications. 

Even good brake fluid, unless 
of heavy-duty grade, can bring 
complications under severe heat 
and hard driving conditions. 


ors SAFE 


* * * 








Safety Chart— 


National Automotive Parts Assn. 
higher income group 38.5 percent of | this wall display available to dealers without 


is making 


charge. 
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Pushing Used Cars 


Pittsburgh Dealers’ Manager Stresses Need 
For Separate Operation 


PITTSBURGH.—To have success- 
ful repeat business in used-car 
sales today you must build custom- 
er goodwill, says J. E. Sullivan, 
used-car manager at Donaldson’s 
(Chevrolet), and his operation prof- 
it proves the point. 

At least three key factors make 
Donaldson’s used-car operation a 
success, he says. 


work at 6; on other evenings, leave 
at 4, return at 6, work until 9. 

Second, Donaldson’s used-car 
department — which began in 
1930, continued until 1942 and was 
discontinued until January, 1949 
—resumed operation without its 
own mechanics; instead, draws 
on the firm’s total service opera- 
tion of 35 mechanics, 


work over to the main mechanical 
department,” explained Sullivan. 


“This morning I received five 
used cars. Now if I had one or two 
mechanics working fulltime, the 
work on those five used cars would 
tie up my department one-two 
days; and then for a while my 
mechanics might have no work 
jat all. 

“Lastly, a lot depends on having 
good body (two) men, polishers 
(two), clean-up men; and you need 
a lot of equipment, viz: sanders, 
buffers. 

“You can’t have your men walk- 
ing over to another department to 
borrow equipment, or have them sit 


J. Levand Chevrolet Co., Tracy, Calif.— 


When this Buick-Chevrolet dealership remodeled its building, it included large windows on 


First factor, says Sullivan, “as one side of the structure to permit salesmen to watch for customers on the used-car lot 


our company has proved lately, 
is to have a completely separate 
selling department for used cars, 
and to do a conscientous job.” 

Donaldson’s four specially-| 
trained used-car salesmen are on| 
the floor all the time as two-man 
teams, work alternate nights on a 
five-night weeks basis; thus are 
off-the-floor three nights a week | 
on alternate weeks. 

These salesmen start every morn. | 
ing at 8:30, on “off” evenings, quit | 


52 Pacific Show | 
To Open Feb. 28; | 
Directors Picked 


LOS ANGELES.—A recent meet- 
ing of the Pacific Automobile Show 
directors set the date for the 1952 
event for Feb. 28-Mar. 2 at the ren) 
Pacific Auditorium here. 

The Pacific show is looking for-| 
ward to the support and participa- | 
tion of wholesalers in 11 western) 
states, where automotive products | 
made in the area may be put on}! 
show. 

The directors of the show named | 
the following men to serve as an| 
executive board for the show: J. 
Leonard Gibson, chairman, Ingle- 
wood, Calif.; Fred E. Aurel, San 
Francisco; Howard B. Weaver, Los 
Angeles: Irv S. McCulloch, San 
Francisco; A. J. Thompson, Seattle. 
Wash.: A. V. Rodman, Los Angeles; 
Hy R. Koslowsky, Los Angeles: 
Charles Silvey, Los Angeles: P. T. 
Johnston, Los Angeles; J. K. Wil- 
kinson, Pomona, Calif.; Andrew D. 
Shaw, Los Angeles, and S. B. Stur- 
tevant, Van Nuys, Calif. 

Others named to act as directors- 
at large are: Ira Lambert, Los An- 
geles; J. W. Foster, Denver; J. L. 
McCoy, Phoenix, Ariz.: Kirby K. 
Kennedy, Santa Fe, N. M.; J. Leon- 
ard Love, Salt Lake City; D. R. 
Brack, Great Falls, Mont.; F. E. 
MacKenzie, Pocatello, Ida.; Oscar 
Freitag, Reno. Nev.; J. A. Layley, 
Portland, Ore.; Erle Henderson, 
Sacramento, Calif.; Fred Duttweil- 
er, San Francisco; C. M. Burnett. 
Visalia, Calif.; George Kreplin, 
Oakland, Calif.; Barry Cool, Los 
Angeles; E. T. Harwood, Los An- 
geles; M. H. Klinger, Los Angeles: 
William E. Johnson, Denver; H. H. 
Pflug, San Francisco; Paul K. 
Jones, Los Angeles; Albert Mulli- 
kin, Seattle, and Harlan Hawkins, 
Portland, Ore. 


| 
| 
| 
| 
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Licenses, Too? 
Tests for Mechanics 


Are Suggested 


MILWAUKEE. A suggestion | 
that all auto mechanics in the state 
be licensed has been made by a 
writer in the Vox Pop column of 
the Milwaukee Journal. 

Urging that a rider be added to 
the auto inspection bill now being 
considered by the legislature, the 
writer said such a law would keep 
incompetent mechanics from tam- | 
pering with cars. 

“Any handyman can set himself | 
up as an auto mechanic, work on| 
your $2,500 car, and maybe send 
you to a hurtling, screaming death 
by his incompetence or negligence,” 
the writer stated. 

He cited an experience of his 
own, stating that after a supposed | 
valve-grinding job he found an 
eighth of an inch of dust on the| 
cylinder head studs. After com-| 
Plaining to the garage owner, he| 
got a refund, an apology and the 
Statement: “You cannot trust these 
darn mechanics nowadays.” 


Time Study Information 


CHICAGO. — Proceedings of the | 
14th annual time and motion study | 
and management clinic have been | 
Published in 112 pages by the In-| 
dustrial Management Society, 35 E. 
Wacker Dr. The clinic, held last 
November, was sponsored by IMS. 


“You see, it’s much less expen-/|idle waiting for someone else to 
sive to requisition mechanical ' finish using a machine.” next door. 
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By Jack Weed 


(Continued from Page 38) 


salaried men, or cheaper men, as 
soon as the top-line men have 
Seated the product. A couple of 
organizations in the aftermarket 
have gone to some length recently 
in making it unprofitable for man- 
ufacturers to pull this “nifty.” The 
Booster Club and Affiliated Repre- 
sentatives don’t love makers who 
pull that sort of a “shindig.” 

But if the product is really new 
and must be sold—maybe it will 
take considerable missionary ef- 
fort to get the thing going even 
with their reputation and knowl- 
edge of who can make the device 
sell best. Then I, for one, don’t 
blame them for asking the manu- 
facturer to make an investment 
in promotion as well as asking 
for a good commission. 

It is almost as essential for a 
product to be offered through the 
proper channels, and only through 
those channels, as it is for the 
product to be good and saleable. 

Many a good product has died 
an early death because its mer- 
chandising was “footballed” in the 






















early stages of its introduction. No 
jobber or top retailer is going to 
go for a product that is sold to 
outlets that will cut its price dur- 
ing the introductory stage, at least. 
They know that it is going to cost 
them more to “seat” the product 
with their trade, and they want, 
and should have, the benefit of the 
full discount that the product 
takes. 
* + & 


‘W oodchucking’ 
OME manufacturers remind me 
of a story that appeared in a 

Buffalo newspaper recently. It 
seems a car owner brought his car 
into the shop for servicing. He 
told the order writer that he 
wanted a tuneup and a new set of 
seat covers installed. And, oh yes, 
remove the woodchuck. 

They tuned the engine and, when 
they came to install the seat covers, 
they found the owner wasn’t fool- 
ing. There was a woodchuck! They 
found it wedged between a side 
panel and the upholstery. 

A. L,. Turner, the owner, 





said | 


e@ Many new car manuals now specify heavy 
duty motor oil. It's essential because of 
closer engine clearances — particularly in 


new cars with hydraulic valve lifters. 


Car manufacturers are now using Custom- 
. on their 
proving grounds... in their factory drive- 


Made Havoline at their plants . . 


aways. 


So always use Custom-Made Havoline in 


your new engines. 


Stock it for your customers’ constant use... 
for their greatest satisfaction . . . for your 


own protection. 


the woodchuck apparently got 
into the trunk of the car when 
the car was parked in the coun- 
try with the trunk open and then 
had worked itself up into the side 
of the car. 

It’s worth money for top-line 
salesmen or manufacturer’s agents 
to dig “woodchucks” out before 
they can do the job they are wont 
to do. It takes time, most valuable 
time, experience and knowledge of 


their market. 
+ * om 


Put Through Paces 


I SPENT a really interesting day 
out at the General Motors Prov- 
ing Ground a couple of weeks ago, 
completely surrounded by four-star 
generals and two-star admirals 
and reams of military “brass” of 
lesser distinction. The occasion was 
the program put on by the corpora- 
tion for those who attended the 


National Security Industrial Assn. service manager, and T. B. Smith, service representative. 


Armed Forces week conference. 
Vice - Presidents Goad and 
Chayne put on quite a show for 
the boys. They showed them some 
of the new vehicles that Roger 
Kyes is making over at the 
Truck plant and how they were 
constantly under test. They 
showed them the Otter that Pon- 
tiac is making and how amphibi- 
ous it is. It climbed steep banks 


ERE’'S A MOTOR OIL THAT 


EXCEEDS 


HEAVY DUTY 
REQUIREMENTS 





Its remarkable toughness 





1951 





Nash Hydra-Matic Service School— 


Nash zone service personnel at New York receive instruction on latest improvements and 
changes in design of Hydra-Matic transmissions. Left to right are: L. F. Roberts, instructor: 
G. A. Rollisson, service representative; W. G. Norde, service representative; W. J. Moreland, 
zone service manager; M. G. Ryan, assistant zone service manager; W. A. Cook, national 


and negotiated a good-sized pond 
in water far too deep for it to 
reach bottom. They even dug up 
a couple of the “last war” tanks 
and a “duck” and put them 
through their paces, 


ing—which is “off limits” right now 
to anyone who hasn't business 
there. 

And smack dab in the middle of 
this new proving ground is one of 
the best bass lakes in that neck 


But the interesting thing to me|of the woods, natives tell me. And 


was that they pointed out the new | that 
acreage that will soon be used ex- 
clusively for military vehicle test- 









and “wear-reduction” 


properties make Custom-Made Havoline the best 
motor oil for any car, new or old. Results: increased 
engine power, longer engine life, better gasoline 
mileage, fewer engine repairs. 


Custom-Made Havoline is one of the best known 











and greatest advertised motor oils on the market 
today. Color pages in the big magazines plus many 
other powerful advertising and sales promotion 
methods are telling millions of car owners 
everywhere about this heavy duty motor oil 
+ . . reminding them again and again 
that “Havoline is the best motor oil 
your money can buy.” 


















lake is even on forbidden 
ground to Bill Barnes, who runs 
the proving ground. Boy, when this 
fracas is over, won’t there be some 
king-size scrappers in that body of 
water—unless the Otters and Ducks 
and other amphibious vehicles they 
will be testing there don’t gas ’em 
all out. I hope to be around to 
find out. 


at * * 


Herm Miller Speaks 
OT a nice letter the other day 
from my good friend Herman 
Miller, who has sold DeSotos and 
Plymouths up Mankato (Minn.) 
way for many years. Speaking of 
|the used-car market, he puts the 
present situation in a cute line: 
“Regarding the used-car market 
|in Minnesota, the same propaganda 
|that made the market like picking 
|ripe apples off the tree is now 
| working in reverse, as anybody of 
|experience knew it would. Only 
|this time we hoped that the boys 
| would have had enough experience 
|so they wouldn’t go ‘chicken’ at 
|the first sign of a letdown. A nat- 
|ural course of events will show up 
lthe strong ones (dealers) who be- 
|lieve in their business and intend 
|to stay in it, come hell or high 
water.” 
| And let me slip in a word side- 
| wise right here. The strong ones 
Herm is talking about won’t be 
a dealer such as the boys down 
at Allied Plan have been talking 
about for the past three weeks in 
their bulletins. It seems a cus- 
tomer with a car less than six 
weeks old took it into his dealer 
to have a leak around the wind- 
shield fixed and a dragging noise 
taken out of the left front wheel. 
When he went back after his car 
some four hours later he was 
handed a bill which showed: “Cor- 
rect brake dragging — $5.25, no 
charge.” (The car was still in war- 
ranty.) Within half a block from 
the shop the noise came in again 
and so he went back. He was told: 
“Oh, that isn’t the brakes, that’s 
| the speedometer cable—all new cars 
make funny noises at first. After 
you drive them a while the noises 
iron out. That couldn’t be brakes 
they've been thoroughly checked.” 


* * * 





| Just a Leak 

| LUT this owner was a persistent 
devil and insisted that a me- 

chanic pull that wheel—and the 
(See BACKSHOP, Page 41, Col, 1) 





yl NAME PLATES 


PRECISION CAST .. .» 
ELIMINATING ALL DIE COSTS 


Quentities os low as 100 may be 


ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily plated. 


Write for details. 


29th & McKean Sts. 
Phila. 45, Pa., Dept.-A 
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Up 8.26 Percent Over 1949... 
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Gasoline Usage Sets 


New Mark 


NEW YORK.—Domestic demand 
for gasoline during 1950 soared to 
an all time high of 40.6 billion 
gallons, an 8.26 percent increase 
over 1949, according to the Amer- 
ican Petroleum Institute, 

Demand was more than three 
billion gallons higher than in 
1949, when consumption totaled 
$7.5 billion gallons, 

The record consumption of gaso- 
line in 1950 coincided with a sharp 
rise in automobile registrations of 
10.7 percent to a total of 40,313,715, 
according to the Bureau of Public 
Roads. 

Truck registrations rose 7.2 per- 
cent to 8,604,444, and bus registra- 
tions were up 7.1 percent to 223,652. 

The top three gasoline-consuming 
states retained their 1949 positions. 
California was first with 3.8 billion 
gallons, Texas next with 2.9 bil- 
lion and New York third with 2.6 
billion. 

Illinois, Ohio and Pennsylvania 
also were in the two billion 
gallon class. 

The peak month for gasoline con- 


Backshop 


(Continued from Page 40) 


checkup revealed that the brake 
shoe guide spring was broken in 
half and one end was dragging 
on the hub of the wheel. And this 
car was a company car, owned 
by a firm which operates thou- 
sands of cars, one of the biggest 
food concerns in the country, 

On his fourth trip to get the 
leak in the windshield fixed, he 
also complained about low mile- 
age and wanted that checked. He 
insisted in going back into the 
shop to see the mechanic. The 
mechanic said: “Gosh, no wonder 
you are only getting 11 miles to 
the gallon; this car should never 
have even come from the factory 
like this.” And this had been 
checked four times—so the dealer 
said. 

According to the Allied boys, he 
has thus far made his seventh trip 
to that dealer to get the leak fixed 
around his windshield. Every trip 
it has been fixed—yes, sir. But re- 
gardless of how well they have 
fixed it (7), he still gets water 

down his pant leg in every shower. 

Can you figure this man praising 
the service and business methods 
of this dealer? 





Gas Antifreeze 





Refinery Waste Converts 


Commercially 


KANSAS CITY.—Waste gases at 
petroleum refineries may be turned 
into permanent type antifreeze, it 
was reported at the regional meet- 
ing of the American Institute of 
Chemical Engineers. 

Such a product is commercially 
feasible, the engineers were told by 
Dr. Fred Kurata, associate profes- 
sor of chemical engineering, Uni- 
versity of Kansas, who said the 
cost of making the antifreeze 
would be competitive and that the 
quality would be as good or better 
than types now being marketed. 

Because of the large amount of 
waste petroleum products in the 
Midwest area and the availability 
of ample water supplies from the 
Missouri river, he predicted that 
use of the process would eliminate 
shortages of antifreeze which were 
acute during the last war. 


Garber Heads Up Service 
For Dearborn Motors 


Appointment of Wayne B. Garber 
as national service manager for 
Dearborn Motors Corporation, na- 
tional marketing organization for | 
the Ford tractor and Dearborn 
farm equipment, is announced by 
G. D. Andrews, sales vice-president. 
Garber succeeds Lt.-Col. Frank W. 
Conover, who has been recalled to 
active Army duty. 

Garber, since joining Dearborn 
Motors in 1948, has served as re- 
gional supervisor in both the east- 
ern and western sections of the 
country. Formerly, Garber was 
field representative for Interna- 
tional Harvester and Massey-Harris 
farm equipment companies. 








in 1950 


sumption, the API said, was 
August, when 3.8 billion gallons 
were bought. June and July ranked 
second and third, respectively. 

Gasoline production in the U. S. 
passed the billion barrel point for 
the first time in 1950, totaling 
1,024,448,000 barrels or 43,026,816 
gallons, - 

Gasoline accounted for 43 per- 
cent of all the petroleum products 
refined in the VU. S. last year. 

API’s gasoline consumption re- 
port was compiled by its statis- 
tical department from data 
supplied by various state govern- 
ments. 

Generally the figures are based 
on returns made in accordance 
with gasoline tax or inspection laws 


Kindel Motors’ New Parts Section— 


Remodeling its parts department has been good for business, reports this Monrovia (Calif.) 
Dodge-Plymouth dealership. Shown at the counter are Wallace M. Kindel (right), who, with 
his father, operates the firm, and Cy Tolley, parts manager. An inventory control system, 
which keeps a check on all parts, has been installed. 


in each state and, according to|whether sold for taxable or tax- 
the API, include all gasoline | exempt purposes. 
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Two Films Added 
To Nash Service 


e * 
Training Program 

DETROIT.— Nash Motors has 
added two new sound slide films, 
with accompanying charts, to its 
service training program for in- 
structing dealer service personnel, 
according to W. A. Cook, national 
service manager. 

“The Trout Fly Fable” is being 
used to point up the duties and re- 
sponsibilities of dealers’ service 
managers, it is said. The film calls 
upon service managers to recognize 
and carry out the functions of their 
job successfully, Cook said. 

Cook said the second film, “Oh, 
Doctor!” shows dealers some serv- 
ice personnel points to “brush up” 
on with respect to job attitude and 
handling of customers. This film is 
,intended to alert mechanics to re- 
sponsibilities of their jobs, to cus- 
tomers and to themselves, he said. 

More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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when you use Ramco 10-Up Rings! 


LIGHT 
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RECONDITIONED OR 
NEW CYLINDER 


Always____ Automstically Right... 


RAMCO RE-POWERING* 
Program Helps You to 
Help America Fight 
Premature Engine Wear 


Use the Ramco RE-POWERING 
Program to show customers 
that oil pumping is a warning 
sign which, if unheeded, will 
result in Premature Engine Wear. 
Sign up for the RE-POWERING 
Station Sign. Get the help of 
this nationally advertised 
program to sell more piston rings, 


Carburetion, ignition, and Cooling services. 


See your Ramco Jobber Today. 


*Nationally Advertised in poss 





an exclusive reason why in addition 


STABILIZATION instead of pres- 
sure is the key to the Ramco Method 
of oil control that not only controls 
oil but minimizes further wear! Pat- 
ented Ramco Principles developed 
through 25 years of specialization in 
the problems of compensating for 
wear in used engines plus extreme 
precision in manufacture are the 
answers. Instead of high wall pres- 
sures, Ramco employs multiple wall 
contacts, patented Double-Life Prin- 


Ramco 10-Up 


(oltier,) 


se 


to controlling oil... 


ramco lf ACTUALLY CURBS WEAR 


ciple with full fledged cast-iron oil 
ring, and the automatic adjustment 
action of Spiro-Seal, the ring that 
“bridges the gap.” 

That’s why you can back all your 
10-Up jobs with the famous Ramco 
10,000 Mile (or 1 year) Guarantee 
on rings and labor. That’s why: 


Piston Rings are Right for 


ANY Job Re-Bore or Re-Ring ... Car... 
Truck... Bus. 


. » Tractor 


Ramsey Corporation, St. Louis, Mo. R5491 










SHOWS LUBE TOOLS—Panels-O'-Profit, for 
floor merchandising has been announced by 
the Alemite division of Stewart-Warner, 1826 
Diversey Parkway, Chicago 14. This display of 
lubrication accessories holds three panels, 
mounted vertically on a tubular steel stand 
55 inches high and 22 inches wide. Panels are 
interchangeable. They can be shifted to meet 
the requirements of any subsequent promo- 
tional campaign. Presently offered are panels 
displaying fittings and couplers; adapter and 
swivels; push-type guns; lever guns; airline 
accessories; control valves, and the new Dyn- 
O-Mite gun. Can be used as a wall display 
by removing legs. A second display, for 
counter use, “Alemite's extra counter man," 
uses singly the same panels as those provided 
for the floor or wall display. It is 18 inches 
wide, 14 inches high and 6 inches from front 
to back. 





SPARTON SIGNAL — J. J. Bigelow, sales 
manager of the Sparton Automotive division 
of Sparks-Withington, Jackson, Mich., has an- 
nounced that a new, self-cancelling directional 
signal switch has been added to the Sparton 
automotive safety signal line. ‘This new Spar- 
ton switch,"’ said Bigelow, “is our answer to 
dealer demand for a dependable, medium- 
priced turn indicator switch which meets SAE 
specifications and commercial standards. It is 
designed to fit all trucks and most passenger 
cars.’ Bigelow pointed out that although the 
switch is self-cancelling, it is engineered so it 
may also be operated manually without dam- 
age to contact points. An adjustable bracket 
assures quick, easy mounting on steering col- 
umns and — ample clearance for gear 
shifts and for truck air brake arms, the com- 


pany states. 





Tren- 
announces that distribution has 
started of a new streamlined stock of fast 
moving repair kits for master cylinders and 


SELLS oes PARTS—Thermoid Co., 
ton, ae 


wheel cylinders in a finished steel display 
unit. The repair kits are grouped to permit 
servicing a wide range of the more popular 
cars and include the Christie type piston kit 
for Chrysler-built vehicles. 
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OIL DISPENSER—Stello Products Co., Hut- 
chinson, Kans., is offering an upper-cylinder 
oil dispenser of cad-plated steel with a barrel 
of Pyrex glass. Use of the dispenser allows 
purchase of oii in bulk. The check valve 


screws on a standard kerosene-type can. Dis- 
penser holds four ounces and 
in holder when not in use. 


rests securely 





FOR OFFICE—An accounting machine for 
posting accounts receivable with original 
statement and original ledger has been intro- 
duced by Underwood Corp., | Park Ave., New 


York. Known as the Underwood Sundstrand 
Composite Model C-AR, it is available in 
either single or double keyboard models. 


forms are completely visible at all times, 
and the old balance may be read without 
removing forms from the machine. The second 
old balance is read and entered as the 
carriage is returning. 





FEATURES DU PONT LUCITE—Made of du 
Pont Lucite, the streamlined Champion car 
visor is being marketed by Vision-Visor Corp., 
821 S. Wabash Ave., Chicago 5. The wrap- 
around design fits the latest 1951 models, 
adds beauty and smartness to older cars, the 
firm states. Available in green, blue or red. 


* x * 





ORGANIZES SALES WORK—''Sales Manager"' 


new-car prospects and used-car inventory. Enables sales manager to tell at a glance how many 
prospects for both new and used each salesman has, how many vehicles each has sold for 
year and prior years, status of prospects who have been given a demonstration, and if an 
appraisal has been made. Board comes in sizes for dealerships employing four to 16 salesmen. 


For larger dealershi 


by Lauder Co., 12! East Hili St., Thoms », Ga. 


, boards‘can be used in multiples. Board and accessories manufactured 








board shows clearly current state of all | 


| 
| 








NOS. 3425-3440 


AUTO TOOLS—Addition of three tools and 
improvement of five tappet wrenches in the 
Proto line are announced by Plomb Tool Co., 
Box 3519, Terminal annex, Los Angeles. No. 
250 is a lock-ring plier which spreads both 
the “horseshoe” lock washers on car brakes 
and the snap rings used on shafting to locate 
gears, bearings, sprockets, pulleys and wheels. 
No. 5209S is a socket wrench for turning the 
drain plug on Dynaflow torque converters. No. 
2007 is a Chevrolet brake adjuster. The tappet 
wrenches have been redesigned for easier use. 





CHECKS OIL—A dashboard device which 
allows the driver to check the oil of his car 
without opening the hood is announced by 
Oil-Eye Corp. of America, Winona, Minn. 
By pushing the button on the Oil-Eye the 
driver can see if he has enough oi! and if 
it's clean or dirty. 





HEATED PAINT CUP—For spray painting, 
Pol-Flo heated paint cup is designed to re- 
duce the quantity of thinner and material for 
each job, aid elimination of sags, runs and 


orange peel, and provide an all-weather 
painting unit, according to Pol-Fio Paint 
Sprayer Corp., 2348 Stockton Bivd., Sacra- 


mento, Calif. 





FENDER-TO-FENDER—This 
gard designed to fit the front and rear of | resinous base which penetrates the fibres of 


1951 
limited quantities only, because of the national 
emergency, according to Erie Mfg., 75 E. 
Wacker Drive, Chicago |. 














NEW PRODUCTS — 





OIL FILTER DATA—A wall chart which pro- | 


vides installation data on oil filter refills for 
cars, trucks and tractors has been issued by 
Purolator Products, Rahway, N. J. The chart 
features a cross-reference guide regarding in- 


| terchange of elements. 





FINISHES BRAKE DRUMS—Dixie Machine 
Tool, P. O. Box 625, Cincinnati, announces 
that Perfex Surfacer (inset), which smooths 


brake drums, is now standard equipment on | 
The firm claims | 


all Dixie bake drum lathes. 


the Perfex Surfacer refinishes drums smoother | 


than any other device. 





OILS CYLINDERS—A redesigned top oil is 


| announced by Universal Lubricating Systems, 


Inc., 704 Allegheny Ave., Oakmont, Pa. The 
unit, No. 3000, Model B, is a metering device 
which is said to distribute top oil evenly to 
all cylinders. Improvements allow better feed- 
ing, the firm reports. 





FOR CONVERTIBLES—A kit for dressing-up | 


convertible tops, which includes one gallon of 
top dressing, a roller and a steel tray, is an- 
nounced by Champion Textile Finishing Co., 
4939 S. Austin Ave., Chicago. The liquid, which 


is the Erie Kar- | comes in black, tan and clear, has a plastic 


Buicks. Deliveries can now be made in/|the fabric, the firm reports. A fungicide has 


been added to retard mildew and dry-roft, 
Champion added. One gallon of the product 


| finishes four tops, it is said. 





CLEANS SMALL PARTS—Industrial precision 
cleaning machines, produced by L & R Mfg. 
|Co., 577 Elm St., Arlington, N. J., now fea- 
|ture an improved driveshaft and aluminum 
|splash pans under the three glass jars, the 
| firm announces. The mesh basket has three 
| sections for segregation of small parts 


x * * 





CELLULOSE OIL FILTER—An oil filter, using 
molded cellulose fibers as the medium, has 
been developed by Briggs Filtration Co., 
River Rd., Washington 16, according to F. S. 
Ehrman, president. A bonding agent is ap- 
plied to natural cellulose materials which are 
formed, under pressure, into “'cartridges"’ of 
blocks. The size of the fibers controls the 
porosity of the block. The blocks are then 
stabilized by a series of thermal processes 
which fix the finished dimensions. The blocks 
are rendered impervious to water and there- 
fore retain their original dimensions in use. 





CONVERTIBLE 
SOFT-TOP 
DRESSING 





TOP DRESSING CARE—Sealex Corp., man- 
ufacturers of Sealit convertible top dressing, 
now has available for distribution to auto 
dealers its booklet, ‘'Sealit Suggests for the 
Care of Your Convertible Top." These will be 


sent free of charge upon request, states 
Sealex Corp., 1545 E. Washington Bivd., Los 
Angeles 21. 





BUG KAMIKAZEE—This Longway non-corro- 
sive Lumite screen on a spring steel frame is 
made by Parker Products, 20 N. 16th St., 
Minneapolis. As well as being a bug screen, 
it also guards against front-end damages 
caused by flying stones, the firm states. One 
model fits most makes and models, it adds. 


* * * 


OODLE! LLL IA, 
ENGINE TUNE UP SERVICE 


bee 


WORK BENCH —Natkin & Co., 160! S. 
Hanley Rd., St. Louis 17, states that his Low 
Boy service merchandiser has a plastic-sealed 
top for resistance to damage by oil, grease 
or water. It is also a non-conductor of elec- 
tricity, the firm adds. Width is 38 inches, 
depth, 26; overall height, 57//,; desk surface 
height, 22, and cabinet shelf from floor, |? 

(Continued on Page 43, Col, 1) 
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New Products 


(Continued from Page 42) 


G.M. Co. Mfg., Inc., 13-08 43rd 
Ave., Long Island City, N. Y., is 
currently offering its new 1951 
catalog, showing its complete line 
of hardware and automotive equip- 
ment. 


USED CAR SALES 





FOR USED-CAR DEPARTMENT — This used- 
car sales and quota blackboard is a product 
of Comfort Specialty Co., 200 S. 7th St., St.;Separated from each other to pre- 


Louis 2. The board is two feet high and three | vent offsetting, thus permitting the 


feet wide, There is room for the names of 
six salesmen and spaces to mark the number 
of units sold each week over a four week's 
period, according to Sim B. Comfort, man- 
ager of the wholesale division. Lettering is 
yellow and lines are red. 


? * * 


Tire Poster 


Lists Proper Pressures 


For Low-Pressures 


The Rubber Manufacturers Assn. 
has released the 1951 edition of its 
display poster containing recom- 
mended tire inflation pressures for 
all cars originally equipped with 
low pressure tires. 

The poster is smaller in size than 
those previously issued, Heretofore 
such posters detailed. the various 
models of the different makes of 
automobiles listed, together with 
tire sizes and inflation pressures 
for each model. 

The 1951 poster lists only the low 
pressure tire sizes and correspond- 
ing front and rear inflation pres- 
sures according to the different 
makes of cars. 

Tire manufacturers and mass dis- 
tributors have purchased quantities 
of the 1951 correct tire inflation 
poster for distribution to their 
dealers and retail outlets, who will 
see that they are displayed at air 
service points. 





CHECKS VOLTAGE—A firing indicator which 
Provides a fast, simple and effective check of 
voltage being supplied to the spark plug has 
been put on the market by the Champion 
Spark Plug, the firm states. The tool indicates 
possible sources of trouble with readings. 


x * * 








Maker of Gumout Offers 
Carburetor Service Chart 

Gumout division, Pennsylvania 
Refining Co., Cleveland 4, manu- 
facturer of Gumout, has announced 
a three-color, lithographed wall 
chart for use by dealers who offer 
carburetor cleaning service. 

The chart illustrates “16 pass- 
ports to carburetor trouble” and 
8ives a diagnosis of the difficulties 
caused by gasoline gum in the 
carburetor, such as hard starting, 
sluggishness, bucking, flooding, high 
8as consumption and slow pick-up. 


* * * 


English Imports 

Harry W. Lederer Co,, 928 W. 
8th Place, Los Angeles 17, an- 
hounces that it is now sole agent 
In this country for two items of 
Runbaken Electrical Products, 
Manchester, England. They are Oil- 
coil, an ignition coil in which the 
high tension and primary winding 





are oil insulated and cooled, and an 
oil immersed home battery charger 
whose compact size will permit per- 
manent attachment to the vehicle, 
if required, the company states. 

* + + 


Spray Powder Widens Scope 


Of Office Duplicators 


Office duplicating machines will 
now be able to reproduce printed 
material on paper stocks they 
would not- dare to try before, and 
with a quality approaching that of 
lithographers and printers, it was 
announced by Mithael Lith Co., 145 
W. 45th St., New York 19. A spray 
of very fine dry powder makes an 
invisible coating on every sheet 
that comes out of the Multilith or 
Davidson duplicating machine. 


The powder keeps the sheets 


office machine to run coated and 


card stock, previously too difficult 
to handle successfully without this 
spray, the firm states. 


* * * 





COOLER BUSES—Young 


FOR TRUCKS, 
Radiator, Racine, Wis., has announced a new 


line of forque converter coolers, especially 
adapted for trucks and buses. The line con- 
sists of four compact shell-and-tube-bundle 
models ranging from 3% inches to 6'/ inches 
in diameter, for engines with 100 to 450 h.p. 
ratings. Young units are original equipment 
on some of the initial torque converter instal- 
lations and have been “road tested" for 
withstanding rugged use, the firm states. 


* * * 


Nu Surfas Wax 


Nu Surfas Corp., 7312 Bennett 
Ave., Chicago, has announced a 
liquid composition called Nu Surfas 
Pen-Trating Wax, said to reduce 
maintenance costs of wood, con- 
crete, terrazzo, marble, ceramic tile, 


linoleum and cork floors from 50 to 
75 percent. The product, the com- 
pany claims, adds years to the life 
of commercial and industrial floor- 
ing. 

* * * 


Pistol Grip Screwdrivers 
Announced by Thor 


A new line of pistol grip screw- 
drivers has been added to Thor’s 
Silver Line portable electric tool 
Series, it has been announced by 
Independent Pneumatic Tool Co., 
Aurora, II. 

The new Thor line, identified as 
the ED series, is available in 13 
attachment and speed variations for 
driving up to No. 12 screws and 
for setting nuts up to 4” thread, 
the company said. 

. * + 


Martin-Senour Publishes 


Auto Refinishing Guide 
A 36-page illustrated booklet, 
titled “Guide to Better Automo- 
tive Refinishing,” has been pub- 
lished by Martin-Senour Co., 2520 
South Quarry St., Chicago. 
With words, charts and pictures 





L.A. YOUNG Z 
A Sign of Superiority on any 


DETROIT MOULDING DIVISION —L. 


Le 


YOUNG 


. 43 


the book covers the complete field 
of automotive refinishing from 
selecting the proper equipment, 
to solving refinish problems, ac- 
cording to Don A, Seeley, man- 
ager of the company’s automo- 
tive division. 
* * * 


Hercules Offers Bulletin 


An informative new bulletin on 
fast, efficient spreading of limes 
and fertilizers has been announced 
by Hercules Steel Products Corp., 
Galion, O. 


FILTERZONE 


py 


5 og — 
mat 
VP ON) 


THE SELF-ADHERING. FLEXIBLE CAR VISOR 


FLEXIBLE FILTER —Filterzone is made of 
Plyotron and is custom-made for all cars and 
trucks, according to Filterzone Auto Vision 
Co., 641 Lexington Ave., Brooklyn, N. Y., 
which adds that it is attached without tools, 
screws or bolts. The manufacturer claims that 
it eliminates harmful ultra-violet and infra- 
red rays, said to be the prime cause of driver 
fatigue, and shuts out headlight glare. 

(Continued on Page 44, Col. 1) 
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New Products 


(Continued from Page 43) 


“The Welding of Stainless Steels” | Townsend locknuts, complete with 
is a new handbook published by|specifications according to 


sizes 


the Electrode division of McKay | and finishes. 


Co., 349 McKay Bidg., Pittsburgh. 
Its 48 pages describe all phases of 
stainless steel arc welding. 

+ * * 
Employe ‘Dog Tag’ Plan 
Readied for Atom Attack 

A plan for “dog tagging” each 
employe so he can be identified in 
the event of an atomic attack is 
announced by Bottlescope Mfg. Co., 
Lansdowne 1, Pa. 

Under the plan, each worker re- 
ceives an alloy metal tag which 
lists his name, address and religion. 
Then a duplicate copy of each tag 
is stored in a vault in the mountain 
section of Pennsylvania, This pro- 
vides a cross file for identification, 


the firm states. 
* + + 


Locknut Folder 
Townsend Co., New Brighton, 


Pa., has announced publication of 
a folder describing two types of 


* * * 








THIN AND CONVENTIONAL — These two) 


types of wheel weights, thin and conventional, 
fit all applications, according to Wheel 
Weights, Inc., 16883 Wyoming, Detroit. The 
firm reports that it has produced more than 
100,000,000 weights. 


* * * 


Imperial Takes Line 


Of Kimble Hydrometers 


Imperial Brass Mfg. Co., Chicago, 
has been named a national distribu- 
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ance and uniformity over standard 
grades of sintered products. 

Other advantages claimed are 
closer grain structure, better prop- 
erties and closer tolerances. 


tor for Kimble Glass automotive 
hydrometers in the U. S, and Can- 
ada. Kimble Glass, a division of 
| Owens-Illinois Glass Co., manufac- 
tures antifreeze solution testers and 
|battery hydrometers for the auto- | 
| motive industry. 
A new Kimble line, said to em- 
body the best features of each of 
| the lines previously offered by Kim- 
|ble Glass and Imperial Brass, will 
|be announced later, the company 
| said. 
* * * 


|Buxbaum Unveils Tube Patch 
|For Hot and Cold Repair 


| A patch for car and truck tubes, 
| said to provide either a hot or cold | 
|repair, has been announced by 
|Buxbaum Co., Canton, O. 

The patch can be used on both 
natural and butyl tubes, the firm 


| states. | 
* * - | 








New Bulletin D ibes 
— ae RESTS NECK, BACK—A foam-rubber cushion 
Sinter forged Carbides which fits around the neck or back of car 
A 5 5 ‘ bulleti | Passengers and drivers is announced by Mor- 
six-page engineering ulletin |ton Specialities Co., 8 Townsend Ave., Nor- 
on “sinterforge carbides” has been walk, O. The pad is covered with automotive 
published by Sintercast Corp., 134 | f@>rics- ee é 


Woodworth Ave., Yonkers, accord- | ” » 
ing to the bulletin, sinterforged | Water Demineralizer 
tungsten is a superior grade of hot Penfield Mfg. Co., Inc. 19 High 
pressed cement tungsten carbide| School Ave., Meriden, Conn., has 
excelling in hardness, wear resist-' announced the availability of its 








MoPar 


CLUTCHES AND CLUTCH PARTS 


Engineered especially for Plymouth, Dodge, De Soto 
and Chrysler Cars and Dodge “Job-Rated” Trucks. 


Because MoPar 


clutches and clutch parts are made especially for 


vehicles built by Chrysler Corporation—the same as original equipment 
—they perform better and more dependably. 

Drivers enjoy smooth, uniform, and efficient engagement with MoPar 
clutches. Tension-controlled pressure springs provide cushioned, full- 
facing contact for easy operation. 


MoPar clutches 


last longer, too. Special ventilation minimizes fric- 


tional heat during engagement and disengagement. Lifetime lubricated 
release bearings assure less wear, longer life. Woven asbestos linings 
have large frictional area, are extra thick for longer service. 


Use MoPar clutches and clutch parts—genuine Chrysler Corporation 
parts—in Plymouth, Dodge, De Soto and Chrysler cars and Dodge 
“Job-Rated” trucks. 


FACTORY-ENGINEERED . . . FACTORY-INSPECTED . . . SUPPLIED 
BY CHRYSLER MOTORS PARTS CORPORATION 


You can get MoPakr parts from Plymouth, Dodge, De Soto and Chrysler 
dealers everywhere. 


CHRYSLER MOTORS PARTS CORPORATION * DETROIT, MICHIGAN 








cartridge demineralizer, with ex- 
clusive flow meter, The company 
recommends its use for those who 
use up to 10 gallons of pure water 
|per hour, such as hospitals, labora- 
| tories, hotels, garages, service sta- 
tions and photographic studios, 


* * * 


Champion Lab Announces 
Accessory Selling Aids 


Two selling aids for automotive 
accessory retailers have been an- 
nounced by Champion Laboratories, 
Inc., Meriden, Conn. Catalog three 
lists the latest oil filters and refills 
in cross-index form, and includes 
every car, truck, tractor and bus, 
the company announced. 

The second is a_lithographed 
wall-window banner calling motor- 
ists’ attention to filter refill needs, 
the company said. 

7 * 





Raytheon Announces 


I-S Weldpower Head 


Raytheon Manufacturing Co, 
Waltham, Mass., has announced the 
| design of a welding head to be used 

for welding dissimilar metals in the 
jassembly of radio and electronic 
tubes, and the assembly of other 
|small metal parts. 

| The Model I-S Weldpower Head 
| is said to be a bench mounted, press 
type unit with single post mount- 
ing. Accurate electrode pressure is 
| made possible through the use of a 
closed air system using metal bel- 
| lows, the company said. 

* * * 








| UNDERWOOD MODEL—A low-priced, all- 
| purpose Underwood Sundstrand accounting 
|machine for simplified handling of various 

bookkeeping procedures has been announced 
| by Underwood Corp., | Park Ave., New York 
| 16. Model E has two crossfooters for account- 
|ing application flexibility. This simple 10-key 

keyboard machine is designed for operation 
| by the touch system and has interchangeable 

control plates, known as the ‘‘mechanical 

brain,’ which make possible automatic oper- 

ations, minimize errors and give positive 

accuracy, the firm states. The simplicity of 
| operation is accomplished by such features as 
| automatic column selection, which eliminates 
the vag d of selecting decimal position. A 
flexible keyboard provides month, day, year 
and descriptive characters, and these, plus 
| folio numbers, all print in one operation. The 
| machine has a front feed carriage with writ- 
jing line and all other entries visible at all 
| times. The carriage opens and closes auto- 
oy to eliminate manual ooverations, 
| it adds. 


* * * 


Willard Offers Catalog 


On Batteries and Grids 


Publication of a 24-page battery 
catalog, said to include the com- 
plete line of batteries with metalex 
grids, has been announced by 
Willard Storage Battery Co., Cleve- 
land. 

The catalog is a new sales aid, 
the company said, and not a re- 
vision of previous issues. Essential 
reference material and_ technical 


data are shown cempletely and 


accurately, it is claimed. 
* * * 








FOLLOW-UP SYSTEM — A service record 
which shows at a glance when a customer 
should return is announced by Diebold, Inc., 
Canton, O. When an entry is made on 4 
customer's record after his car has been serv- 
iced, a signal is attached which tells by iis 
color when the customer should be back for 
more work. The file should be checked each 
week for signals due, and customers then 
should be sent a postal card as a reminder. 
Listed on each record are the 25 most fre- 
quent service operations. The record also 
provides a good prospect list for new-car 
sales. Diebold reports. 


Duro Metal Products 


Distributes Catalog 


A tool catalog is being distributed 
by Duro Metal Products Co., 2649 
N. Kildare Ave., Chicago 39. It has 

(Continued on Page 45, Col. 1) 
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(Continued from Page 44) 


been designed, the company stated,|oil and gear lubricant recommen- 
to fit into the mechanic’s pocket or/dations for crankcase, transmis- 


into his tool chest. 


The catalog is said to carry des- ized temperature ranges. 


criptions and illustrations of the 
full line of Duro-Chrome hand 
tools. It features practical hints on 
selecting the right tool for particu- | 
lar jobs, the company added. 


> > * 





4 
& 


GAS LOCK—Guardian Fenda-Trim gas lock 
is chrome plated and is fitted with Yale lock 
and keys, according to Imperial Mfg. Co., 
1685 McDonald Ave., Brooklyn 30, N. Y. 
Models are available to fit all cars, it states. 


* * * 


Wype Corp. Says Product 


Washes, Waxes Cars 

One wax job lasts the life of the 
car when Wash n’ Wax is used, 
claims its manufacturer, Wype 
Corp., 2241 Gravois, St, Louis. 

The product combines the wash- 
ing, polishing and waxing jobs into 
one operation by washing off dirt 
and film and washing on a wax 
coating, the firm declares. 


* * * 





SELF LOCKING NUT—A new type of re- 
tainer, designed to act as an economical self- 
locking nut on threaded shafts, has been 
added to the line of Waldes Truarc retaining 
rings. Series 5300 has a drawn helical seg- 
ment with a tapered inner edge that forms 
a single thread conforming with American 
standards. When screwed on a threaded shaft, 
the dished triangular body flattens under 
torque and secures an equal load distribu- 
tion against the part being held, the firm 
states. Separate washers are unnecessary. 
Under spring tension the threaded helical 
segment engages the full depth of the cir- 
cumference of the screw thread approximately 

degrees, according to Waldes Kohinoor, 
ay 47 Austel Place, Long Island City |, 
| 

* * * | 


Drew and Co. Plans 


Big ‘Gleem’ Promotion 


E. F. Drew and Co., Inc., 15 E. 
26th St.. New York 10, has an- 
nounced its plans to promote a 
type of silicone car polish, Gleem, 
in a number of metropolitan mar- 
kets during 1951. 


Streamers, counter displays, and 
other merchandising items are 
available for this promotion, the 
company said. 


Ad * * 


Chek-Chart Publishes 
Oil, Gear Lube Guide 


A new booklet giving the motor 
oil and gear lubricant recommenda- 
tions for cars, trucks, tractors, 
truck diesel engine oil recommen- | 
dations and motorcycle recommen- | 
dations has been announced by | 
Chek-Chart Corp., 31 E. Congress 
St., Chicago 5. 

The booklet shows manufacturer- | 
approved motor oil and gear lubri- 
cant recommendations that have | 
been compiled by Chek-Chart lu-| 
brication engineers and used in dont 
form or another by thousands of | 
dealers and service stations. | 
The first section of this pocket- | 
sized recommendation booklet gives | 
complete car capacities and motor | 
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powders, metal pigments and metal | J'ri-Saw Releases Data and Strip-X paint and varnish re- 


New Products ne = 


sion and differential in standard- 


* * * 


Describes AC Plug 


“Little Giants of Power,” a book- 
let issued by AC Spark Plug, Flint, 
describes its spark plug with the 
patented Coralox insulator, Coralox, 
as ‘compared with the best ceramic 
insulator material, has four times 
greater heat conductivity, three 
times the mechanical strength in 
compression, three times the me- 
chanical strength against fracture 
and 10 times greater electrical 
resistance at high temperatures, 
AC claims. 





FROM YANKEE METAL—The 2%-inch over- 
all diameter of the lamp units in this flashing 
turn signal set No. 973 by Yankee mounts 
_ on . noo curved =~ The co 
oie it virtually all cars, and are so smartly 

Metals Disintegrating Co. | styied that they cannot be distinguished from 
. original equipment, the rm states. s 

A 16-page illustrated book des- mounting set includes two white lamps, two 

cribing the company and its affili- | red lamps, switch, flasher, wire, hardware and 


ates, has just been issued by Metals | installation instructions. The switch is burn-out 
Disintegrating Co., Inc., Elizabeth, proof, guaranteed for the life of the car, the 
N. 


+ + * 


equivalent of 20 years of city driving, Yankee 
J.. manufacturer of metal | Metal Products Corp., Norwalk, Conn., states. 





On P Hacks movers, Metal Treat Concentrate, 

nm fower Macksaw and Coppo preservatives. Heavy 
Tri-Saw Corp., 6611 Clayton Rd.,| Bodied Klean Strip has all the ad- 

St. Louis 17, has released a folder|vantages of regular Klean Strip, 

and operating manual on its porta-| plus the fact that it is a semi-paste, 

ble power hacksaw. especially useful on rounded, verti- 
The tool is publicized as a “tool/cal and overhead surfaces, 

of 1,001 uses,” and will cut wood, eS 

sheet metal, heavy metal, nails, 

pipe and other substances, the tae 


company claims. 
* * + 


Twin Coach Issues Bulletin 


On Fageol-Liner Buses 


Publication of a bulletin describ- 
ing its Fageol-Liner motor coaches 
is announced by Twin Coach Co., 
Kent, O. 

The bulletin contains specifica- 
tions, photos and data on 30 to 52- 
passenger urban coaches and sev- 
eral intercity models. Fageol- 
Liners were designed by L. J. 


Fageol, Twin Coach president. em 
+ * * FOR CHROME FINISHES — Plastone 





is 


- Chrome-Aid pictured above is the new 

Barr Announces Line "'Death-to-Rust'' discovery that imparts orig- 
pa inal sparkling luster to car chrome surfaces, 

Of Klean Strip Products according to Plastone Co., Chicago. Chrome- 


Aid is said to remove rust without hard rub- 
W. M. Barr & Co., P. O. Box 3518, | bing ‘er the wee of steal wool, At the come 


Memphis 6, announces the produc-|time it leaves a protective film which retards 
tion of a complete line of removers, | the — oo. an is also 
2 recommended for use in cleanin , Grease 
preservatives and cleaners under | jg heavy rust deposits from onpoled and 
the Klean Strip label. The new line | hard-to-clean metal items, the company adds. 
includes heavy bodied Klean Strip (Continued on Page 46, Col. 1) 





Physicists, metallurgists, chemists 
and design engineers are engaged con- 
stantly on problems involving engi- 
neered rubber and plastic products... 
at the United States Rubber Company 
at Fort Wayne. The plant’s main work 
is the manufacture of engineered rub- 
ber parts for original equipment 
makers only—to make their products 
more functional, more comfortable. 
more safe. 

The “U.S.” experts are at the serv- 
ice of manufacturers of all types of 
mechanical equipment with moving 


ENGINEERED RUBBER PRODUCTS 


The Expert Answer Team 


For manufacturers of motor cars and trucks, tractors, 
farm implements, mining and road machinery, automotive equipment, 
aircraft, heavy and light machinery and other equipment. 


parts—such as motor cars, trucks and 
tractors. The “U. S.”’ men have one of 
the most modern and complete lab- 
oratories in existence. At their finger- 
tips are all the iatest research and 
development facilities. Many of their 
instruments and tools are unique, 
some were designed by the very tech- 
nicians who use them. 

This United States Rubber. Com- 
pany laboratory at Fort Wayne and 
the skilled personnel are at your 
service. Try them... for even your 





most hopeless problems. 


UNITED STATES RUBBER COMPANY 


FORT WAYNE, INDIANA 






| 





Auto-Liqui-Moly, a molybdenum- 
based lubricant which is said to 
withstand great heat and pressure, 
has been made available in half- 
pint cans by Mill River Products, 
123 Middle Neck Rd., Great Neck, 
N. Y. 

It is poured into the crankcase 
and carried to the bearing-surface 
in the flow of oil, where it “plates 
out” on the working surface, so 
firmly held there by molecular at- 
traction that it can only be removed 
by grinding it off, the firm claims. 

Ordinary lubricants get thin when 
hot, and the film of lubricant is 
easily ruptured under operating 
pressures, so that the bare metals 
rub together. The “Moly” film, on 
the other hand, cannot be “squeezed 
out” by any amount of pressure or 
heat, being a dry solid “plated” to 
the metal, Mill River states, Bear- 
ing-surfaces, therefore, are always 
protected, even in the event of an 
accidental loss of all the oil, or the 
radiator-water, it is claimed. 

Government tests have shown 
that Moly lubricates efficiently at 


ae 
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(Continued from Page 45) 


pressures as high as 225,000 pounds 

per square inch, and temperatures 

as high as 1,250 degrees F., the 
CP ot a 


firm declares. 


BRAKE PISTONS—Boyle Distributing Co., 
942 S. Boyle Ave., Los Angeles, offers these 
Double Seal hydraulic brake pistons for Chrys- 
ler, Plymouth, Dodge and DeSoto. The two 
long-wearing rubber "'O"' rings, with their 
beneficial rolling action, eliminate the normal 
wear caused by the sliding action of metal 
against metal, thereby lengthening the life 
and improving the action of the entire brake 
cylinder, Boyle states. The rolling ''O" ring 
principle also prevents the common causes of 
cylinder leaks and the many driving dangers 
caused by frozen pistons, it adds. 
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American Liquid Offers 


New Carburetor Design 


A new design for their 1400 series 
carburetor for truck, bus and auto- 
mobile engines has been announced 
by American Liquid Gas Corp., Los 
Angeles. 

The company said that the new 
unit provides a much wider range 
of applications than anything here- 
tofore available. The new design 
now has a_ removable airhorn, 
which eliminates the necessity of 
changing the air cleaner to fit the 
carburetor, the company stated. 


* * * 


Match Advertising 


A brochure, “Lion Sheds New 
Light on Match Book Advertising,” 
was prompted by current business 
conditions which have businessmen 
looking for more economical and 
more flexible means of promoting 
their products and services, the 
firm states. This trend towards 
match book advertising is increased 
as a result of the new U. S. Survey 
proving the effectiveness of match 
book advertising. For example: 
over 70 percent of the adult popu- 
lation carries book matches, and 
half of them remember messages 
printed on them, according to Lion 





Match Co., 250 West 57th St., 


York 19. 








BOOSTS 1,500 POUNDS —The Automotive 
division of Cleveland Pneumatic Tool, 
land, is now producing a new heavy-duty unit 
incorporates all 
of the features of the regular Aerol lift, the 
The unit uses 4-inch casters for 
ease of movement, and a new adapter to 
handle work on larger truck units. The saddle 
tilts to permit accurate alignment in replac- 
ing under chassis units with the least effort. 
Is designed to handle units up to 1,500 pounds 


lift. Aerol lift, Model I51B 


firm states. 


in weight. 
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Mix-I-Go Designed to Ease 
| Truck Maintenance 


| Mix-I-Go Hydro Sales Co., 610 
16th St., Oakland, Calif., has an- 
nounced Mix-I-Go, a gasoline mix- 
ture designed to reduce gas con- 
sumption, remove carbon lead and 
sludge deposits abrasive to cylinder 
walls and so cut engine wear. It 
can be added to regular truck 
fuels, the maker states. 


Basic to Mix-I-Go’s success is the 
fact that it causes gasoline to give 
more uniform push to the power 
stroke, reducing friction and vibra- 
tion which ordinarily shorten en- 
gine life. The product also lubri- 
cates upper rings and valves and 
prolongs spark plug life, it adds. 





Electric Brake for Trailers 


Announced by Warner Co. 


An electric brake, designed spe. 
cifically for use on low bed trailers, 
has been developed by the Warner 
Electric Brake and Clutch (Co, 
Beloit, Wis., it has been announced 
by George G. McManis, manager of 
the automotive division. 

He said that the brake eliminates 
all under-trailer installations, ex- 
cept for two wires bracketed along 
the trailer frame. In addition, he 


said, the product does not require 
special tire sizes, but can be used 
with 7.50, 8.50 or 10.00 by 15-inch 
tires. 
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i FROM BAGS TO BOXES — Lipe-Roliway ri 
fi | Corp., Syracuse, N. Y., manufacturer of trans- 
missions, has adopted this line of cartons for 
clutch parts which were formerly packaged in ( 
cloth bags. The cartons are dark green with s 
yellow trade mark and trim. There is a white f 
square on one end of each carton where V 
quantity and part number may be stamped 
in at the factory, ! 
ee ee i 
: t 
| Goodrich Official 
Hits Shipments of 
- 
| Rubber to Reds 
| CLEVELAND.—Nations fighting 
against tyranny have experienced 
a “scandalous situation” in the in- ! 
creasing flow of crude rubber to | e 
Communist nations since the Ko- | v 
rean war, James J. Newman, B. F. : P 
| Goodrich vice-president, told a joint i e 
|meeting of the Rotary club and 2, 
Cleveland Automobile club here. li 
A Speedway job dries in 30 minutes under Auto-Bake’s infra-red heat. “We would not be facing a criti- © 
“y, 9 os : |cal rubber situation in the U.S,” | ? 
Yes, that’s right,” says Elphege E. Lebel, owner of Speedway Auto Body Mail the coupon today for |Newman said, “if unusually iarge } © 
Works, Worcester, Mass., “‘since we installed our Brake Shoe Auto-Bake oven =— gous on 7 ~— _—, of oe a ~~ “— : 
‘ ry sates 9 . oe can help make your shop the Ss ommunis ina, uss 
and started promoting our factory-method finishing facilities locally, we’ve tripled Nieaher Ons refinishing shop in your and her satellites by nations who | q 
our refinishing volume—and profit has gone along with it! area |Should be in the fight for liberty § | 
; g | with us all the way.” ; 
Humidity no problem. ‘The Auto-Bake’s infra-red heat dries and cures our SOSPSOSeeHoecveoseesOSES Newman said nearly all the rub- a 
jobs in 30 minutes. No matter how rainy the day, cars come out with a finish American Brake Shoe Co. oe oe tee ee i cs 
° enae er = ° ivisi e r ° . un 
that’s hard, clean and brilliant. We also found that the Auto-Bake is less ex- aoe. \the Marshall plan. , ar 
pensive to purchase and to operate than competitive ovens, and unlike them, Rochester 9, N. Y “To put it bluntly,” he said, “they § : 
eae : : . . a ee ; | have bitten the hand which has fed_ § 
could be installed in our present setup without extensive remodeling. ( Please send me detailed informa- | them.” : . 
y . . * . e i % ¢ a 
What about you? Steadily increasing car registrations and the more than tion on the Brake Shoe Turnover Plan. on Go ee oe | ermpadbe i a 
28,000,000 cars over 5 years old now in use, with the present possibility of cut- O _— eg See tan call ito 8 “ouitionl “sherlaee of robber ) th 
backs in the manufacture of new cars, provide a huge national refinishing poten- cee ae en | products in the U. S. this summer " 
tial. You can cash in on your local area’s share of this potential by putting the which would handicap the defense : 
: aac , ‘ Ne ene ae eae maa ‘ effort and disrupt transportation T 
Brake Shoe factory-method finishing plan to work in your neighborhood. |and industrial systems. : 
Brave Ce¥dwintinceeecesedenaces He said the government should §— ™ 
WHAT EQUIPMENT WILL YOU NEED? —— permit greater use of rubber by ine 9 & 
1. The mobile, infra-red Auto-Bake oven, that and distributing it exceptionally evenly. - dustry now, “when benefits can be be 
1 dries a showroom finish to granite hardness in 3. A standard packaged spray booth to prevent CE Le OCCT Co |obtained rather than later when JF ag 
| 30 minutes. dust and turn out jobs cleaner and safer, is a. ie : i |damage may have already oc- § m 
} 2. The Micro-Spray gun, which sprays an extra- often a profitable investment. ATE sss sconces FONE» + EMRE 00 « | curred.” i; 
smooth finish by atomizing paint extremely fine a a A a a ii | For the year 1951 as a whole, 9 1K 
| Newman predicted there would be § th 
KELLOGG DIVISION, O4HUMBOLDT ST., ROCHESTER 9, N.Y. - DOMINION BRAKE SHOE COMPANY LTD., NIAGARA FALLS, ONT. |a surplus of 500,000 tons of rubber | Fc 
|for world supply. 80, 
eee y i 
i th 
Pp Re eee | ee ee | | | | Fullerton Ctiane Building 80, 
; | Hart Fullerton (Hudson), Santa | ( 
Monica, Calif., opened a new sales | 80 
and service building at 1601 Santa § Pils 
Monica recently. ; Pe 
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Getting Em Back Really Pays Off for Dealer Shops . . . 


‘Repeats’ Mean Higher Profits 


(Continued from Page 38) 


the owners have this work done in 
a shop. 
+ aa & 

| peony battery replacement is 

among owners of cars which 
have seen from 40,000 to 60,000 
miles. In this mileage class, 57.8 
of the owners have replaced a bat- 
tery. The survey indicates that a 
relatively high percentage of own- 
ers replace batteries approximately 
every 20,000 miles, while only 26 
percent of the owners of cars hav- 
ing gone 20,000 or less miles have 
bought new batteries. Over one-half 
of all other groups came into the 
battery market at 20,000-mile in- 
tervals. 

Between 20.000 and 40,000 miles 
53.1 percent of the owners bought a 
new battery, 57.8 percent between 
40,000 and 60,000 miles, 52.9 percent 
between 60,000 and 80,000 miles and 
54.9 percent over 80,000 miles. 

Brake relining is another serv- 
ice that seems to fall in about 
20,000-mile intervals. Only 9.2 
percent of the owners with mile- | 

ages under 20.000 had their brakes 
relined, but 53.1 percent bought 
this service between 20,000 and 

40,000 miles, 26.7 percent between 
40,000 and 60,000 miles, 28.8 per- 
cent between 60,000 and 80,000 
miles and 29 percent with cars | 
that have gone over 80,000 miles. | 


Shock absorbers evidently last 
somewhere between 60.000 and 80,- 
000 miles. It is in this mileage 
spread that the largest percentage 
of owners (13.5 percent) come into 
the market. Almost 4 percent buv | 
new shocks under 20,000 miles, 5.6 
percent between 20,000 miles and 
40,000 miles. 9.3 percent between 40,- 
000 and 60,000 miles and 10.9 percent | 
after the car has gone over 80,000) 
miles. 


* * * 


PARK PLUGS seem to have! 

dropped into the “five and ten” 
bracket—5,000 miles between clean- 
ing and 10,000 miles for replace-| 
ment. An average of 30.9 percent 
of owners have their spark plugs 
cleaned at 5,000 miles and 37.8 per- 
cent replace at 10,000 miles. 

Older cars, however, seem to re- 
quire spark plugs more often, since | 
9.4 percent of owners of cars with 
60,000 to 80,000 miles and 9.5 percent 
with over 80,000 miles need plug 
replacements at less than 5,000-mile 
intervals. Better than 9 percent of 
the 80,000-or-more miles cars need 
replacement at 5,000 mile intervals. 

Despite many factory recom- | 
mendations, less than 10 percent | 
of all owners drive their cars | 
over 2,000 miles without changing 
oil, and oil changes are one of 





the services that most dealers | 
neglect selling. 
The survey shows that more driv- 
ers change oil at 1,000-mile inter- | 
vals than at any other. Almost 42} 
Percent of all owners change oil | 
every 1,000 miles, 18.9 percent everv 
2,000 miles, 13.2 at 1,500 miles and 
10.1 between 1,000 and 1,500 miles. 
Only 2.9 percent change between 
2.000 and 3,000 miles, and 6.5 per- 


cent drive 3,000 miles without 
changing oil. 
Thus, it is seen that the oil 


change habit is pretty well set with 
41.9 percent changing at 1,000 miles 
and 42.2 percent somewhere be- 
tween 1,000 and 2,000 miles. Never- 
theless, 7.7 percent of owners of 
cars that have gone between 60,000 
and 80,000 miles change more often 
than every 1,000 miles and 8.7 per- 
cent of the cars that have gone 
over 80,000 miles get oil at under 
1,000 mile intervals. The average oil 
change period for cars in both of 
these groups is at the 1,000-mile 
average, 
* * * 

THE average oil change for cars 

_ that have gone under 20,000 
miles is somewhere between 1,000 
and 1,500 miles. For cars that have | 
between 20,000 and 40,000 the aver- 
age oil change period is at 1,500 
miles. 

The period drops back to between 
1,000 miles and 2,000 miles on cars 
that have gone 40,000 to 60,000 miles. 
For cars that have gone 60,000 to| 
80,000 miles it falls back to every 
1,000 miles, the same as it is for| 
those that have wheeled more than | 
80,000 miles, 

Oil changes and usage seems to | 
go hand in hand with the need for 
Piston re-ring jobs. Better than 15| 
Percent of cars in the 40,000 to 60,- | 





000 mile bracket last year had to 
have ring jobs, as did 17.6 percent 
of those with from 60,000 to 80,000 
miles and 20.2 percent of those with 
over 80,000 miles on the speedo- 
meter. 

Seat covers seemingly are sold 
to owners at 20,000-mile intervals, 
according to this survey, made by 
Collier’s magazine. It shows that 
40.1 percent of owners bought 
seat covers before their cars had 
gone 20,000 miles, 22.8 percent 
bought at from 20,000 to 40,000 
miles, 25.8 percent at from 40,000 
to 60,000 miles, 25 percent at from 
60,000 to 80,000 miles and another 
25 percent for cars with over 
80,000 miles. 

Upsetting the theory that the ma- 
jority of spotlights are sold on cars 
when new and the item can be add- 
ed to the time-payment paper, this 
survey indicates that the peak of 
spotlight sales occurs when the car 


|} has been driven between 20,000 and 


40,000 miles. 


The peak for fog lamp sales oc- 

















with action-flasher 
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YOUR CO 


MAKE QUICK, EASY SALES! 


CASH IN, AS NEVER BEFORE, 
ON THE HUGE CAR-LIGHTER 
REPLACEMENT MARKET! 


Surveys show 3 out of 5 car owners have Lighters 
that are burned out, lost or stolen. This compact, 
colorful counter and window display, complete 


costs only 2% cents per month to operate day 
and night — yet tests show it rings up record- 
breaking sales every day in the week! 


WITH EACH “Ze CASCO 
LIGHTER DEAL No. L 500 


CONSISTING OF: ° 
VIS-O-LITE ILLUMINATED $ 
LIGHTERS 2'5 


CASCO “POP-OUT” 
REPLACEMENTS 


CASCO REPLACEMENT 
HEATING ELEMENTS 


YOUR SELLING PRICE *315° 


curs on cars with 40,000 to 60,000 
miles on them. Most horns, how- 
ever, are replaced when the car has 
80,000 or more miles on it. 
of + * 

— two high points for sale of 

motor oil additive are when the 
car has between 40,000 and 60,000 
miles and when it has gone over 
80,000 miles, 13 and 13.1 percent, 
| respectively. 

Almost a fourth of the owners, 
23.5 percent, have had to replace 
|the fuel pump in their present car. 
|The average car for which this re- 
placement was necessary had trav- 
eled approximately 20,000 miles be- 
fore replacement became necessary. 

Only 4.7 percent of owners of 
cars driven less than 20,000 miles 
bought new fuel pumps, and the 
percentage ranged upward as to- 
tal miles increased. It reached 
54.8 percent with owners of cars 
that had gone 80,000 miles or 
more. 

Oil filter changes are highest 





and new type illumination, 


Retail 
Price Ea 


$150 
$100 


Tesco eee 


YOUR PROFIT..... *12°° 
YOU MAKE A BIG 40% PROFIT 


and get a valuable, illuminated flasher 


display .. .PLUS 


sales-making advertising material. . FREE 


Nt OL 


For 


Casco Products Corporation * Bridgeport 2 Conn. 


new and unusual automotive accessories 


a complete kit of other 
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Hoffman-Carpenter Honored— 

Hoffman-Carpenter's service department in the new Studebaker home at Washington and 
Figueroa in Los Angeles was recently cited by the factory with a Certificate of Merit. Left to 
right, hanging the citation on the service room wall are Clyde Riley, regional manager; 
M. J. Weilenman, service manager for Hoffman-Carpenter; John E. Van Sant, general super- 
intendent, and L. E. Minkel, sales manager of Studebaker's Pacific division. Hoffman-Car- 
penter is successor to Paul G. Hoffman Co. 


among owners who change every 
5,000 miles, although 12.4 percent of 
the owners do not change car- 
tridges until they have driven 10,- 
000 miles. Another 12.5 percent 
change every 2,000 miles, 8.6 percent 
say they change at indefinite pe- 
riods, or never. Only 8.5 percent 


ae | 


hal 


\ 
A al 
ae 


Q 4g 





claimed they had no oil filters on 
their car. 

The survey covered owners who 
had bought 56.3 percent of their 
cars new. Average mileage on the 
cars surveyed was 41,572 miles, and 
the owners drove an average of 9,- 
986 miles each year. 
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GM Institute 

Elects Mann 
FLINT.—The board of regents of 

General Motors Institute, at its first 


meeting following seating of new 


members, has 
elected George 
Mann jr., general 
manager of AC 
Spark Plug, as 
chairman of the 
board, and Ed- 
ward B. Newill, 
general manager 
of Allison, as 
vice-chairman. 
Mann succeeds 
Cyrus R. Osborn, 
group executive 
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Guy R. Cowing, president of Gen- 
eral Motors Institute. 

New members of the board of 
regents are: Don E. Ahrens, gen- 
eral manager of Cadillac; B. A. 
Dollens, general manager of Elec- 
tro-Motive; Roger M. Kyes, gen- 
eral manager of GMC Truck & 
Coach; Mason M. Roberts, general 
manager of Frigidaire; Paul H. 
Rutherford, general 
Deleo Appliance, and Jack Wolf- 
ram, general manager of Oldsmo- 
bile. 


Russell Co. Production 


Reaches New High 


MIDDLETOWN, Conn.—Produc- 
tion of Russell Mfg. Co. here, pro- 
ducer of brake linings and clutch 
facings, is at its highest rate since 


of GM, and also will take over as|World War II, according to G. M. 


chairman of the executive commit- 
tee of the board. Other members 
of this committee are Osborn, 
Newill, Harry B. Coen, Thomas H. 
Keating, John F. Gordon, all vice- 
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Williams, president. 

This has been made possible by 
improvements in facilities: and 
equipment effected during recent 
years, Williams said. New plants 
have been opened at Bennettsville, 


SEAT CUSHIONING 
LEADING CARS 





Austin, Tex., Auction Opened 


By Derby and Osborne 


AUSTIN, Tex.—Sales at the new 
Central Texas Auction Sales here 


manager - Of | will be conducted every Wednesday | 
at noon, according to the owners, | 


G. W. Derby and J. S. Osborne. 
The sale is conducted at 4001 
San Antonio highway by Auctioneer 
Wayne Cook. Numbers are reserved 
and dealers are admitted by pass 
only, the owners explained. 
* * x 


Six Charged with Murder 


Of Southern U. C. Dealer 


NEW ORLEANS.—Six men have 
been charged with murder follow- 
ing the fatal beating last June of 
Henry Stern, used-car dealer here. 

Stern was beaten during a $76,000 
robbery, it was disclosed, and died 
as result of his injuries three days 
later. The men are Harry Widger, 
Hubert Teuton, Hugh Carter, Jo- 
seph Bagnola, Anthony Maenza and 
Leo Rugendorf. 

* 


* 


Charter Granted 


Amarillo Auction 


AUSTIN, Tex. — The Amarillo 
Auto Auction Co., Inc., Amarillo, 
Tex., was recently chartered here 
by Jack SoRelle, Paul McClure and 


. 


Marian Zell SoRelle, according to | 
records at the secretary of state’s| 


office. 

Three others also listed were 
Metzler Motor Co., Houston. char- 
tered by J. W. Metzler jr., Frances 
D. Metzler and J. W. Metzler; 19th 
and Texas Motors, Inc., Lubbock, 
Tex., chartered by Hub K. Jones, 
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T. O. Murphy and Richard A. Jen- 
| nings, and Otero Motor Sales Co., 
|El Paso, chartered by Thornton 
| Hardie, William Hardie and R. H. 
Feuille. 


* 


+ * 


Fraud Charges Dropped 


For St. Louis Dealers 

ST. LOUIS. Fraud charges 
against two local used car dealers 
were dismissed here by Circuit 
Judge Harry F. Russell when a 
representative of the circuit at- 
torney’s office informed the court 
he was not ready for trial. 

The dealers, Charles Weinroth 
and Sol Derman were indicted in 
1948 on complaint of General Fi- 
nance Corp., which charged they 
borrowed $17,490 to buy 17 used 
cars, but sold the cars without 
making payments. Three _ indict- 
ments each were returned against 
the pair, partners in Merit Motor 
Sales Co., charging them with ob- 
taining $6,000 in the sale of mort- 
| gaged cars. 


Auto Soccer 
Bumping Season Opens 


In Pennsylvania 


HATFIELD, Pa. — The Eastern 
State Hurricanes met the Quaker 


|the season for automobile soccer. 


jand weighs 100 pounds. The cars 
|are stripped down and cage en- 
closed. 

Four cars compose a side, and the 
protective cake over their head pro- 
tects them when the car is over- 
turned. The game is played in a 
| 200-yard area laid out in the infield 
of the speedway there. 





28 Fords Retire 
From Postal Jobs 


MIAMI, Fla.—The “tin lizzies” of 
the post office here are being re- 
tired. Twenty-seven mail trucks, 
mostly 1928 Fords, are being re- 
placed by new models. 

Postmaster Samuel R. Valliere 
said the new trucks all will be in 
operation on outlying city delivery 
routes, 


New York U rged 
To Delay Action 
On Truck Tax 


| BUFFALO.—The Empire State 
Petroleum Assn. attacked New York 
State’s weight-distance tax law at 
it’s convention here, and adopted a 
|resolution recommending immedi- 
j}ate suspension of the law. 

The next session of the legisla- 
ture should repeal it, the associa- 
tion said. 

Holding that the law is impos- 
sible to enforce and administrate 
impartially, the association branded 
it “an ill-advised and ill-considered 
piece of legislation.” 

“It jeopardizes the friendly rela- 
tions of the state with adjoining 
States, and invites retaliation,” the 
resolution said. The tax is sched- 
uled to go into effect Oct. 1. 

As it stands, the law imposes a 
weight tax on the operation of all 
motor transport vehicles on the 
state highways on a per mile basis. 

At the meeting, Thomas W. 
Phelps, assistant to the chairman 
of Socony-Vacuum Oil said that the 
petroleum industry expects to 
spend $15 billion for expansion in 
the next nine years. 


| 5 alt oa 
' Three Decades 
Ford Dealer Wilson 


Oldest in Seattle 
Harry L. Wilson, of Wilson Mo- 
|tor Co. (Ford), 5433 Leary Ave., 
Seattle, has just celebrated his 30th 
|year as a Ford dealer. 








| Wilson bears the distinction of 
jnot only being the oldest Ford 
dealer in Seattle, but is also the 


only dealer in Seattle to have held 
a dealership franchise continuously 
without interruption for 30 years. 


The first car sold by the company | 
was a 1921 model T touring car, | 


less starter, with clincher tires, and 
selling for $742.88 . . 
or excise tax. This car was 
to John Frederic jr., who lived at 
1608 N. 37th. 


|City Quads here recently to open| 


The ball is rubber, six feet tall, | 


. and no sales | 
sold | 








A truck driver collided with a 
bear near Idaho City. 


Rubber-Fabric Drum 

NEW YORK.—U. S. Rubber Co. 
has developed a new 55-gallon syn- 
thetic rubber-fabric drum, suitable 
for shipping liquids, which can be 
| collapsed after emptying, is return- 
able and reusable. Limited quanti- 
ties are already being produced for 
essential uses in the petroleum and 
liquid chemical fields. 





Need a merchandising pick-me-up? You'll 
find helpful pointers in Bob Finlay'’s Mer- 
chandising Memos column in AUTOMOTIVE 
| NEWS. 
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LAS-STIK’S THE LEADER in the 


polishing cloth field—a better prod- 
| uct than ever now with SILICONE 
|added to the impregnation, There’s 
| EXTRA VALUE in this big, heavy- 
nap flannel cloth with stitched edge, 
| in serviceable metal container. Fine 
for furniture, too. If jobber can’t 
supply, order direct from: Las-Stik 
=~ Co., Hamilton, Ohio, 
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WAX-TREATED 


‘POLISHING CLOTH 


FOR AUTOMOBILES AND FURNITURE 
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NATIONALLY REPRESENTED BY 
HEARST ADVERTISING SERVICE 


A HEARST NEWSPAPER 








By George Deery 

Associate Editor 
A prediction by a _ publication | 
if economist and the latest available 
it figures from Printers’ Ink back up 
the opinion that advertisers are 
HH taking advantage of today’s mar- 
Ul ket conditions. 
i “Even the murkiest crystal 
| ball” could reveal nothing but 
Hit increased advertising expendi- 
tures in all fields, keyed to the 
increased amount of money avail- 
; able in consumers’ hands, whether 
the economy turns or not to full 
mob! ” Richard Glenn Cet- 
tell, economist for Time, Inc., told 
the National Assn. of Magazine 
if Publishers. It held a meeting re- 
it cently in Mount Pocono, Pa. 
i Bigger ad budgets for both 1951 
and 1952 were forecast by Get- 
tell. 
; National advertising in newspa- 
i pers rose 14 percent in April over 
March and 6 percent over. April, 
1950, says Printers’ Ink. This is a 
turnabout in a slightly downward 
trend for two months. 
| The general index was up 4 per- 
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AN OUNCE 
OF LEAD 


Affecting Factories and Dealers . . . 
Auto Advertising 











cent in April over March and 22 | 

percent ahead of April a year ago, 

the magazine states. 
* * 


For L-M Dealers 


A new publication— the Lincoln- 
Mercury Messenger—is being dis- 
tributed to dealers and salesmen, 
according to Robert F. G. Copeland, 
advertising and sales promotion 
manager. To be sent bi-monthly to 
every dealership in the country, it | 


* } 





features illustrated articles telling | hunters, fishermen and other sports-minded prospects. The doors of the Nash Ambassador were 


how successful retailers develop | 

profitable new-car, used-car, service ee 

and parts departments. 
* * * 


Ford Switches PR Men 

Ford Motor’s western regional 
public relations office in Richmond, 
Calif.. was transferred to Los An- 
geles on June 1, according to 
Charles E. Carll, director of public f th 
relations. W. Barry McCarthy, who - Rcag peel staf? member © ” 
has been manager of the regional . @* 


office for the last two years, will 
continue in that capacity at Los Omaha Dealers in Papers 
The Omaha Zone Chevrolet 


Angeles. 
A branch office will remain in' Dealers Assn. is using daily and 


Richmond, with Ralph Gordon in 
|charge. Gordon has served as as- 
sistant public relations manager 
under McCarthy. Hugh Ralston, 
who as an assistant to McCarthy 
has been in charge of the Los 
Angeles office, is being transferred 


| The Most Vital Service 


eee 


CAN SAVE 
POUNDS 
OF RUBBER 


removed to point up the bed feature of Nash cars for outdoor activities. 





| Traffic Stopper in Gainesville, Fla.— 


The sportsman's window display of Gainesville Nash Motors attracted wide attention among 


weekly newspapers for the first 
time in its history to afford local 
coverage and community prestige 
for dealer members in a current 
campaign designed to stimulate 
service activity. The campaign is 
being handled by Langhammer ¢& 
Associates, Omaha. 


An important feature of the 
campaign is that a part of each 
advertisement is devoted to a 
public relations message pointing 
up the valuable contribution a 





Chevrolet dealer 











makes to the 
economy and livelihood of his 
community. Names of dealers are 
to be set in the ads by news- 
papers—so as to give the cam- 
paign more impact at the local 
level. 





+ * * 


Cites Magazine 

Friends Magazine, published for 
Chevrolet owners with a monthly 
circulation of 1,400,000, has won a 
position in the highest award group 
-|in the annual competition of the 
International Council of Industrial 
Editors. 


The award was presented at the 


council’s annual convention in Chi- 
cago to John H. Warner, editor of 
the magazine, 
achievement scroll from officials of 
| the council. 


who accepted the 


* * * 


Promoted at Crowell-Collier 


Robert T. Messler, E. P. Sey- 
mour and A. A. Schechter have 
been named vice-presidents of 
Crowell-Collier Publishing. Mess- 
ler is director of circulation and 
a member of the board. 

Seymour, also a member of the 
board, is director of advertising 
sales. Previously, he was adver- 
tising manager of Woman’s Home 
Companion. 

Schechter joined the executive 
staff of the firm last fall. He is 
in charge of public relations ac- 
tivities, and was formerly a vice- 
president of Mutual Broadcasting 


System. 
* * 7 


‘UAW Seeks TV Outlet 


The UAW-CIO will make applica- 


tion to the Federal Communications 
Commission for a Detroit area tele- 
vision channel, 
|nounced by UAW-CIO President 
Walter P. Reuther. While the ap- 
plication is pending, Reuther said, 
the UAW will televise a weekly 
|documentary program 
| facilities of WWJ-TV, Detroit, be- 
|ginning June 19. The program will 
be produced by Guy Nunn, UAW 
news commentator, and will be tele- 
| cast each Tuesday at 7:30 p. m. 


it has been an- 


Over the 


The executive board also voted to 


recommend to a meeting of UAW- 
CIO Broadcasting Corp. of Ohio 
that it seek permission from the 


| FCC to suspend operation of radio 


station WCUO-FM in Cleveland. 


* * * 


No Suspension 


“Suspense” 


Electric Auto-Lite’s television 
show will continue 
uninterruptedly throughout the 
summer season, Royce G. Martin, 
president, said. The Tuesday 
night show, which has won nine 
major popularity awards, thus 
becomes one of the first of the 
major TV shows to omit the 
usual warm weather hiatus 


period, the company states. 
* a” * 


Promoted 


Ross Roy, president of Ross 
Roy ad agency, has announced 
the election of John L. Thornhill 
and William W. Shaul as vice- 
presidents, Thornhill is account 
executive on the Dodge truck 
account, Shaul recently was 
named copy chief for all sales, 
service, and industrial training 

(Continued on Page 51, Col, 1) 










better buy 


ayy Tite-Fit Tubing, too 


This versatile 
packaging ma- 
terial saves labor, 
time and mate- 
rial. Ask about 
Bemis Tite-Fit 
Tubing. 


Bemis 
America's 

No. 1 Bag Maker 
and Burlap Importer 
DETROIT « Brooklyn 
Chicago « Boston 
Indianapolis 
New Orleans 






> Also Offices in Other A 
Principal Cities Je 
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Affecting Factories and Dealers . . . 
Auto Advertising 
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(Continued from Page 50) 


materials produced by the 
agency. 

Thornhill, a native of Cleve- 
land, has been with the agency 
since his graduation from the 
University of Michigan in 1940. 
Shaul has been with Ross Roy 
since 1946. Prior to that, he was 
a district manager for DeSoto at 
Syracuse, N. Y. 

* + + 


Keeps Plugging 

Seiberling Rubber is continuing 
to push its sales and advertising 
campaigns despite the tight supply 
of tires and tubes. The company’s 
salesmen, backed by the bulk of 
Seiberling’s advertising budget, are 
helping dealers promote a “tire 
care” program the organization de- 
veloped early this year. 


The campaign, outlined in detail 
to key men in the Seiberling. sales 
force last month, concentrates on 
helping motorists take care of their 
tires and make them last longer. 

* * o 


Ewald Pinch-Hits 
Henry T. Ewald, president of 


Clark Heads List 


In Comm. Credit 
Personnel Shifts 


BALTIMORE.—Heading up a list 
of personnel changes approved by 
Commercial Credit, Clayton  S. 
Clark, former manager at Fresno, 
Calif, has been appointed vice- 
president and division manager for 
the corporation in the Salt Lake 
City area. 
Driggs, resigned. 


T. B. Knox jr., former credit 
manager at the Atlanta division, 
has been promoted to assistant di- 
vision manager at Pittsburgh. Knox 
succeeds C. L, Pattishall, trans- 
ferred as assistant division man- 
ager to Greensboro, N. C. 


B. L. Carpenter, former unit 
manager at Pueblo, Colo., has been 
promoted to district representative 
at Omaha. L. H. Garrison, former 
unit manager at Kansas City, has 
been promoted to office manager at 
Omaha. 


J. F. Crawford, 
manager at Omaha, has been pro- 
moted to district representative at 
Shawnee, Okla. R, D. Johnson, for- 
mer unit credit manager at Minne- 
apolis, has been promoted to man- 
ager at LaCrosse, Wis. G. E. 
Schaumberg, former unit manager 
at Minneapolis, has been promoted 
to district representative at Man- 
kato, Minn. 

R. L. Lyons has been made office 
manager and J. W. Ingram, district 
representative at Minneapolis. Ly- 
ons was formerly district represen- 
tative at Minneapolis, and Ingram, 
unit manager at St. Paul. H. E. 
Bank, former office manager at La- 
Crosse, Wis., is now office manager 
at St. Paul. J. W. Ingram is dis- 
trict representative. 

D. W. Egbert, former unit man- 
ager at Syracuse, N. Y., has been 
promoted to district representative 
at Binghamton, N. Y. B. A. Bristol, 
former manager of the Toledo of- 
fice, has been promoted to district 
representative at Toledo. R. W. 
Fenner succeeds Bristol as office 
manager. Fenner was formerly unit 
manager at Muskegon, Mich. 

C. E. Tucker, former unit man- 
ager at Miami, has been promoted 
to office manager at Lakeland, Fla. 
W. W. Harris, former unit man- 
ager, has been promoted to district 
representative at Little Rock, Ark. 
R. E. Walton, former unit manager 
at St. Louis, has been promoted 
and is now manager of the Quincy 
(Ill.) office. 


A. J. Marion, former | assistant 
manager, has been promoted to 
Manager of the Fresno (Calif.) 


office. H. E. Nace, former assistant 
Manager at Evansville, Ind., has 
been promoted to manager at 
Bloomington, Ind. C. A. Temme 
has been promoted to district rep- 
resentative at Evansville. Temme 
was formerly unit manager at 
Evansville. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMO- 
TIVE NEWS WANT ADS! Are you? 





Clark succeeds V. B.| 


former office | 





Campbell-Ewald, ad agency, will 
write a series of articles for the 
column of Leon Pinkson, auto ed- 
itor of the San Francisco Chron- 
icle, in July and August. Pinkson, 
San Francisco correspondent of 
Automotive News, will be absent 
for an annual visit to the auto 
centers in the East and Midwest. 


* * * 


From A. O. Smith 


Product Service division of A. O. 
Smith Corp., 8312 S. Chicago Ave., 
Chicago 17, has begun distributing 
a new motor service bulletin printed 
in colors. The flyer shows all A. O. 
Smith-authorized motor service sta- 
tions in the country. 

* * + 


More About R.O.P. Color 


As a supplement to its 190-page 
book on run-of-press color a year 
ago, the Milwaukee Journal is 
distributing a brochure with 


further information on this proc- 
ess. 

C. R. Conlee, promotion man- 
ager of the Journal, states that 
“Faperimentation to increase the 
efficiency of process color has 
continued here at the Journal 
with the result that a new full 
color engraving method has been 
developed which shortens pro- 
duction deadlines and offers time 
and money-saving advantages in 
color preparation.” 

The three-color process is 
available to other newspapers, he 
added. 


x ¥ * 


Names 


Brooke, Smith, French & Dor- 
rance, ad agency, has announced 
the additions of Louis Kennedy, 
Francis O’Niel, Norman Traynor 
and Vincent C. Young jr. to its 
creative staff. 

Appointment of Harry C, Stalley 
as senior art director of Ross Roy, 
Inc., ad agency, has been an- 
nounced by John W. Hutton, art 
vice-president. 

Appointment of Maurice L. Platt 
as advertising manager of the 
Camden (N. J.) Courier-Post has 
been announced by Mrs. Harold A. 
Stretch, publisher. 

Homer F. Magers has joined 





Features Scottish Band at Opening— 

George W. Fry, Studebaker dealer in Los Angeles, hired a bagpipe and drum band to play 
at the opening of his new building at 4229 Leimert Bivd. The kilted musicians symbolized the 
thrift of Studebakers, Fry said. C. K. Whittaker, Studebaker vice-president who heads the 


Pacific division, attended the opening. 


Ross Roy ad agency, as assistant 
manager of the technical art sec- 
tion, John W. Hutton, art vice- 
president, has announced. 

John W. Blough has been named 
director of promotion of the Bu- 
reau of Advertising, American 





Newspaper Publishers Assn., as 
John C. Ottinger jr., the bureau’s 
promotion head for the past four 
years, moves into the newly created 
post of director of sales develop- 
ment, according to Harold S. 
Barnes, the bureau’s director. 








Profitable Filter and Cartridge Sales COME QUICK 
When Dealers Display the WIX Merchandiser 


The sensational WIX Merchandiser Cabinet is 
the powerful sales magnet that PULLS filter 
service profits to Dealers. Everything needed 
to make fast, frequent sales is right at the 
fingertips . . . a lively stock of WIX Replace- 
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ment Cartridges—with the great new filtrant 
WIXITE, Identification Chart to spot the filter 
on the car being serviced, Price List and Cata- 


log—ALL in ONE complete, 


Even a shelf for canned oil. 
selling force to work for you . 


tion and attracts sales. 3 


WIX ACCESSORIES CORP'’N. 
CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 11 Wabash Ave., Toronte 3, Ont. 
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Dealers Warned of ‘Haphazard’ Methods. . . 
Cost Accounting Advice 


DETROIT. — Uncertainty of fu- “accounting becomes an invaluable 


ture automobile production and 
mounting war economy are strong 
signals for auto 
dealers to begin 
“controlling,” not 
just cutting ex- 
penditures, ac- 
cording to F. H. 
Hass, president of 
the Detroit chap- 
ter of the Nation- 
al Assn. of Cost 
Accountants, 

“As production 
and automobile 

F. H. Hass sales volume de- 
cline, so must the dealer’s overall 
expenses,” Hass said. “Facing the 
challenge of the future with hap- 
hazard accounting methods may 
preve disastrous for the auto 
dealer.” 

Hass said expenditures can be 


carefully planned and controlled 
by sound accounting systems. 





tool which can help the dealer 
through this period of emergency 
and beyond. Delving into every 
phase of his business on a cost and 
profit basis, the dealer can budget 
his entire organization on a sure- 
footed, economical basis.” 


Dealers’ expenditures, he pointed 
out, generally are spread over four 
major departments: new-car sales, 
used-car sales, service department, 
and parts and accessories. Each of 
these divisions, he added, with its 
personnel and equipment, requires 
accounting controls that require 
periodic analysis for efficient opera- 
tion of the business. 


“A dealer can walk through his 
service shop and see his mechanics 
and equipment at work, without 
seeing whether he is making a 
profit or losing money,” Hass said. 

“He can look over used-car stock, 
without seeing how much money 
he is spending for reconditioning 





“Realistically applied,” he said,|or whether he is selling cars for 





making friends 
for your brand 





MONTH AFTER MONTH, millions of 
car owners are reading today’s 
most potent oil sales message — 
“Keep The Power You Bought”. 


The Pennsylvania Grade Crude Oil Association is pre-selling 
your best oil customers with a consistent national advertis- 
ing program timed to capitalize on the steadily increasing 


interest in engine care. 


Motorists everywhere are so/d on the superior qualities of 
100% Pure Pennsylvania Motor Oil. They will buy your 


brand if you will let them know where to buy. 
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influence buyers 
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more or less than he paid. Neither 
will his walk show how much he 
is spending for expenses or whether 
it is too high in relation to the 
sales volume. Nor can he _ see 
whether he has enough capital and 
whether he is using it to the great- 
est advantage.” 

In order to answer these and 
many other important questions, 
Hass said, the dealer should make 
more use of the financial state- 
ment prepared by his bookkeeper. 
“The dealer should bear in mind 

that while the financial statement 
is the end of all accounting, it is| 


"7 


E & L Chevrolet Opens— 





Sie eoescths alge ec omage “ee: ata 


the beginning of good business| 5.5. willis officially opened the new E and L Chevrolet building at Kittanning, Pa., by 


management. 
ing details can be left to a compe- | 
tent accountant, the dealer must be | 
able to interpret and weigh facts} 
revealed in the financial state- 
ment.” 

Hass said many intelligent deal- 
ers, otherwise well equipped, fail 
to make a profit because they do 
not, or cannot interpret fully the 


warnings shown in their monthly 
financial statements. 

He said dealers should not delay 
instituting a system of accounting 
which will give them a complete 


picture of their operations and 





AT THE POINT OF SALE... with 


this new hard-selling 
sales promotion package. 


For your protection, only oils made from 100% Pure Penn- 
sylvania Grade Crude which meet our rigid quality require- 
ments are entitled to carry this emblem, the registered 
badge of source, quality and membership in our Association. 


| PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Oll City, Pennsylvania 


Make the national advertising on Pennsylvania oil 100% 
effective at your cash register by using the sales-building 
items in this package. If you haven’t already seen it, con- 
tact your Pennsylvania oil supplier. 





Although bookkeep- | snipping the ribbon across the main entrance as her dad, dealer Edwin H. Willis, looks on, 
More than 2,000 quests visited the open house. 


management, having the _ book- 
keeper post the previous day’s 
record each morning. 

After studying his financial 
statement at the month’s end, the 
dealer can base future expenses 
on past performance, Hass said. 
With good judgment, he can 
readily forecast for the coming 
month, thereby controlling ex- 
penses to get maximum benefit 
for every dollar spent. 

Hass said the dealer must con- 
stantly be on the alert for the 
warning signals that may appear 
on his financial statements and 
take immediate action to remedy 
weaknesses they disclose. 

In earlier days, industrial cost 
accounting, Hass recalled, was con- 
cerned primarily with the recording 
of historical facts. Most of this 
information was compiled too late 
to enable management to take the 
necessary corrective steps in time 
to prevent losses, he said. 

The NACA, of which Hass heads 
the Detroit chapter, has a national 
membership of 27,000. Founded in 
1919, it has 105 chapters in the 
principal industrial communities of 
the U.S., Hawaii and Cuba, and 
has members in 50 countries, 


More Teamwork 
Recommended on 
Valve Lifters 


CINCINNATI.—Emphasizing that 
the use of hydraulic valve lifters in 
car engines has been highly suc- 
cessful, Harry L. Baker, of Esso 
Standard Oil Co., New York, said 
cooperative efforts of the automo- 
tive and petroleum industries 
| would eliminate marginal problems 
associated with their use that are 
greatly overshadowed by their ad- 
vantages. 

Addressing a session of the lubri- 
cation committee of the American 
Petroleum Institute’s division of 
marketing here, Baker pointed out 
that the current problem of hydrau- 
lic valve lifter noise includes “im- 
proper clearances in the lifters, 
contamination, mechanical failures, 
maintaining improper crankcase oil 
levels and deposits formed in criti- 
cal areas of the lifters.” 

To meet this problem, he added, 
all factors must be approached 
jointly, in relation to the others, 
including “mechanical design, OP- 
erating conditions, fuel quality and 
lubricating oil quality.” 

Being extremely sensitive to dirt 
and contamination, hydraulic valve 
lifters, to function normally, re- 
quire regular attention to the serv- 
icing of air cleaners, Baker advised. 
For the same reasons, oil filters 
must be serviced regularly and 
crankcases drained of oil fre- 
quently. 

To assure control of engine de- 
posits that might interfere with 
normal operation of hydraulic valve 
lifts, service station personnel 
should periodically check whether 
engine themostats function accu- 
rately and regularly clean crank- 
case breather systems, Baker advo- 
cated. Signs of leakage in the cool- 
ing system also should be promptly 
reported to the car owner. 





Vinyl for Metal Patent 


WASHINGTON.—A patent cov- 
ering the coating of metallic ar- 
ticles with vinyl plastisols has been 
issued to John W. Donnell and Ken- 
neth Tator and assigned to Indus- 
trial Lining Engineers, Inc., Pitts- 
burgh. The patent is No. 2,550,232. 
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Nash Dealer Third in Emporia... . 
Service, Satisfaction Hike Sales 


EMPORIA, Kans.—-Emphasis on 
service business and a definite pol- 
icy of customer satisfaction are the 
reasons given by Toms Motor Co. 
(Nash) for its gain in new and 
used-car sales over last year. 

The firm’s new-car sales are at 
least one month’s business ahead of 
last year, and the extra number of 
new cars sold is helping the used- 
car department by providing more 
traded-in cars, dealer F. M. Toms 
said. He added that his firm is in 


Mummifi ed 


Overseas Jeep Parts 
Sealed in Wax 


TOLEDO.—Jeep spare parts will 
be dipped in oil, swathed in cotton 
and dipped in wax before shipment 
to overseas Army bases, it has been 
announced by Willys-Overland, 

The process is being initiated this 
year, the company said, and it is 
thought will save the government 
several million dollars a year. 

First the parts are dipped in light 
oil and wrapped in cloth or paper. 
Then, one end of the package is 
dipped in wax, and moved along a 
conveyor until it is dry. Then the 
waxed end is picked up and the 
other end is dipped. 








dealers. 

Staying open evenings and 
Sundays also helped _ increase 
| sales, More deals are completed 
between 6 p. m. and 7 p. m. than 
during any other period, Toms 
said. 

Service business is hanging at 
100 percent absorption, Toms said. 
An increase is due soon when the 
body department, discontinued a 
| year ago, is reopened. 
| In the past year the service de- 
| partment has dropped only $50 un- 
| der 100 percent absorption on only 
| one occasion. 

Mechanics who do motor over- 
hauling work on a salary and per- 
centage basis so they can earn more 
and feel a personal responsibility 
for each job. Other mechanics work 
on a straight salary basis. 

Overhaul jobs, because of the 
number of associated operations, 
are the largest potential for gen- 





erating customer satisfaction or 
dissatisfaction, Toms said. 

A year ago the body department 
was discontinued and the work 
farmed out to another shop. The 
company plans to reestablish its 
body shop because having the work 














done outside does not provide a 
well-rounded service and _ profit, 
Toms stated. 

It was also found that a body 


The company said it was spend- 
ing $750,000 for conveyors and other 
equipment for “coddling” the Jeep 


parts. 





“GREAT UMBRELLA" Makes vite - Wakefield 


eee 





shown above is on the 


“GREAT UMBRELLA,” 
used car lot of Yemma Chevrolet in Wakefield, Rhode Island, John 


THE MCFARLAND 


Yemma, owner states: “Our twenty one foot ‘Great Umbrella’ has 
attracted much attention and favorable comment in our town, Many 
people have indicated to me that they admire its size and attractive 
appearance, At a recent Auto Dealers Association Outing I received so 
many enthusiastic comments on the umbrella and so many requests for 
information that I sent out as many of your information folders as I 
could to my dealer acquaintances.” You, like Mr. Yemma and other 
dealers, will find that the McFarland “Great Umbrella” will pay for 
itself many times over in increased sales on your lot. In addition to 
attracting attention and creating interest, it furnishes shade and shelter 
for your customers, salesmen and cars. You'll close more deals with a 
McFarland “Great Umbrella.” For complete information about the 
“Great Umbrella,” call, wire or write the McFarland “Great Umbrella” 
Co., Div. of McFarland Awning Corp., 742 S. W. 8th Street, Miami, 
Florida.__.Adv. 








FROM A PICK-UP WITH FEW USES 
















fw HYDRAULIC inn 


Make the pick-up trucks you sell serve many 
more uses and earn extra profits at the same 
time with the Converto picUPac, Quick instal- 
lation on any pick-up truck. Makes the con- 
verted vehicle stand up under the toughest of 
fast dumping jobs. Comes equipped with either 
manually operated or electrically driven, cab 
controlled Blackhawk Pump. 


Find out about the picUPac's hundreds of ap- 
plications. Ask your distributor for complete 


information! MANUFACTURING CO. 







CAMBRIDGE CITY, INDIANA 
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third place in sales by Emporia|shop was almost a necessity for re- 


conditioning its used cars. 

“The theory that you can’t please 
everybody is not believed here be- 
cause we are certain that we can 
please every fair-minded person,” a 
company spokesman said. 





Ceramic Coatings 
Said to Prevent 
Exhaust Rusting 


WASHINGTON. — Corrosion of 
metals and metal alloys used in 
engine exhaust systems can be ef- 
fectively prevented by three differ- 
ent ceramic coatings, according to 
the National Bureau of Standards. 

The bureau recently completed 
experiments on the corrosive ef- 
fects of lead bromide vapors. 

The ceramic coatings, NBS said, 
are commercially available. They 
were listed as NBS =“ A-417, 
A-19 and A-520. 

Lead bromide is present in the 
exhaust gases of all engines that 
use leaded gasoline as fuel, it was 
said, resulting from the inter-action 
of tetraethyl lead and ethylene 
dibromide, the active additives of 
leaded gasoline. 

In the NBS investigation, which 
tested five heat-resistant alloys, a 
small furnace was first heated to a 
high temperature. Batches of speci- 
mens were heated in the furnace) 
for a total of six hours. Each hour, | 
the parts were examined, and re- 





placed in the furnace. Every hour | 
also, a drop of chemically pure lead 
bromide was dropped in the fur- 
nace. 

Large differences in the resis-| 
tance of the several alloys to attack | 





by lead bromide reportedly were 
found, although all uncoated alloys | 
suffered some corrosion at all test | 
temperatures. 


Stockholder Sues | 


Twin Coach 


KENT, O.—Officers of the Twin 
Coach Co. have denied a _ stock- 
holders’ accusation that they 
“formed a new company to divert 
profits from Twin Coach stock- 
holders.” The accusation was made 
by Frank Benjamin of New York 
who said Twin Coach President 
Louis J. Fageol “conceived the 
plan to enrich himself at the ex- 
pense of the company.” 

Benjamin also filed a petition in 
Ravenna (O.) common pleas court 
saying that Twin Coach passed up a 
chance to make a new type of 
vehicle, a convertible coach, and, 
in turn, organized the Super 
Freight Truck Development Co. 
which got a government contract 
for 1,509 convertible coaches. Com- 
pany spokesmen denied the charges 
and President Fageol is reported 
as saying “I don’t think there is 
anything to it. I don’t know what 


Benjamin is trying to do.” 


Film Portrait 


Truck Drivers Star 


In ATA Movie 


WASHINGTON. —A new driver 
attitude film, “A Professional Por- 
trait,” is now available for free loan 
to all trucking concerns for show- 
ing both within and outside the 
industry, the American Trucking 
Assns. announced here. 


Produced by the Automobile 


| Manufacturers Assn., the 22-minute 


picture shows how truck drivers 
are trained to be the safest and 
most courteous drivers on the high- 
ways. 

Distributors of the 16-mm sound 
movie are the ATA, 1424 16th St., 
Washington 6, and the National 
Highway Users Conference, 952 Na- 
tional Press Bldg., Washington 4. 


Stamp Honors Detroit 

WASHINGTON. — Postmaster 
General Jesse M. Donaldson has 
authorized issuance of a_ special 
three-cent postage stamp to com- 
memorate the 250th anniversary of 
the landing of Antoine de la Mothe 
Cadillac at Detroit. 
























artillery pieces. The new lubricant 
simplifies the Army’s supply prob- 
lem because it replaces at least six 
different greases. The new grease 
has undergone extensive tests over 
the past three years, including one 
“Operation Greaseball,” which in- 
well in tropic heat or Arctic cold| volved a convoy of 12 trucks that 
has been announced by the Army./covered 20,000 miles of driving in 
It will be used on a all vehicles and | | varying climates. 


‘All-Weather’ 


Army Adopts New Grease 


For All Climates 


WASHINGTON.—Adoption of a 
new grease that performs equally 


Whenever you lift the hood... 


TIRE 


KRYLON-277 





SEALS, PROTECTS, WATERPROOFS 


ignition systems in 3 minutes’ spraying time... pre- 
vents battery-current leakage and spark plug gapping 


Every time you lift the hood ...every time you sell spark 
plugs, battery, or any ignition parts ... you can make extra 
dollars by selling ‘‘Krylon-izing.” 


Just spray Krylon—right from the can—on wiring, battery 
terminals and cables, spark plugs and spark plug wells, 
distributor head, ignition coil, starter and generator 
connections. That’s all! Cost of Krylon is less than 
40c per application—and 
you can charge $2.95 to 
$4.95 for the job! 


A few dollars puts you in 
the “Krylon-izing” business. 
And ‘“Krylon-izing’’ can 
bring you many profit dol- 
lars. For complete details of 
the Krylon plan, see your 
jobber or write us. 


KRYLON, Inc. 
Dept. 706, 2601 North Broad St. 
Philadelphia 32, Pa. 
Manufacturers of famous WINDSHIELD SEALZIT 
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FREE SALES HELPS! 


COLORFUL WALL BANNER — helps you 


sell the first job. 


“*KRYLON-IZE”’ TAGS — tie to distributor 


“ap; insure repeats twice a year. 


“SATURDAY POST” ADVERTISING 


— to help create sales for you! First: color 
half page, May 26. Next ad; June 23. 
Others to follow. 
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Top and sides of molded sponge GRAY 


rubber for extra comfort. Metal 
screws furnished for easy installation. 
LIST PRICE 
No. 200 Fabric and Viny! Covered 
$7.95 Pair 
No. 201 All Vinyl Covered $9.95 Pair 


ASK YOUR JOBBER 
eeeeeveee @ 


ARM 
RESTS 


MORTON SPECIALTIES CO., NORWALK, OHIO 
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Massachusetts’ house has killed 
a bill filed by Assessor Stephen D. 
O’Brien of Springfield seeking re- 
vision of the method of collecting 
motor vehicle excise taxes. O’Brien 
sought a return to the old system 
of having Tax Commissioner Henry 
F. Long provide local assessors 
with a book containing the values 
of all motor vehicles. Actual plac- 
ing of values would be done by the 
local authorities. Sa oa 


Excise Ceiling Fails 

An attempt to fix the auto 
excise tax at a $45 ceiling failed 
in the Massachusetts house. The 
bill was turned down by a vote 
of 4 to 31 after opponents 
claimed that cities and towns 
might lose a substantial amount 
of revenue. 


= > +. 
Silent Tagging Wins 
A bill to prevent “silent tagging” 
for automobile parking violations 
has been killed by the Massachu- 
setts house. The measure rejected 
would have required that actual 
tags be placed on vehicles. Rep. 
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James A. Burke said the proposal 
would allow “those familiar with 
politicians” to fix tags. 

* 


* * 


Load Law Enforcer 

A senate-approved bill giving the 
Massachusetts registry of motor 
vehicles authority to enforce laws 
relating to the weight of trucks 
and trailers has been passed by 
the house, Scales now under the 
control of the department of public 
works would be used as well as 
portable scale, 


Wis. Counties Insist 


On Road ‘Veto Power’ 


Opposition of county road de- 
partment leaders and county. gov- 
ernment officers in general again 
threatens the bill that would cancel 
the socalled “veto power” of coun- 
ties in the construction of state 
truck highways in Wisconsin. 

The bill will probably die, as it 
has died in previous sessions, be- 
cause county governments which 
are usually persuasive in legislative 


matters affecting county govern- 
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Dealer Fuller Sponsors Clambake— 

Alvan T. Fuller jr., president of the Massachusetts Motor Car Co., Boston, called the largest 
Dodge-Plymouth dealership in New England, was host to 135 employes at his summer home, 
Rye Beach, N. H., followed by an old-fashioned New England clambake at Wentworth by- 
the-Sea, Portsmouth. A boat trip to Portsmouth navy yard and the award of prizes to the 
sports winners completed the program. Officials attending were: Lewis B. Clay, general 
manager; Charles McNulty, truck sales manager; Joseph Van der Slice, parts manager; Ray- 
mond Hogue, service manager; Fred Chase, sales manager; and George Cartier, treasurer. 





ment insist upon retaining the | organisations have insisted that 
state-county partnership in the | state funds should be allocated by 
management of the state highway | the state highway commission with- 
system that has prevailed for dec-| out impediment, and without inter- 
ades, it is reported. 
Road user groups and taxpayer| Only through such freedom of ac- 








THEY BRING ALLEN SERVICE TO 
YOUR SHOP — 60 Allen Sales Engi- 
neers and over 200 Allen Trained 
Equipment Specialists keep your 
equipment and mechanics at highest 


efficiency. 





PROMPT AND ECONOMICAL RE- 
PAIR SERVICE — 50 Allen 
Centers and Parts Warehouses for 
fast service. Allen's famous ‘Loaner’ 
policy avoids costly exchanges. 





COMPLETE OPERATION IN- 
STRUCTION — Allen equip- 
ment is designed for ex- 
treme simplicity of opera- 
tion—Allen personal opera- 
tion instruction is thorough 
— Allen manuals answer 
every question. 


equipment. 


Service 


fees. 
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TRAINING CLINICS AND 
SCHOOLS — Allen keeps 
your personnel up-to-date 
on latest testing and servic- 
ing procedures. 


e 
SOCUCCE oo THAT'S WHY ALLEN IS THE 


FASTEST SELLING LINE OF EQUIPMENT TODAY! 


The best equipment in the world won't make a cent for 
you unless it is used properly —and is always in top 
operating condition. The operation of a profitable de- 
partment depends on two things — efficient equipment 
and mechanics who have the “know-how” to operate the 


Allen Service starts the minute a piece of Allen Equip- 
ment goes in your shop 
Sales Engineers — Factory Trained Equipment Specialists 
— the Allen Distributor right in your own locality — the 
near-by Allen Service Centers and Parts Warehouses — all 
combine to give you the largest and 
Service Organization in the field. 


“Allen Service Makes Allen 


The Allen 


and never ends! 








most experienced 





— 


TECHNICAL PUBLICATIONS 
— Allen's close connection 
with car, truck, and tractor 


COOPERATION FROM LO- 
CAL DISTRIBUTORS — As 


near as your phone is one 


of the over 2000 Allen Dis- manufacturers means ad- 
tributors with equipment, vance information to Allen 
service and information. owners. 


ALLEN ELECTRIC and EQUIPMENT CO. 


KALAMAZOO, MICHIGAN 


Motor 
& Analyzers 


fr Gerereter a icin & Syncrographs _ [" Oil Changers 
Servicers 


ference by local governing bodies. | 


tion can the state plan through 
routes on the order demanded by 
modern traffic and the general eco- 
nomic development of the state, 
they have told the legislature. 

* + * 


Connecticut House Okays 
Driver Responsibility Bill 
Connecticut’s house of repre- 
sentatives has passed and sent to 
the state senate a bill requiring 
motorists involved in accidents to 
give proof of financial responsibil- 
ity or have their licenses suspended. 
The state commissioner of ve- 
hicles would be authorized by the 
bill to set the amount of security 
a driver or car owner would have 
to put up following an accident, 
provided that the motorist was not 


covered by liability insurance. 
* * + 


California Meter Bill 


A bill, given final approval by 
the California legislature and sent 
to the governor for signature, al- 
lows local authorities to establish 
parking meter zones on state high- 
ways provided they have the con- 
sent of the state department of 
public works. 

* om 


| Users in Illinois Fight 


Toll Truck Highway Bill 


| A bipartisan bill introduced in 
|the Illinois senate, which provides 
for toll charges on trucks, is get- 
ting strong opposition from the 
Illinois Highway Users Conference 
|and its affiliated organizations. 


| The bill, which has gained favor- 
| able committee action and is pend- 
ling on the state calendar, seeks 
to create an Illinois toll truck high- 
| way authority with power to desig- 
nate any part or parts of the state’s 
primary highway system as a toll 
truck highway; to charge trucks a 
fee equal to six cents a mile, and 
to borrow up to $380,000,000 with 
|which to launch a truck highway 
system paid for out of toll revenues. 
* * * 


|S. D. Delays New Title Law 


| 
Until After July 1 
South Dakota Secretary of State 
Geraldine Ostroot has announced 
that the state’s new law govern- 
| ing the registration of vehicles 
will not be put into effect until 
| some time after duly 1. 
Under the new law a buyer of 
@ new car would obtain from the 
dealer a certificate of origin. The 
owner would take that to the 
county treasurer’s office and fill 
| out an application for title. The 
treasurer would send the applica- 
tion to the secretary of state. 
All titles would originate with 
the secretary of state and be 
made out in triplicate: one copy 
to go into the secretary of state’s 
files, another to the owner or to 
the holder of a first lien on the 
vehicle, and the third mailed to 
the county register of deeds. 


* * * 


Ala. Bans Speed Bill 


A bill introduced in the Alabama 
legislature would set a top speed 
\limit on state highways for auto- 
|mobiles of 60 miles an hour in the 
daytime and 50 at night; trucks, 
50 during the day and 40 at night. 


+ +r + 


| California Considers 
‘Hot Cargo’ Bill 
A modified “hot cargo” bill, 

japplying only to perishable agri- 

cultural commodities, has been in- 

troduced in the California legisla- 

ture. 
| The proposed legislation would 
|forbid employes of a firm in a 
jtrade dispute from refusing to 
{handle farm produce from a com- 
|pany directly affected by a strike 
or lockout, 

* * . 


Massachusetts OK’s Meters 
Gov. Dever has signed into Mas- 
|Sachusetts law a bill to allow the 
installation of parking meters in 
city-owned parking lots. 


* * 


| Missouri Bill Asks Proof 
Of Sales Tax Payment 


Evidence of payment of state 
sales tax would be required with 
application for auto licenses, in 4 
bill endorsed by two-thirds of the 
Missouri senate. 

The bill provides that the 2 per- 
cent sales tax collected by this 
method be used for highway pur- 


(Continued on Page 55, Col, 1) 
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(Continued from Page 54) 


poses and gives credit to the appli- | senate for a vote soon, it is thought. 


cant if he has paid sales tax on the 
vehicle in another state. 
* * * 


Auto Inspection Bill 


Pressed in Wisconsin 
Automotive and insurance inter- 
ests are applying pressure upon the 
Wisconsin legislature for approval 
of a bill that would require a mil- 
lion state motorists to send their 
cars to an official inspection sta- 
tion once a year for examination. 
Hailed as a significant safety 
proposal, the W‘sconsin Automotive 
Trade Assn.'s bill will be before the 


For Conveyors 


Compares Cost of Muscles 
With Electriciity 

WINSTON SALEM, N. C.—Elec- 
tricity costs four cents per horse- 
power-hour compared with $10 per 
horsepower hour for human mus- 
cles, according to R. C. Sollen- 
berger, executive vice-president of 
the Conveyor Equipment Manufac- 
turers Assn. 

Speaking to engineers and stu- 
dents here, Sollenberger drew the 
contrast to show the waste that 
results when costly manpower is 
used for materials handling jobs 
that can be done mechanically. 

“High cost of muscle power is 
now forcing the most rapid techno- 
logical advance in American _his- 
tory,” Sollenberger said. “Applying 
more mechanization to materials 
handling achieves the greatest sav- 
ing in the shortest time in most 
industrial plants, because it is in 
lifting and carrying that manpower 
is most flagrantly wasted today.” 

Sollenberg said that advanced 


technology is now taking over for | 


brain power, as well as manpower. 
and he cited numerous examples of 
electronic devices to control con- 
veyors. 

“There is a machine,” he said 
“which will automatically stack 
cartons on a pallet according to a 
pre-arranged pattern. If a carton 
gets out of line the machine will 
attempt to straighten it. If it can’t 
after a certain interval of time, it 
ealls for help bv ringing a_ bell 
flashing a light or sounding a horn.” 


GM’s McCuen 
Talks to Parley 
Of Standard Oil 


FRENCH LICK, Ind.—c. L. Mc- 
Cuen, general manager of General 
Motors’ Research Laboratories divi- 


sion, delivered the | 
principal address | 


here during the 
ninth annual joint 
technical meeting 
of Standard Oil 
Co, (Indiana), its 
subsidiaries, and 


It has the endorsement, also, of 
the Wisconsin Insurance Agents 
| Assn. 

| * * * 


|Pennsylvania Truckers 


Ask Weight Limit Boost 
| A bill sponsored by the Pennsyl- 
vania Motor Truck Assn. has been 
introduced in the Pennsylvania 
Senate which would boost the legal 
weight limit for commonly-used 
tractor-trailer trucks from 45,000 
to €0,000 pounds.” 

The measure would also increase 
|truck license fees and boost penal- 


ties for overweight. 
| * * * 





\2 Utah Truck Bills Set 


For Special Session Docket 


Recommendations ‘have been 
made by a special subcommittee 
of the Utah legislative council 
for an increase of 2% cents in 
diesel fuel taxes above the pres- 
ent four - cents - per - gallon rate, 











consultants from 
five 

McCuen dis- 
cussed the _ eco- 
nomic 
ships between en- 
gine research and fuel research. He 
was introduced by Dr. Robert E. 
Wilson, chairman of Standard Oil. 

The sessions were devoted to 
delving into methods of supplying | 
the many critical products needed 
for the national defense, with par- | 
ticular stress upon high-octane | 
gasoline, jet fuels, heavy-duty mo- 
tor oils, benzene and other chemi- | 
cals from petroleum, as well as 
methods of increasing the supply of | 
crude oil. 

Seventy-nine papers were pre- 
Sented, and 240 key technical men 
attended the week-long meeting. 

Among conclusions reached by 
those delivering papers were: 

Making gasoline of grade 115/145, 
in place of grade 100/130 used dur- 
ing World War II, will require more 
expensive processing and some loss 
in national refinery capacity, with 
partial relief in this tight supply 
Situation from a change in specifi- 
cations, justified by a study of re-| 
quirements of current high-output | 
aircraft engines. 

Oil already discovered in the U. 
S. and Canada, but not recoverable 
hy present. methods, amounts. to 150 
billion . barrels; or five times’ the 
present proved reserves. 





Cc. L. MeCuen 





universities. | 


relation- | 


a special 








and the imposition of a single 
trip permit fee for trucks licensed 
out of the state. 

Expected to be brought up at 
session of the Utah 
legislature, convening June 4, the 
two proposals were drafted after 
a day-long meeting with trucking 
representatives, farm groups and 


| Officials of the state tax commis- 
| sion. 


Grou p Surveying 


Highway Needs 
In North Dakota 


North Dakota’s state legislative 
research committee is proceeding 
with arrangements for a survey, 
ordered by the 1951 state legislature, 
to determine the state’s long-range 
highway needs and possible meth- 
ods of financing them. 

Rep. Roy A. Holand of LaMoure, 
chairman of the research commit- 
tee, announced that Dr, James C. 
Nelson of Washington State college 
at Pullman would be engaged to 
handle the fiscal end of the study. 

The committee earlier virtually 
completed arrangements for the 








| Nash Praises South Bend Dealer— 


J. B. Fountain (left), Nash Chicago zone manager, presents a clock trophy to A. J. Goes, 
president of Goes Motors (Nash), South Bend, for his outstanding window displays. 


Automotive’ Safety Foundation to 
carry out the engineering and cost 
phase of the survey. 

Pyke Johnson and C. E, Fritts, 
president and chief engineer of the 
foundation, respectively, conferred 
with the research committee and 
Gov. Brunsdale. They said they 
hoped to get preliminary work 
under way by mid-June and esti- 
mated their part of the study would 
require a little more than a year. 

Cost of the complete survey has 
not yet been determined. Fritts in- 





dicated, however, that the engineer- 
ing phase might reach $40,000, 
while Holand said tentative esti- 
mates on the fiscal end of the study 
ran from $25,000 to $30,000. 


Now a Wine Seller 
Joseph C. Villa, president of Villa 
Pontiac, Buffalo, and past presi- 
dent of the Buffalo Automobile 
Dealers Assn., has been elected sec- 


retary and a director of Urbana 
Wine Co., Hammondsport, N. Y. 


In Philadelphia nearly everybody reads The Bulletin 


Evening and Sunday 
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DETROIT. — Automobile plants 
are preparing to welcome a record 
turnout of visitors this summer, the 
Automobile Manufacturers Assn. re- 
ports. 

Last year an estimated 


Approximately 325,700 persons 
visited the Ford plant in 1950. They 
came from every state in the union 
and 82 foreign countries. 

Since the introduction of assem- ' erat 





Car registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


































Plants Ready 


800,000 Visited Auto Factories in 1950; 
Record Number Expected This Year 
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for Tourists 





bly lines, auto plants have become 
popular places with tourists, They 
come to see the large, precise ma- 
chines and the speedy operations. 


Most of the large factories have 
guide staffs, which conduct tours 
on regular schedules. Several 
plants provide special indoor ve- 
hicles for carrying visitors 
through the acres of manufactur- 
ing areas. 

One example is the three-car, 27- 
passenger visitor’s conveyance op- 
erated by Pontiac. mtiac. The miniature 


train is drawn by a battery-powered 
tractor on a 2%-mile journey 
through the manufacturing center 
four times daily. 

Rolling up and down the aisles of 
plant buildings, the guide describes 
what they see and they hear him 
through loud speakers located un- 
der each seat. 

The train moves along each side 
of the quarter-mile-long final as- 
sembly line. The tour then goes to 
the motor plant. 

Also included in the trip are the 
axle plant, parts of the sheet metal 
plant, the new plating plant and 
several foundry operations. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMO- 
TIVE NEWS WANT ADS! Are you? 





Sells to City of Ukiah, Calif.— 

Forrest Hughes (third from left), Ukiah Studebaker dealer, delivers four new trucks to the 
city's street department. Left to right are: Police Officer Bishop, Chief of Police Smith, 
Hughes, Councilman Lindberg, Mayor Richardson, and Street a Walker. 
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are based on 


081.17. (Hydra-Matic optional ‘at $174.25 
on 61 and 75 standard and on 62 and 60 


Special.) 
CHEVROLET — Si -dr., 


Deluxe—4-dr. sed., $2,409.68; cl. 





cpe., $2,388.15; Traveler, $2.646.42; New- 
port, $2.725.34; conv.. $2.833.47; 8-pass. 
sed., $3.149.38; lim., $3,279.03. New York- 
er—4-dr. sed., n.a.; cl. cpe., n.a.; Town 
& Country wagon, n.a.; Newport, n.a.; 
conv., n.a. Imperial—4-dr. sed., n.a.; cl. 
epe., n.a.; conv., n.a. Crown Imperial— 
8-pass. sed., n.a.; lim., n.a. (Fluid-Matic 
optional at $120.90 on Windsor, standard 
on Windsor Deluxe and other models. 
Fluid-Torque optional at $152.60 on New 
Yorker and Imperial. Fluid-Torque and 
Hydra-Guide standard on Crown Imperial.) 
n.a.—Not available. 

CROSLEY—Bus. cpe., $915.50; stat. 
wag., $972.50; Hotshot. $924. Super—2-dr. 
sed., $1.003; stat. wag.. $1,046: conv., 
$1,005.50; Super Sports. $999. 

DeSOTO—Deluxe—4-dr. sed., $2,059.05; 
cl. cpe., $2,048.27; Carry-All, $2,268.95; 
8-pass. sed., $2,766.70. Custom—4-dr. sed., 
$2,251.53; cl. cpe.. $2.233.07; Sportsman, 
$2.574.97; conv., $2,667; 8-pass. sed., $2,- 
959.42; Suburban, $3,283.90; stat. wag.. 
$2,808.46. (Tip-Toe Shift standard on Cus- 
tom, optional at $120.90 on Deluxe.) 


DODGE—Wapyfarer—2-dr. sed.. $1.801; 
bus. cpe., $1,671.32; Sportabout, $1,790.26. 
Meadowbrook—4-dr. sed.. $1,914.80. Coro- 
net—4-dr. sed., $1,995.80; cl. cpe., $1,- 
981.95; conv., $2,407.95; stat. wag.. §$2,- 
567.33; 8-pass. sed.. $2,704.19; Diplomat. 
$2,299.75. (Gyro-Matie optional at $94.60 
on all models except Sportabout.) 

FORD—Deluxe 6—4 
2-dr, sed., $1,459.73; 
Oustom Deluxe 6—4 
2-Ae med. 81 R482 RB: 1 ane. 


stat. wag., $2,080.24. Deluxe 8—4-dr. sed., 


58; —4-dr. sed., ina SnaTB AS 2-dr, sed., $2,- 
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Truck registrations by states are 
released here weekly, as com- 


2 pleted by R. L. Polk representa- 
5 tives in state capitals. 
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$1,584.25; 2-dr. sed.. $1,535.57; bus. cpe.,| Traveler, $2,381.12. (Hydra-Matic optional 
$1,454.60. Custom Deluxe 8—4-dr. sed., | at $158.61 on all models.) 
$1,678.53; 2-dr. sed., $1,629.85; cl. cpe., LINCOLN—4-dr, sed., $2.639; cl. cpe., 
$1,635.48; conv., $1,998.28; stat. wag..|$§2591: Lido, $2.790.50. Cosmopolitan— 
$2,161.21; Victoria. $1,974.70. (Ford-O-/4-ar. sed., $3,320.50; cl. cpe., $3.266: 
Matic optional at $168.20 on all models.)|Gapri, $3.493; conv., $4,048.50. (Hydra- 
. no = Ce as Gnen $ Apso Matie optional at $174.25 on all models.) 
‘ec’ ; 2-dr. . 004. 

‘ ; , MERCURY—4-dr. sed., $2,084; cl. cpe., 
(Detvares in Wow Yorn.) $2,030.50; Monterey, $2,203.50; conv., $2,- 


FRAZER—4-dr. sed., $2,359; Vagabond, 
$2,399. Manhattan—Conv.. $3,075; Vir- 
ginia, $3,075. (Hydra-Matic atandard on 
Manhattan, optional at $158.61 on other 
models. ) 

HENRY J 4—2-dr. a. _ 333.70. De- 
luxe 6—2-dr. sed., $1,467 

HILLMAN MINX — 4- ~ sed., $1,597; 
conv., 2. 849. (Delivered in New York.) 

HUDSON — Pacemaker Custom — 4-dr. 
sed., 32, 144.68; 2-dr. sed., $2,101.54; bus. 
cpe.. $1,963.90: el. cpe., $2,144.68; conv., 
$2,642.33. Super 6 Custom—4-dr. sed., $2,- 
287.07; 2-dr. sed., $2,238.29; cl. cpe.. 
$2,287.07; conv., $2,826.76. Commodore 6 


Bus, 


cpe., 


NASH—Rambler Super—Suburban, 
$1,886.40; 


cpe., 
sed., 


cpe., 


$2.033. 


Ambassador 


779.30. Rambler Custom—Conv., 
stat. wag., $1,886.40. Statesman Deluxe— 
$1.755.50. Statesman Super— 
4-dr. sed., $1,863.10; 2-dr. sed., $1,837.40; 
sed. cpe., $1,860. Statesman Custom—4-dr. 
sed., $2.026.10; 2-dr. sed., $2,000.40; sed. 
Super — 4-dr. 
$2,219.80; 2-dr. sed., $2,194.10; sed. 


475; stat. wag., $2,627. (Mere-O-Matic op- 
tional at $168.50 on all models.) 


$1,- 


pe., $2,215.70. Ambassador Custom—4-dr. 


$2,378.70. 


sed.. $2,382.80; 2-dr, sed., $2,357.10; 
(Hydra-Matic optional at | cpe 
$158.50 on Statesman and Ambassador.) 


sed. 


Custom—4-dr. sed., $2,480.01; cl. cpe., $2,-| oOLDSMOBILE—88—4-dr. sed., $2,029.94 
455.10; conv., $3,010.97. Commodore 8 (del., $2,110.94); 2-dr. sed., $1,970.48 
Custom and Hornet 6—4-dr. sed.. $2.-| (del.’ $2,050.48), Super 88 Deluxe—4-dr. 


568.32; cl. cpe., $2,543.42; conv., $3,099.28. 


Matic optional at $158.30 on Pacemaker 
and Super. Hydra-Matic optional at $158.30 
on Commodore and Hornet.) 

KAISER—Special—4-dr. sed., $2,165.45; 
2-dr. sed., $2,114.10; cl. cpe., $2,093.55; 
bus. cpe., $1,949.79; 2-dr. Traveler, §2,- 
216.80; 4-dr. Traveler, $2,268.18. Deluxe 


227.08; cl. 
114.10: iar Traveler, 


. $2,247.62; bus. epe., «= 
$2,329.78; 


(Drivemaster optional at $98.67 and Super- — 


del., 


fair 


$2,190.93; 2-dr. 
.. $2,089.41; Holiday, $2,407.25: conv.. 
$2,515.91. 98—4-dr. Holiday del., 
$2,711.70); conv. 
(Hydra-Matic optional at 


Holiday, $2.446.19 (del., 

$2,846.03. 

$158.50 on all models.) 
PACKARD— 


sed., 


200—4-dr. sed., 


$2,132.47; 


el. 


$2,456.45; 


$2.41 


-dr. sed., $2,561.08; 
$3,320.58; Mag- 
fed.. 2£2.971.5 


250—conv., 


$2,509. 
£3 188 s 3n0—4-dr. 
400 Patrician—4-dr. sed., 


7.37; 


2-dr, sed., $2,366.04; bus. cpe., $2,253.84. 
200 -— 


2-dr. 


$3,586.25. (lira 


matic standard on 400, optional at $185 
on other models.) 


PLYMOUTH—Concord—2-dr. sed., $1,- 
547.50; bus. cpe., $1,422.85; Suburban. 
$1,905.75 (Savoy, $2,014.23); Cambridze— 
4-dr, sed., $1,607.76; cl. cpe., $1,575.17 
Cranbrook—4-dr. sed., es 687.51; cl. cpe.. 
$1,660.35; conv., $2.0 50.29; Belvedere. 
$1,951.59. 


PONTIAC—Chieftain 6—4-dr. sed., $1,- 
791.28 (del., $1,888.67); 2-dr. sed., $1,739 
($1,836.40); cl. cpe., $1,739 (del., $1.- 
836.40); stat. wag., $2,324.39 (del., $2.- 
405.29): bus, cpe., $1,612.89; conv, del.. 
$2,178.80. Streamliner 6—sed cpe., $1.- 
717.47 (del., $1,814.86). Catalina 6—del.. 
$2,053.74 (Super del., $2,113.21). Chieftain 
8—4-dr. sed., $1,861.01 (del., $1,958.40); 
2-dr. sed., $1,809.73 (del., $1,907.12); cl. 
cpe., $1,809.73 (del., $1,907.12); stat. wag.., 
$2,394.12 (del., $2,475.12); bus. cpe.. $1, 
683.62; conv., $2,248.53. Streamliner 8— 
sed, cpe., $1,788.20 (del., $1,885.59). Cata- 
lina $—del., $2,124.47 (super del., $2,- 
183.93). (Hydra-Matic optional at $158.50 
on all models.) 


STUDEBAKER—Champion Custom—+-dr. 


sed., $1,614.29; 2-dr. sed., $1,581.67; cl. 

, $1,608.65; bus. cpe., $1,511.27. Cham- 
pion Deluxe—4-dr. sed., $1,693.91; 2-dr. 
sed., $1,661.29; cl. cpe., $1,688.27; bus. 
cpe., $1,590.92. Champion Regal — 4-dr. 
sed., $1,775.07; 2-dr. sed.. $1.742.71; cl. 


cpe., $1,769.68; bus. cpe.. $1,672.33; conv., 
$2,088.68. Commander Regal—4-dr. sed.. 
$1,888.21; 2-dr. sed., $1,855.84; cl. cpe.. 
$1,882.81. Commander State—4-dr. 
$1,991.19; 2-dr. sed., $1,958.58; cl. 
$1,985.54; conv., 

Cruiser—4-dr. sed., 
optional at $201.25 on all models. ) 


WILLYS-OVERLAND—4—Jeepster, 

505.38; stat. wag., 
drive. $2,136.44). 6—Jeepster, 
stat. wag., $1,803.38. 


$1,- 


$1,722.32 (four-wheel- 
$1,612.91; 
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Automotive Washington 


(Continued from Page 22) 


large and small, consistent with 
mobilization requirements,” the 
President wrote. “By so doing, 
we shall have a stronger, more 
flexible industrial economy to 
supply whatever may be required, 
and at the same time we shall 
avoid undue concentration in our 
competitive enterprise system.” 


in Europe and Asia, has been ap- 
pointed executive director. 

The Paris office, it was said, will 
be responsible for IRF activities 
in continental Europe and _ the 
Mediterranean area. It will serve 
as the principal IRF liaison with 
the Economic Commission for Eur- 


In a letter forwarded to 20 agency | OPe (United Nations) and at inter- 


heads, along with the President’s 
memorandum and the attorney- 
general’s report, Wilson emphasized 
that “the success of our mobiliza- 
tion program requires efficient use 


of the facilities and resources of | 


small business.” 
* + * 


Compromise on Trade 


eee approval of a 
A two-year extension of the Trade 
Agreements Act was a compromise, 
with opponents of the law claiming 
the greater victory. Provisions were 
written into it requiring that an 
escape clause be placed in all agree- 


ments, and that the President must | 


report to Congress when tariff con- 
cessions threaten serious injury to 
a domestic industry. 

= + * 


IRF Office in Paris 
CTIVITIES of the International 
Road Federation, 


expanded with the opening 
month of a continental office 
Paris, according to a local an- 
nouncement. Douglas M. Clarke, 
international highway expert, for- 
merly with General Motors, and 
adviser to various official missions 


Philadelphia Sees 
Autos Demanding 
Shopping Centers 


PHILADELPHIA.—The old pat- 
tern of having a store on every 
corner, or a group of stores along 
a main thoroughfare, is no longer 
satisfactory in the age of the auto- 
mobile, according to a report by 
the Philadelphia Planning Commis- 
sion, 

The commission envisions three 
types of shopping centers in the 
newly-developed Philadelphia areas. 
These are “convenience” shopping 
centers, a substitute for the corner 
stores in the older sections of the 
city. 

Consisting mostly of food stores, 
they would be no more than a five- 
minute walk from homes they 
would serve. Local shopping cen- 
ters that would supplement the 
convenience centers. 

The old pattern of commercial 


with head-| 
quarters here in Washington, were | 
last | 

in | 


development detracts from the resi- | 


dential character of neighborhoods | 


in many cases, according to the 
commission. It added that “the 
plan discourages” the creation of 
ribbon shopping areas along. major 
traffic arteries which frequently re- 
sult in traffic congestion. 


The construction of shopping cen- | 


ters located to more adequately 
serve the people with proper off- 
street parking facilities will allow 
for a freer flow of traffic, eliminate 
congestion and reduce traffic acci- 
dents,” it was said. 


New York Hikes 


Insurance Rates 


ALBANY.—A flat statewide 20 
percent rise in automobile liability 
rates and a 10 percent increase on 
property damage coverage for both 


passenger cars and commercial 
vehicles has gone into effect in 
New York. 


The new rates will add at least 
$27,000,000 a year to the cost of that 
coverage. It will compensate for the 
“staggering losses” suffered by au- 
tomobile insurers in the last nine 
months, said Alfred J. Bohlinger, 
State superintendent of insurance. 

State bureau of motor vehicles’ 
figures show there were 25 percent 
more accidents in 1950 than in 1949 
and that the number killed or in- 
jured rose 19 percent. 


Bayro Heads Meek Sales 

Ed Bayro, who has been asso- 
ciated with Albert J. Meek Motor 
Co, Fort Worth, Tex., since its 
Organization in 1949, has been 


named manager of new-car sales 
for the company. 








national meetings on the continent 
concerned with highways and high- 
way transportation. 





‘Haulers Alerted 
On How Heat 
Destroys Tires 


AKRON.—Heat, one of the lead- 
ing enemies of rubber, assumes 
ever greater importance in summer 
when it greatly shortens the life 
of truck tires. In the hot summer 
months, when roads are clear, and 
trucks are more likely to speed, 
tires wear out faster, according to 





J. E. Powers, manager of truck and 

bus tire sales for B, F. Goodrich. 
“When a vehicle is running at 

50 to 60 miles per hour in an atmos- 


PLEXIGLAS 


Case History 


This transparent cover for an Air Force wrist 
compass could have been a headache to its molder. 
Specifications required optical clarity, outdoor 
durability, resistance to heat and impact, and 
molding to precision tolerances. The selection of 
Piexicuas V-100 for the job was a logical solution 
to this combination of problems. 


PLExiGLAs acrylic plastic molding powders can 
solve your problems, too. Their excellent flow 
characteristics permit satisfactory molding over 
a wide range of temperatures and pressures. 


@ A steadily increasing percentage of PLEXIGLAS production, 
now at record levels, is required for the defense mobilization 
program. The supply available for civilian applications is limited. 


PLEXIGLAS is o trode-mork, Reg. U.S. Pot. Off. and in principal foreign 


countries. 


Conadian Distribvtor:—Crystal Gloss & Plastics, Ltd. 


54 Duke Street, Toronto, Ontario, Conoda 


1951 


pheric temperature of 85 to 100 | 


degrees, terriffic heat is generated, 
tread wear is rapid, and the tire is 
more susceptible to blowing out,” 
Powers said, 

“Tire wear is not as fast in win- 
ter, when roads are covered with 
ice and snow, the air temperature 
is near or below zero, and maxi- 
mum speeds average 40 miles per 
hour. The cold air cools the tires 
and retards heat build-up.” 

Powers said that maximum tire 
life for every vehicle is a practical 
objective which any fleet operator 
can reach by means of a thorough, 
consistent program of tire main- 
tenance. 

Many cases of tire failure, he 





From small parts to large sections, 
good production rates. 


57 


said, are caused by improper infla- 
tion and lack of a tire maintenance 
program. He offered the following 
rules as an effective basis for such 
a program: 

Drain air compressor daily to 
draw off water and oil accumula- 
tions. Use accurate air gauges. 
Gauge and record all tire pressures, 
including the spares, before adding 
air to any of them. Replace lost 
air daily, inflate tires when they 
are cool. Valve insides should be 
tested when inflating and replaced 
where necessary, and be sure the 
outside threads at the tip of the 
valve are not damaged and the tip 
itself is not burred. 



























molders report 


PLexicias V-100 is only one of the Rohm & Haas 
“Vv”, “VM”, and “VS” formulations now going 
into defense applications. Headlight lenses for 
amphibious military vehicles, blackout lenses, 
transparent containers for medical supplies, bar- 
racks windows, aircraft radio antenna housings, 
are being molded of PLexicLas Molding Powders. 
We'll be glad to send you full details of these 


acrylic plastic powders. 


CHEMICALS ca FOR INDUSTRY 


ROHM & HAAS 


Yv 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 
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U.S. Truck Ban 
Sought in Canada 


MONTREAL. — A strong protest 
against allowing large U. S. trucks 
to use Canadian highways was 
made in the Canadian house by 





_AUTOMOTIVE NEWS, JUNE 11. 1951 | 





Hon. 
leader, 

Pointing out that some of the 
trucks reach 50 to 55 tons and even 
more, Drew asserted that they 
would create a great danger to the 
bridges of many Canadian high- 
Ways, as well as damage to the 
road beds. 





One Man with a Wrench.. 
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: MIDLAND 
WELDING 






“BLIND SPOTS”’ 
in the assembly 
of Metal Parts 


NO HELPER = NO DEVICE 
is needed to hold nut from turning 


In concealed and hard-to-get- 
at places in the assembly of 
metal parts, Midland Welding 
Nuts enable more efficient use 
of manpower, and help speed 
production. 





MIDLAND 







NUT 


Bolts are easily and speedily 
turned into Midland Nuts, 
welded to parts in concealed 
positions, without needing 
any device or an extra man to 
hold the nut from turning. 
When production problems 
involving “blind spots” con- 
front you, think of Midland 
Welding Nuts—and consult 
us for complete information. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 Mt. Elliott Avenue + Detroit 11, Mich. 
Export Department: 38 Pearl St., New York, N. Y. 


Zs \\ 
a FS 


Air and 
Electro-Pneumatic 
DOOR CONTROLS 


MIDLAND NUT welded 
to concealed part holds 
fast while bolt is turned 
into it. 





World's Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 














DEALER 


LICENSE PLATE CLIPS 










LIMITED OFFER! 


ch — $4.00 per dozen When 
Check Is 
40c 


Enclosed — Order 
Orders Shipped Prepaid in Lots of 12 or More 


EACH, C.O. 
BELL AUTO SUPPLY 
Phone—Union 6-0203 
ATTRACTIVE OFFER FOR JOBBERS 






@ Cadmium Rustproof Springs 
@ Heavy-Duty Bronze Ends 
e@ Spring Ends Double Looped 


Guaranteed 














6601 Bergeniine Ave. West New York, N. J. 
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Sales Up in Southwest 


By Ernest W. Fair 


Staff Correspondent 
There have been definite up- 


swings in car sales in most spots | 


throughout the southwest area. 
Dealers feel the public has finally 
become convinced there are going 
to be shortages as well as no 
chance for price declines. 

Dealers in Kansas, Arkansas 
and Texas have made similar 
observations and report that sales 
are above what they had expected 
for spring. 

Dealers are also finding their 
allotments being cut and some 
small-town dealers say they are 
doubtful that they can even name 
the day and date when they will 
receive their next shipments. 

Used-car sales are not showing 
such a spurt as yet. The big city 
markets are full of late-model cars 
and “old iron” with very little good 
middle-ground stuff on any lots. 

The used-car market on the old 


of some models at around $100 
(they should be selling for more) 
are finding no takers. 

The used-car sales picture on 
two-year-old and newer models is 
still far from bright in this area, 
due to Regulation W, which 
makes their purchase as difficult 
as that of a new car, dealers 


They also point to the fact that 
anyone who can make the $85-$95 
monthly payments required can 
make the new-car payments as well. 

No buying surge in this market 
is expected until it becomes ex- 
tremely difficult to obtain new cars, 


lation W is relaxed. 
* + * 





Canada 


Dealers in Alberta scored the 
greatest gains in sales of new cars 
in Canada during the first quarter 
of this year, selling 8,020 cars com- 
pared with 5,622 a year ago in the 
same period. 

All areas across the nation 
showed gains in such business in 
the first quarter, the Canadian gov- 
ernment reported. 

The record of new-car sales in 
the first quarter showed the follow- 
ing, with figures in brackets being 
for last year in the same period: 
Ontario, 45,184 (32,267); Quebec, 
17,001 (12,526); British Columbia, 
10,089 (7,534); Manitoba, 5,176 (4,- 


this time a year ago. A new record 
was set at that time. 
A total of 592,416 cars and 183,- 
259 trucks had 1951 tags as of 
May 25, Voelker said. For the full 
year of 1950 there were 648,852 
cars and 208,722 trucks licensed. 
Sedgwick county (Wichita), 
Kans., had the most licensed ve- 
hicles this year—74,048 cars and 
13,490 trucks. Shawnee county (To- 
peka) was third with 30,742 cars 
and 5,638 trucks. Wyandotte coun- 
ty (Kansas City) was second, while 
Greeley county had the fewest ve- 
|hicles, with 682 cars and 634 
trucks.—(George M. Hunholz.) 


first four months of the year to- 
taled 5,148, a decline of 509 units 
| from the like period of last year. 

Truck sales totaled 243 for April ' 
as compared with 207 in March. 

New-car sales by makes through 
authorized dealers were: Ford, 200; 
| Chevrolet, 189; Plymouth, 186; Mer- 
|cury, 66; Buick, 60; Pontiac, 60; 
Oldsmobile, 55; Studebaker, 54; 
Dodge, 54; DeSoto, 47; Chrysler, 34; 
Cadillac, 26; Nash, 22; Kaiser, 20; 
Packard, 9; Hudson, 7; Lincoln, 5; 
Willys, 3, and Cresley, 2. 

New-car sales through unau- 





thorized outlets: Chevrolet, 6; 
Buick, 5; Plymouth, 4; Ford, 3; . 
Oldsmobile, 3; Pontiac, 3; Dodge, | Pittsburgh 


2; Cadillac, 2; Chrysler, 1; Hud- 
son, 1, and Lincoln, 1. 


New-car sales in Pittsburgh dur- 
ing the week ended May 26 record- 

Truck sales by makes: Chevrolet,|ed “a  larger-than-seasonal _in- 
108: Ford, 70; International, 30;| crease,” the University of Pitts- 
GMC, 12; Studebaker, 9; Dodge, 6; | burgh reports. 
White, 3; Willys, 2; Reo, 1; Crosley,! The university's index of business 
1, and Diamond T, 1.—(Gordon He-| activity for the week rose to 186.3, 
bert.) against 184.3 in the preceding week 
and 185.3 in the same week of last 





* * * 





they become deglamorized or Regu- | 


| year. 


Topeka, Kans. 


C. M. Voelker, superintendent of 
the Kansas vehicle department, said 
that more new cars have been sold 
in Kansas so far this year than 
during any similar period. He also 
said that a greater number of cars 
and trucks have been licensed than 
ever before during the same period. 

His records show 36,413 more cars 
and 14,590 more trucks bear 1951 
Kansas tags than had 1950 plates 


* * * 


Milwaukee 


According to the Wisconsin Auto- 
motive Trade Assn., 48,077 new cars 
were delivered by Wisconsin deal- 
ers during the first four months of 
1951. This was 7,249 units, or 18 per- 
cent more than were sold in the 
same period of 1950. 

Of the total, Milwaukee county 
(Continued on Page 59, Col, 2) 





NEW LIFE for 
LIVE DEALERS 
with the “BIG 4” 


DEALERSHIPS STILL OPEN 
FOR MEN WHO WANT 
ACTION anv PROFIT ww 
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014); Saskatchewan, 5,162 (4,540), 
and the Atlantic Provinces, 6,578 
(5,959).—(M. L. Schwartz). 


* * * 


Columbus, O. 


There was only a slight improve- 
ment in new-car sales in Franklin 
county (Columbus, O.) in the first 
15 days of May as measured against | 
the first half of April. | 

The total in May was 839 units, 
while in the first half of April, 790 
new cars were sold. The figure for 
May was lower than the totals 
achieved in the first portions of 
both February and March, when 
the figures were 899 and 1,214, re- 


spectively. 
New-truck sales in the first | 
half of May amounted to 109 


units, compared with 102 in the 
first 15 days of April, and 121 in 
the first half of May, 1950. 

New-car sales by makes in the| 
first 15 days of May were: Buick, | 
57; Cadillac, 16; Chevrolet, 177; | 
Chrysler, 21; Crosley, 4; DeSoto, 
24; Dodge, 78; Ford, 161; Henry J, | 
5; Hudson, 43; Kaiser, 8; Lincoln, | 
3; Mercury, 32; Nash, 5; Oldsmo-| 
bile, 40; Packard, 12; Plymouth, 
102; Pontiac, 33; Studebaker, 12,| 
and Willys, 6. 

New-truck sales were: Chevrolet, 
39; Divco, 1; Dodge, 12; Ford, 33; 
GMC, 5; International, 6; Mack, 6; 
Reo, 1; Studebaker, 2; White, 3, and | 
Willys, 1.—(Bert D. Strang.) 


* * * 


New Orleans 
New car sales in New Orleans| 











“NATIONAL” DOES IT AGAIN 


Now! A Disappearing Tube-- 
Concealed Overhead Unit 
to Get Rid of Gas Fumes 


What you have been waiting for — the final, successful solution to your garage 
ventilating problem —all available in a packaged kit, including motor and 
blower, ready to install. ae 7 


@ Handsome—Blends Into_Architecture 
@ Makes More Head Room . 
@ Tubes Concealed When Not ‘in Use 










Standard Kit—2 inlets serving 
any two of 4 cars in a row. 


284" 


F.O.B. Decatur. Additional car 
inlets $64.55 each. 





(Orleans parish) for April were the | National also makes complete pacakeged kits for underfloor installations starting at 
lowest for any single month since | $351.50. Flexible metal hose, motor and blower units, rustproof cast aluminum floor 
nent — Be yh Bae of _— assemblies and accessories are also available. Write for complete catalog. 

“a ese we Samer Architects and Builders please refer to Sweet's Catalog. 


ized dealers and 31 through unau- 
THE NATIONAL SYSTEM OF GARAGE VENTILATION 


thorized outlets. 
April sales were 234 units less 
than in March and 235 less than World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 
DEPT. 2R, 318-330 N. CHURCH ST., DECATUR, ILLINOIS 
Ses eine Ne ARIDARE 2 Pe ON ARRESTS RNA OSES team 


in the corresponding month of 
last year. Registrations for the 
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Dealer's Choice— 

This is June Jester, sponsored by Fred A. 
Hill Motors (Dodge-Plymouth) in the compe- 
tition to select a beauty queen to reign over 
the regatta days’ celebration in Oroville, 
Calif. Miss Jester was runner-up in a field of 
10 beautiful contestants. 





Forshee Marks 5th Year 
Marking five years in business, 
Forshee Motor Sales  (Pontiac- 
GMC), Ashburn, Ga., held open 
house in a remodeled and enlarged 
service department. The staff of 
the company includes W. M. For- 
shee, W. C. Jarman jr. and C. F. 
Thompson, owners; and William 
Little, service manager. 
ok * * 
Capital Opens Lot 

Capital Motors, Ltd., has opened 
a used-car lot on Bank St. in 
Ottawa. 


Prevent 






Spray WITCOTE under 
fenders and underbody to 
prevent rust. It resists the 
pounding of stones and 
gravel, as well as the cor- 
rosion of road chemicals. 
Lasts the life of the car. 
Valuable to car owners, 
and profitable to car 
dealers. 


GET IT FROM YOUR JOBBER 


ASK FOR IT BY NAME- GENUINE 


WITCOTE 4 
GNDERCAR 
PROTECTION 


PRODUCT OF WITCO CHEMICAL CO., CHICAGO 


Pr aaaeany 43 


NAME PLATES 


DEALERS: 
The Modern Service Identification 
Emblem—Plus Advertising Value. 


Write TODAY for beautiful full-size 
FREE SAMPLE... Yours to keep and 
compare! 

© NO OBLIGATION © 


Stemac.. 














~|tor vehicle sales showed a drop in 


Auto Markets 


(Continued from Page 58) 


dealers delivered 13,580 cars, an 
increase of 2,208 units over the 
total delivered a year ago. Trucks 
delivered from January to May in 
Milwaukee totaled 1,258, or 47 per- 
cent more than in the same pe- 
riod last year. 

For the state the total was 7,102, 
or 14 percent more in the first four 
months of this year than in the 
same period last year.—(John E. 
Hubel.) 


cline, and the second lowest weekly 
sales figure of the year. 

Some dealers, nevertheless, are 
bullish in their outlook. Dodge, for 
example, is rating its Cleveland 
territory as “its brightest spot in 
the nation with dealers having a 
3%-week supply of ’51 cars based 
on the division’s rate of sales in 
this area, A month ago,” according 
to the Cleveland News, “inventories 
were sufficient for six weeks’ busi- 






























* * * 


lola, Kans. 


All new-car de&lers in Iola, Kans., 
have some new cars in stock. Used- 
car sales are down as compared 
with one year ago and new-car 
sales are characterized as “easy” 
with the demand of a year ago 
having eased considerably.—(L. H. 
Houck.) 


Frank T. Corcoran, zone manager 
for Studebaker, reported sales up 
about 25 percent from the end of 
April and added that the 10-day 
period ended May 20 was one of the 
best in several months. 

E. C. Grieder, Snyder Grieder 
Buick, noting a similar upturn 
and stated: “Our current stock 
of new cars does not provide for 

immediate delivery when custom- 
ers insist on a particular color or 
model.” 

In truck sales, a slight decrease 
was noted in both new and used 
units. New truck sales were 137, 
down about 20 units from the pre- 
vious week while used-truck sales 

were 179, a slight decrease against 
the preceding seven days. — (San- 
ford Markey.) 
* 


* * * 


San Antonio 
Bexar county (San Antonio) mo- 


April, when 1,028 new vehicles were 
sold, compared with 1,387 in March 
and 1,217 in April, 1950. 

Commercial vehicle sales, how- 
ever, showed an increase during 
the period, from 105 in March to 
114 in April. A total of 809 pas- 
senger cars were sold during April, 
compared with 1,171 during March. 


In the new-car field, the Gil- 
lespie Motor Co, (Ford), led with 
70 sales, followed by Milam 
Chevrolet Co., with 68, and Smith 
Motor Sales (Chevrolet), with 60. 


Smith also led sales in the com- 
mercial vehicle field, with 18 units 
sold. The International Harvester 
Co, was in second place with 17 
sales and Milam Chevrolet third 
with 16 sales. 


In trucks, Gillespie and Motor 
Truck Sales (GMC) tied for first 
place, with 18 sales each, while 
International was second with 15 
sales and O. R. Mitchell Motors 
(Dodge-Plymouth), third with 14 
trucks sold.—(J. H. Reed.) 


x * * 


Washington 


New-car sales in Washington 
weakened during the first 15 days 
of May as 1,036 units were regis- 
tered, compared with 1,195 in the 
first half of April, 1951. 

Commercial-vehicle sales also 
slumped slightly with 105 sold in 
the first half of May, against 112 in 
the first half of April. This year’s 
totals also trailed those in the first 
half of May last year when 1,222 
new cars and 154 new trucks were 
titled. 

Used-vehicle sales also slipped 
below year-ago levels in April. 
Total used-vehicle sales in April 
amounted to 4,683 units, against 
4,947 in the same month last year 
and 8,233 in March, 1951, 

New-car sales by makes in the 
first half of May were: Buick, 67; 
Cadillac, 21; Chevrolet, 238; Chrys- 
ler, 34; DeSoto, 21; Dodge, 62; Ford, 
140; Henry J, 11; Hudson, 21; Kai- 
ser, 3; Lincoln, 6; Mercury, 47; 
Nash, 13; Oldsmobile, 68; Packard, 
9; Plymouth, 191; Pontiac, 55; 
Studebaker, 20; Austin, 2, and mis- 
cellaneous, 7. 

New-truck sales in the same pe- 
riod were: Autocar, 2; Chevrolet, 
45; Diamond T, 1; Divco, 1; Dodge, 
13; Federal, 1; Ford, 14; GMC, 15; 


* * 


Akron 


Steady used-car sales and slower 
new-car sales distinguished the 
automotive market in Summit 
(Akron) during the week May 26. 

New-car sales during the period 
totaled 401 units, against 439 in the 
preceding week and 546 in the like 
1950 week. Used-car sales in the 
week ended May 26 were 737, 
against 736 in the previous week 


While our 


International, 10; Studebaker, 1, 
and miscellaneous, 2. (William 
Ullman.) 

* * 

Clevelan 


Sales of used cars and a return 
of “more active buying of new 
cars” has given Greater Cleveland 
dealers a stimulating outlook. 

The Federal Reserve Bank said 
that for the week ended May 26, 
sales of used cars touched 3,469, a 
weekly total “which has been ex- 
ceeded five times this year, but only 
twice in all of last year. 

“Reasons for the increased 
sales,” according to used-car men, 
“are better allowances and the 
return of nice weather which has 
brought out the crowds. Also, 
prices are attractive, particularly 
on postwar cars.” 

New-car sales, however, were not 
keeping pace with the used-car 
turnover. Sales of new vehicles for 
the week ended May 26 were 1,252, 
the fifth consecutive weekly de- 


10,000 Ib. Flush Models 


10,000 Ib. Surface Models 


1065 KANSAS « 
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and 602 in the comparable 1950 
week. : 

New-car sales in April for Sum- 
mit county dropped to 1,588 units, 
a@ decrease of $313 from the previ- 
ous month. Some dealers attrib- 
uted the reduction more to credit 
restrictions than to an 
tapering off in demand. 

Sales of new trucks showed an 
even greater reduction. They were 
down from 314 in March to 197 in 
April. 

There was no change among the 
leading makes of passenger cars 
with Chevrolet still in front with 
298; Ford next with 240; Plymouth 
third with 151, and Buick fourth 
with 108. For the second month in 
a row, Oldsmobile nosed out Pon- 
tiac for fifth place, 82 to 81. 

On the used-car front, the pic- 
ture was entirely different. Sales 
have been running ahead of last 
year and April sales topped March’s 
total. The April figure was 2,819, 
against 2,606 in the same month 
last year and 2,766 for March, 1951. 
—(Joe Kuebler.) 


Plastics Grow 
Cited as a Substitute 


For Critical Goods 

NEW YORK.—Growing shortages 
of materials are causing many 
manufacturers to use plastics 
wherever possible, according to 
Carl W. Sundberg, a Detroit indus- 
trial designer. 

Speaking at the annual national 
conference of the Society of Plas- 
tics Engineers, Sundberg said plas- 
tics are now being adapted to prod- 
ucts which formerly were always 
made with other materials. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


present supply lasts, we 


MODELS AVAILABLE 


catalog and prices 





N. Y. Postoffice 
Saves $250 Daily 
By Using Trucks 


NEW YORK.—Using trucks to 
transport mail from here to New- 
ark, N. J., has resulted in a saving 
of more than $250 a day, a Post 
Office official admitted last week. 


The switch from railroad to truck 
transportation of mail, which took 
place May 6, has also resulted in 
less damage to parcel post, accord- 
ing to William H. Lemmerman, as- 
sistant general superintendent of 
postal transportation service in 
New York and New Jersey. 

Lemmerman said that the change 
to trucks for Newark-bound mail 
eliminated four handling operations 
—unloading of postal trucks at rail- 
road terminals and loading of mail 
on trains, with the process reversed 
at the other end, 

Similar shifts to trucks from 
trains for mail carrying are being 
carried out in other parts of the 
country as a result of a post office 
directive issued last February. The 
directive called for the use of trucks 
instead of railroad cars for mail 
movement within a 200-mile radius 
of large postal towns. 

The success of the New York- 
Newark mail truck experiment has 
led local postal authorities to make 
a study of the practicability of us- 
ing trucks in other parts of the 
state, as well as in New Jersey and 
Connecticut. 


Schweinefus to Kinsman 


Appointment of Arnold 
Schweinefus, former salesman for 
the Queen City Chevrolet Co., as 
general manager of the Kinsman 
Square Chevrolet Co., Cleveland, 
has been announced by F. E. 
Zorniger and Harry L. Bell, part- 
ners of Queen City Chevrolet, 


can make 


IMMEDIATE 
DELIVERY 


on Rotary 
Mechanic’s Lifts 


14,000 Ib. Flush Models 


14,000 Ib. Surface Models 


Write, wire or phone for 


ROTARY LIFT COMPANY 


MEMPHIS, TENNESSEE 


Speed Repair Jobs—Cut Shop Costs 
with Rotary Mechanic’s Lifts 


Rc 

Elkhart (Ind.) Dealers Fete 

Personnel at a Dinner 
Members of the Elkhart (Ind.) 

Auto Dealers Assn. have given a 

dinner for their shop foremen, 


parts managers and other key 
personnel, about 60 in all 


A talk on public relations in 





the basic 


approach to 


dealerships was delivered by 
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J. W, Alexander, factory service 
manager of Kaiser-Frazer. 


* 7 * 

Wixon Registers Firm 
A business name has been filed 
in the county clerk’s office for the 
Diamond T Sales & Service at 
Horseheads RD 3, near Elmira, 
N. Y., by Warren Wixon. 


maximum sales results 


in the great and growing 


Detroit market 


is coverage of 


the TWO segments 


of this market! 


—one of these segments 


18 


- The Detroit Times HALF 


of the market. 


Yow’re missing something 
if you miss The Detroit Times 


REPRESENTED NATIONALLY BY HEARST ADVERTISING SERVICE 


Applauded EVERYWHERE 





NEW Bowser-Weidenhoff Engine Analysis Set 
Model 711 





Five precision units, making over 25 engine and electrical sytem 
checks — (battery, timing, compression, fuel, vacuum, voltage regu- 
lator, etc.) portably mounted on beautifully finished black panel. 
ideal for gasoline service stations. Quickly checks customer's cars 


while in for other services. A “natural” for servicing cars — anywhere. 
Easy to use. No current plug-in required. Everything included to 
make it the most useful, moderately priced analysis unit ever offered 
to the trade. Illustrated manuals and big wall chart included. Wire, 
write or phone about this new money-maker for service stations. 


JOSEPH WEIDENHOFF, INC. 
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Marketers Plan 
Exhibit During 
Detroit Parley 


DETROIT.—The American Mar- 
keting Assn. has announced that an 
exposition is being planned in con- 
nection with its annual spring con- 
ference to be held here at the Stat- 
ler hotel, June 21-23. 

According to Douglas Boothe, 
chairman of the exposition commit- 
tee, display spaces have been set 
aside for those who wish to enter 
exhibits during the conference. Ap- 
plication blanks for the spaces are 
being mailed to members. 

Those attending the conference 
will hear Charles F. Phillips, presi- 
dent of Bates college and former 
deputy administrator for OPA, give 
a talk on “Price Control in a Less- 
than-all-out-war Situation.” 

Members of the Detroit spring 
conference committee are Huntley 
Geddes, R. L. Polk and Co.; Helen 
M. White, Glen-White Field Serv- 
ice; Frank C. Hanson, Michigan 
Bell Telephone Co.; Lyndon E. 
West, Detroit Free Press; Boothe, 
Artcraft Advertising Service; Regi- 
nald L. Dellow, D. P. Brother and 
Co., and D. Maynard Phelps, Uni- 


versity of Michigan. 


Boat or Road? 
Va. Taxes Trucks Hauled 


On Ferry; Carrier Sues 
RICHMOND, Va. — Virginia’s 
state corporation commission has 
taken under advisement a case in- 
volving the question of whether a 
ferry is a “public highway.” 


The action was brought by Sav- 
age Truck Line, Inc., which wants 
a refund of $1,919.14 it contends 
it paid in state gross receipt road 
taxes for mileage between Little 
Creek and Cape Charles. The com- 
pany’s trucks, about 20 each way 
every 24 hours, were moved on 
ferries of Virginia Ferry Corp. 

Virginia law provides for a 2 per- 
cent tax on the gross receipts of 
the Delaware corporation — com- 
puted in proportion to the amount 
of travel by its trucks over the 
public highways of Virginia. The 
trucking company wants to exclude 
from its calculations the number 
of miles between Little Creek and 
the Eastern Shore. 


“It is clear,” the company’s brief 
declares, “that the term ‘public 
highway’ implies the construction 
or the maintenance, or both, of a 
way of travel by public (govern- 
mental) authority for the use of 
the general public and at public 
expense.” 

The brief asserts that the Cape 
Charles-Little Creek ferry is not 
a “public highway” because it is a 
private corporation and has not 
been acquired by the state. 


In addition, the brief continues, 
the trucks are not “operating” over 
the “highway” between Cape 
Charles and Little Creek—they are 
carried. 


Miami Is Center 
For Auto Parts 


To S. America 


MIAMI, Fla.—This city claims to 
be the largest supply center on the 
eastern seaboard south of New 
York, for automotive and machin- 
ery parts for the Latin American 
market. 

It also says it is the world’s 
greatest center for the overhaul 
and maintenance of commercial 
aircraft. 

When an oil tanker broke down 
recently while being towed through 
the Panama Canal, an appeal was 
cabled to a Miami forwarding 
agent (Traeger Brothers and As- 
sociates), Twenty-four hours later 
replacement parts were on their 
way to the disabled ship. 

A general postwar economic im- 
provement in many nations ac- 
counts for the new demand for 
automobiles, parts and household 
appliances. In one week during 
May a single exporter reportedly 


General Sales Office, 1302 E. Creighton Ave., Fort Wayne 2, Indiana a 52 new Jeeps to Cuba alone. 


Or, contact your nearest Bowser office in— 


Boston @ 
Houston 


Atlanta @ 
® Detroit ¢ 


Albany °® 
Denver 


Buffalo °@ 
® Kansas City ® 


Chicago © Cleveland * Dallas 


los Angeles * Milwaukee 


Minneapolis © New York ® Oklahoma City © Philadelphia © Pittsburgh 


St. Lovis © San Francisco °® 





Seattle * Tulsa © Washington 


ey all were obtained in the 


Miami area, 

Jobbers explain it becomes profit- 
able to pay a bit more to rush a 
special tractor part by air when 
the machine in use can return $25 
or More a day to the owner. 


Oldest Illinois Car 


SPRINGFIELD, Il. An 1897 
Holderman roadster is the oldest 
licensed automobile in Illinois, Sec- 
retary of State Edward J. Barrett 
has revealed. He said there are 30 
automobiles of ancient vintage 
among the 154 different makes 
which have been registered with 
the state. 

Other old cars registered include 


a 1901 Sears Roebuck, 1901 Colum- 
bia, 1903 Mitchell, 1903 Success, 1904 
Brush, 1905 Sears Motor Bug, 1908 
Cameron and a 1909 Pierce Arrow. 
Passenger car registrations in IIli- 
nois, now total more than 2,200,000. 


Grant Joins Leesburg L-M 

Arthur J. Grant sr. has joined 
the sales staff of Leesburg Lincoln 
Mercury, Leesburg, Fla. 
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SLIDING SHELVES 
SNAP-ON DIVIDERS 


@ Thousands now in use . 
we invite you to get the opinion 
of a FLEXI-BIN user in your 


community 








@ Change-overs are fast and 
simple . . no bolts or holes to 
line up . . individual label hold- 
ers travel with parts. 


@ Choice of 5 baked enamel 
finishes at charge. 
Shelves slide into place on 112” 
centers; snap-on dividers fit any 
place; drawer partitions slide 
into place on 2” centers; gasket 
shelves have holes on 1” centers. 


no extra 


Write for details! 
Immediate delivery! 


On 





be PARTS BIN INSTALLATION 


AND CHANGE-OVER TIME! 
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BORROUGHS manuracrunrine co. 


Division of American Metal Products Co 
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U. 8. PAT. #2318842*°. GUNK 
DUNK BENCH Carburetor and 











A WORD OF CAUTION 


if it doesn’t bear the Gen- 
uine GUNK trademark, it 
m be a partly diluted 
imitation—and will not give 
you the Safety and Advan- 
tages of Genuine GUNK 
and should be flatly refused. 
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GUNK HYDRO-SEAL 


Parts Cleaning Kit. New 6% 
gal. size deep ‘‘Vapor-cateher”’ *1|. Faster 
design pail. odor. 


2. Quickly digests and removes carbon gum, paint, 
lead, makes possible accurate visual inspection 
and fitting of delicate metering mechanisms, jets, 
orifices and diesel nozzles .. . 


blanket. 


4. Works hot or cold . 
5. Patented Double Barrel Performance Guaranteed. 


SOLD BY BETTER JOBBERS EVERYWHERE 
WRITE FOR NAME OF NEAREST STOCKING JOBBER 
—FLATLY REFUSE SUBSTITUTE IMITATIONS— 


Kalamazoo, Mich 











New — Improved — 
More Potent* 


. . Terrific penetration . . . new improved 


without etching. 







more than one year . . . due to water 


. Rinses wet or dry. 
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SAFELITE 


THROUGH BETTER VISIBILITY! 
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ALL-WEATHER SAFELITES! 
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On the Financial Front. . . 


Bears Cut Holdings 


In Auto Issues 


In the previous accounting, Nash | 
had 10,715 shares tabbed by the}! 
bears. 

The two rubber stocks in the 
current compilation were listed as 
follows: Goodrich, 12,915 from 
14,500, and Goodyear, 5,900 com- 
pared with 6,460. 

With the exception of Socony- 
Vacuum, in which the bears raised 
their ante to 5,120,from 3,945 shares, 
there were varying amounts of low- 

ered holdings in other oil stocks 
held by those betting on a lower 
market. 





By George Deery 


Associate Editor 


LTHOUGH the shortholdings in 
£% General Motors dropped to 86,- | 
188 shares in the New York Stock 
Exchange’s report May 15 from 
89,908 a month earlier, GM had the 
largest short interest of any issue 
on the exchange. 

The total for Chrysler was 48,- 
696 shares, against 66,936 in the 
Apr. 18 report. Likewise, Stude- 
baker cut its aggregate to 44,451 
shares from 49,854, while Hudson 
stood at 21,361, compared with 
25,851 in the middle of April. 

Packard is credited with 8,490 

shares. This compares with 10,620 
in the preceding report. Willys- 
Overland showed a slight reduc- 
tion to 5,058 against 5,710. 

cd eo * 

ASH followed a counter trend 
| to the other car makers, chalk- 

ing up an increase to 12,165 shares. 
















* * * 


PHiLLiPs dropped to 1,019 from | 
5,575; Richfield to 6,057 from 
6,720, and Pure Oil's 6,373, com- | 
pared with 6,628. Sinclair’s total was 
cut to 5,450 from 5,741. 

Standard of New Jersey had | 
6,981 shares on the short side. A | 
month earlier the exchange re- | 
port showed 7,083 for it. Sunray 
Oil dropped to 16,009 from 16,414. 

A sharp drop was Thompson | 
Products’ decline to 600 from 4,825. | 
Gar Wood, however, saw its hold- | 
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changes in the months to come,” 
| the bank said, “but the current rate 
of investment in plant and equip- 
ment plainly has some time to run.” 
| The publication stated that in 
some lines of consumer goods the 
evidence is clear that “markets are 
saturated, merchants are  over- 
stocked and overcommitted and 
business has been borrowed from 
the future.” 


“What seems to be feared now,” 


| the bank said, “is not, in the main, 
a ‘conversion recession,’ meaning a | 
drop caused by the shift of mate- | 


rials and labor from normal use to 
defense work. 

“The current anxiety, however, is 
that demand, in an inevitable reac- 
tion from the boom, may fall short 
of production,” and the change 
from stocking-up to liquidation 
may bring accompanying losses, 





Auto Stocks 
June 4 May 28 





a ings by the bears jump to 18,100, 
whereas on Apr. 13 this firm was) 


credited with 14,300. 


Good Record 
Lakey Profit, Sales 
On Upgrade 


Higher operating efficiency in re- | 
cent months enabled Lakey Foun- | 
dry and Machine to show consider- | 
ably better earnings in the quarter 
ended Apr. 30 than in the previous 
quarter or in the like period last} 
year, J. O. Ostergren, president, | 
stated. 

Sales for the April (1951) quarter | 
totaled $4,459,230 and net profit was 
$180,438, or 37 cents per share. This) 
compared with sales of $5,110,145 
and net profit of $93,253, or 19 cents 
per share, in the previous quarter, 
and with sales of $2,401,200 and net 
profit of $86,568, or 18 cents per 
share, in the corresponding quarter | 
a year ago. 

Sales for the six months ended 
Apr. 30, the first half of the com-| 
pany’s fiscal year, were $9,569,375 | 
and net profit was $273,691, or 56 
cents per share. Sales in the like 
period a year ago totaled $4,529,559 | 
and net profit was $145,070, or 30) 
cents per share. 


GREATER SAFETY 
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Good Industrial Outlook | 
Noted by Gotham Bank 


While the boom in consumer 
goods has slowed, the demand for 
capital goods, because of plant ex- 
pansion and defense orders, re- 
mains unchecked and the industrial 
outlook is strong, the National City 
Bank of New York declares in its 
current Monthly Letter. 

“Tt would be hard to predict the 
nature and extent of inventory 
— %e MEETS SAE HEADLIGHT | ————— a —— 
REQUIREMENTS sone ; “ 
LIGHT "PERFECT ROAD 'Boston Parking Project 


F <> LIGHTING x . 
~ | Denied Insurance Funds 


: / __%& MORE SAFETY 
% REDUCES GLARE BOSTON. — Proponents of the| 


proposed Boston Common _ under-| 
WITHOUT SAFELITES ground parking garage suffered a 
YOU GET HARMFUL AND USEFUL LIGHT 


reverse in the Massachusetts house 
HARMFUL LIGHT 
a REDUCES VISIBILITY IN 
he SNOW, RAIN, MIST AND 
HarMeut uur FOG. CAUSES GLARE 


EVERYONE WANTS THE 
SAFETY PROVIDED BY 


WITH SAFELITES 
YOU GET USEFUL LIGHT ONLY! 


RAIN, MIST AND FOG. 





USEFUL 





when the bill to permit insurance | 
companies to invest in the project 
was defeated. However, an effort 
will be made to get the house to} 
alter its position on the bill which 








Chrysler ve. 69% 71% 
Crosley 3% 3% 
General Motors 4834 18% 
Hudson 15% 15 
Kaiser-Frazer . 5% 5% 
Nash-Kelvinator 19 19% 
Packard an 5% 
Studebaker .. 28% 28% 
Tucker ——s 05 
Willys-Overland . 9% 9% 
Average for —_ 
10 Stocks 19.84 20.79 











ROME. — (UTPS) — The Italian 
automobile industry manufactured 
39,512 vehicles during the first 
three months of 1951, according to 
official figures. This compares with 
an output of 28,793 during the like 
period of 1950. 

The current production figures 
include 32,160 cars, 3,684 covered 
lorries, 3,112 trucks and 556 buses. 

Exports during the ’51 period to- 
taled 8,046 as compared with 3,858 
vehicles exported during the corre- 
sponding period in 1950. The three 
biggest customers for Italian ve- 
hicles were Switzerland, Germany 
and South Africa, in that order. 


It was reported here that the 
Ansaldo-Fossati Co. of Genoa has 
sold the license for its 60 horse- 
power tractors to the Yugoslav gov- 
ernment, which will begin construc- 
|tion of the vehicles near Belgrade. 

Also, Ansaldo Fossati will asso- 
ciate itself with British diesel en- 
gine manufacturers in the export 
of 120 horsepower diesel tractors to 
Australia. Immigration of skilled 


poses is to be allowed by the Aus- 
tralian government. 

The Colombian government is 
reported to have invited the Alfa 
| Romeo Co. to transfer to Bogota 
its obsolete works to start a Co- 
lombian automotive industry sim- 





Italian workers for assembly pur-| 


Italy’s Output Climbs 


First Quarter Production Reaches 39,512; 
Yugoslavia Buys Ansaldo Licenses 


| 





A car and tire saver. Enables greater 
pay-load; takes effect only when needed 
to carry any excessive load caused by 
weight or rough roads. It gives a normal 
ride when not loaded and an easier ride 
when over-loaded. Installation is quick 
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ilar to the enterprise started by 
the Fiat Co. in Mexico. 


Export figures for Italian ve- 
hicles are expected to rise during 
the second quarter of the year. 
During the Turin automobile show 
and Milan international samples 
fair held in April, further orders 
came to Italian firms from far 
eastern countries, the Union of 
South Africa, Indonesia, Australia 
and some Latin American coun- 
tries. 

A delegate of the Central Bank of 
Venezuela was also reported to 
have offered the liquidator of the 
Isotta Fraschini Co. of Milan aid 
in transferring the firm’s motor 
vehicle and aircraft engine depart- 
ments to La Guayra, Venezuela. 
The site would be operated as a 
“free zone,” the representative said. 

It is reported, too, that represen- 
tatives of the Greek and Egyptian 
governments have been in touch 
with the Italian auto industry ask- 
ing prices on vehicles for their 
armies. 


Conshafter & Laspisa 
Al Hathaway has been appointed 
used-car sales manager of Con- 
shafter & Laspisa, Inc. (Dodge- 
Plymouth), Buffalo. Hathaway has 
been in the used-car business in 
Buffalo for several years. 
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SEALED BEAM HEADLIGHTS EQUIPPED 
WITH SAFELITES MEET S.A.E. AND 
ALL OTHER LIGHTING REQUIREMENTS 


Order Through Your Regular Supplier 
* 
APPROVED AND SOLD BY LEADING 
NATIONAL MERCHANDISERS 
* 


ASKE PRODUCTS, INC. 


1015 FISHER BLDG DETROIT 2, MICH 


i Y has already received the approval 
' of the Republican-controlled senate. 
— 7 | As the major item of business on 

the calendar, the bill was debated 

ig. at length, with opponents charging 





and simple,and no main- 
tenance is required. List 
prices from $14.30 to 
$21.20. 


that the attempt to authorize in- 
surance companies to invest in the 
project is born of desperation. Rep. 
John F, Thompson was among leg- | 
islators entering the debate, charg- | 
ing that insufficient thought has 
been given “to the protection of 
the policy holders.” 


| | MAIL TO 

McDermott Promoted 
Ate en vicameations of Gall NEAREST 
ADDRESS 


Forsythe Motors Corp., Syracuse, | 
N. Y., has been announced by Clel- | 
lan S. Forsythe, president. McDer- 
mott joined the firm in 1940 in the | 
service department. | 
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% 
. ‘ 
: PRIOR PRODUCTS, Inc. , 
# Box 349, Middletown, Ohio 
‘Box 7608, Dallas, Texas ‘ 
; Please send me complete information on the “Load-Ster'' HELPER SPRING. . 
: Also send me the name of your nearest distributor. : 
+ 
¢ Nome $ 
’ ‘ 
6 Street ’ 
: ‘ 
s City State. 
4 f 
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GM’s Wilson Charges Lack 











of Understanding... 


Reply to Pay-Formula Critics 


ERKELEY, Calif.— The rise in 
the cost of living has brought 
a corresponding rise in the heat of 
debate over the General Motors 
wage formula, it 
was conceded 
here the other 
day by C. E. Wil- 
son, president of 
GM. 
Wilson contend- 
ed, however, that 
the criticism is 


|workers’ wages in tune with the 
buying power of the dollar, while 


a portion of the benefits of tech- 
nology. 

Wilson pointed out that the im- 
provement factor amounts to about 
2% percent of average wages— 
which is “a little like compound 
interest and really means that in 
a generation, on the average, every 





born of lack of} 
understanding of | 
the formula. 

For clearer un- | 
derstanding, Wil-| 





C. E. Wilson 
son said in a talk before the Insti-| 
tute of Industrial Relations at the | 
University of California, the wage 


dollar is divided into these two 


parts: 
+ 7 + 


AN ADJUSTMENT which may | 

* be up or down, depending on | 
the cost of living. 

2. An adjustment which is always 
upward and which is based on| 
progress and increasing knowledge. | 

Both adjustments are logical, 
said Wilson, adding that recogni- 
tion of this opens the way for 
labor stability instead of strife. 

“This division and analysis of | 
the factors affecting each,” Wilson | 
said, “place collective bargaining | 
pressures on wages on a logical | 
basis for the first time in labor- 
management history.” 

* 


W/t2on points out that on the 
one hand the cost-of-living ad- | 
justment seeks simply to keep 


man will have twice as much as 
his father.” 

He added that GM hopes to do 
better than the 2% percent, so 
that in addition to raising real 
wages it can continue its policy 
of improving its products, as well 





Willys Gives Advice 
For Towing Jeeps 

TOLEDO. — Willys - Overland 
has issued instructions on the 
proper way to tow Model CJ-3A 
Jeeps. 

The practice of lifting the rear 
of the vehicle when it is to be 
towed backwards should be 
avoided. It is likely to damage 
the front axle because the re- 
versed direction of the ring gear 
does not carry lubricant to the 
pinion shaft bearings. 

If the Jeep must be towed 
backwards for any great dis- 
tance, the front-wheel drive 
flanges should be removed so 
that the differential gears will 
not turn while the vehicle is 
being towed. 











on the other the annual - improve- | 
ment factor seeks to assign workers | 
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as compensate the owners of the 
business for their initiative and 
investment. 

Wilson indicates that, with or 
without the formula, the wage ad- 
| justments would probably be made. 
The GM plan, he said, seeks to 
make them peacefully, rather than 
by strife that would dissipate the 
benefits of technological progress. 

“The benefits of technology in 
raising the standard of living of 
a country can be dissipated,” Wil- 


son said, “through strikes, work 
restrictions, feather-bedding, ab- 
senteeism, excessive military ex- 
penditures, inefficient government 


or an artificially short work-week.” 


Wilson contends that small busi- 
nesses have just as great an oppor- 
tunity to improve their efficiency 
in their operations and take advan- 
tage of modern knowledge and 
technology as large businesses. 

* * * 

OME critics have contended that 

the GM formula provides for 
built-in inflation. But Wilson as- 
serts that the cost-of-living portion 
follows the trend of living costs, 
jand can 
increase them, while the improve- 
ment factor should not result in 
price increases since it is simply 


a prompt sharing of the fruits of} 


technology. 
“Furthermore,” said Wilson, 
“there is no good ethical or 


economic reason for asking work- 
men and current producers to 
forego all economic gain in order 
to increase the purchasing power 
of all the wealth accumulated in 
the past years.” 

The principles behind GM's ac- 

|tion were listed as these: 


1. That it is logical, fair and 


|reasonable to maintain the pur-| 


chasing power of an hour’s work 


lower wages as well as| 
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|administering credit controls 





in terms of goods and services the | 


employe must purchase in his daily 
| living. 

2. That all Americans look for- 
ward to improving their conditions; 


citizens are entitled to share in the 
advancing prosperity of the nation. 


incentive factor.” 

3. That productivity is the only 
road to an economy of plenty; 
that machines are the friends of 
man, and that to produce more 
with the same amount of human 
| effort is a sound economic and 
| social objective. 
4. That insecurity worries people 





and that it is reasonable for 
employers to assist employes in 
acquiring life insurance, sickness 


'and accident benefits, hospitaliza- 
'tion, surgical coverage and pen- 
sions, to protect them to the degree 
possible against the individual haz- 
ards of life. 

5. That cooperation and peace, 
rather than industrial strife and 
strikes, will best promote the pros- 
perity of the employes, the company 
and all the people of our nation. 


“4 |Gabriel Absorbs 


Burd Piston Ring 


CLEVELAND. — Merger of the 
Gabriel Co. and the Burd Piston 
Ring Co, has been consummated, 
it is announced. 

By this action Burd Piston Ring 
will become a division of Gabriel 
Co., a spokesman said. 
| 
| Fisher Opens Tank Plant 
At Grand Blane, Mich. 
| DETROIT. Fisher Body has 
| moved into its Grand Blanc (Mich.) 
itank plant and last week began 
receiving material for its huge de- 
fense program, S. J. Sabourin, man- 
ager of tank-building operations, 
announced. 

Headed by Sabourin, executive 
personnel of the tank plant in- 
cludes: R. F. Smith, general super- 
intendent of planning and material 
control; J. E, Sheehan, plant super- 
jintendent; Bart Cotter, chief prod- 
uct engineer; W. S. Hull, master 
|mechanic; E. S. Howell, buyer-in- 


| charge; R. S. Daniels, director of 
|industrial relations; J. B. Dorn, 
|comptroller, and Lou Wing, chief 
| inspector. 

AUTOMOTIVE NEWS is ‘‘must’’ reading 
|}every week for the men who make and sell 


| the world’s cars and trucks. 


that workmen along with all other | 


We call this the “annual improve- | 
ment factor” or the “productivity | 


Nash Officials Visit Blaser— 
H. C. Doss (seated), 
visiting Blaser Auto Sales (Nash), Moline, Ill. 





Nash sales vice-president, and other Nash executives are shown 


W. H. Blaser (seated right) is president of the 


dealership. Standing left to right are: L. T. Kouns, western sales manager; M. F. Buff, dis- 


trict manager of Chicago zone; Stewart M. 
J. B. Fountain, zone manager. 


Blaser, vice-president of the dealership, and 


Reuther Urges Congress 
To Relax Credit Curbs 


(Continued f 


He said the UAW had tried to 
get the Federal Reserve Board to 
relax Regulation W for the time 
being, at least, but “we don’t 
seem to influence the people in 
the ivory tower over there.” 
Reuther charged the FRB with 
“in 
an arbitrary and inflexible man- 
ner,” and recommended that the 
handling of consumer credit be 
transferred to the mobilization 
agencies under Defense Mobilizer 
Wilson. 

ob + * 
ARE called on the committee to 
persuade Coftgress to set a 
“floor” below which the FRB could 


not go in establishing credit terms. | 


He suggested that the most 
stringent automobile installment 
credit limitations that should be 
allowed be one-third down and 
18 months to pay the balance. 
Oare told the committee that he 

did not believe that previous testi- 
mony had brought home to the 
members “the full 
stiffening of terms of time sales in 
the motor car field and the hard- 
ships created thereby.” 

o* Bd 7. 


effect of the| 


rom Page 1) 


new cars have been almost doubled, 
while for late-model used cars, they 
have increased about 50 percent. 

| * x + 


1 result, Oare said, is that new 

cars and late-model used 
ears “are backing up in dealers’ 
inventories, while older cars are 
selling in greater volume than be- 
fore the Regulation.” 


| Central Region 
Of Ford Fetes 


Contest Winners 


NEW YORK.—More than 1,400 
| dealers, parts and service managers 
| of Ford’s central region were here 
| June 8-10 as result of their victory 
lin the region’s three-month cus- 
tomer service contest, known as 
the Broadway Flying Jamboree. 
The parts and service managers 
participated in prizes totaling $40,- 
000, including five Ford Victorias. 
The region, headed by J. C. 
| Garry) Doyle, includes Michigan, 
Ohio, Indiana, Kentucky, Tennes- 
|see and parts of four adjacent 


UTOMOTIVE inventories “have | states. 
“* materially increased” coring | Several Ford executives addressed 
the period Regulation W has been|the group here. Principal speakers 
in effect, he declared. His own|were L. D. Crusoe vice-president 
firm, Oare said, had $56 million/anq general manager, and L. W. 
loaned to its dealers on their in- | Smead, general sales manager. O. F. 
ventories of motor vehicles as of | Yando, assistant regional sales 


May 31, against $21 million a year| manager, served as master of cere- 
ago, and $22 million at the begin-| monies ; - 


ning of September, 1950, just be- / Ce 
Christy Sells Buick Deal 


fore Regulation W was invoked. 
Oare also presented two charts 
Christy Buick Co., Albuquerque, 
M., has been sold by A, L. 


to show the increase in monthly) 
payments for various automobiles | N. 

brought about by Regulation W,|Christy to R. S. Darwin, former 
and how buyers have been forced|Buick zone manager at El Paso, 


to “step down” in price class in 
purchasing automobiles, 

The first of the charts showed 
how a consumer was able to buy 
a new Ford before credit con- 
trols by paying $46.64 per month. 
Under present restrictions, how- 
ever, the same monthly payment 
means that the prospective pur- 
chaser will be able to buy only a 
1946 Ford, Oare said. 

Oare’s other chart showed the 
step-up in monthly payments for 
various automobiles brought about 
by Regulation W. The figures 

showed that monthly payments for 


FTC Again Delays 
Auto Credit Code 
Until July 6 


WASHINGTON. Trade practice 
rules, covering auto installment 
sales and financing, will not go into 
effect until July 6, it was announced 
last week by the Federal Trade| 
Commission, 

The rules were set to become| 
effective last Thursday (June 7) 
after a postponement from May 8.| 
The additional 30 days was granted, | 
the FTC stated, to give affected 
businesses more time to prepare 
for compliance. } 
An FTC spokesman said the ren) 
turn of compliance signatures from 
dealers and financing institutions | 
had reached nearly 100 percent. 





| Tex., and C. C, Darby jr., Charlotte, 
|N. C. The name of the firm has 
|been changed to D & D Buick Co. 
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‘Chrysler Dealers Get | 
New-Model Markup | 


(Continued from Page 1) 


i ne 





But No General Discount Restoration . . . 
2 ee — | 


them their traditional markup on|was release of a specific Supple-| 
} the 3% percent price boost given| mental Regulation covering their} 


mitted only to pass along to con- 


sumers 


| 
: 


the dollars - and - cents 
amount of the increase for manu- 
facturers. 
o o + 

HE controvers‘al March action 

was not duplicated with the 
Chrysler V-8 price hike of May 28. 
Although OPS made no public an- 
nouncement, Chrysler Corp. dis- 
closure of new wholesale and fac- 


/tory retail prices showed that the 
' full dealer discounts of approxi- 


mately 24 percent on New Yorkers 


-and Imperials and 27 percent on 
' Crown Imperials had been granted. 


4 


th 


The Chrysler V-8 car discounts, 
however, still omit the 1 percent 
stripped from dealers coincident 
with the industrywide price hike 
March 2. NADA Officials have 
asked Congress to help restore the 


full discount in legislation extend- | 


ing the Defense Production Act 
beyond June 30. 

The appeal for reinstatment of 
the historic new-car discount was 
linked with criticism of Regula- 
tion W restraints in the Con- 
gressional committee testimony 
of Alton M. Costley and Charles 
W. Freed last week. 
Costley (Chevrolet), 


w-car makers. Dealers were per-| price ceilings. The truck and parts | 
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IAM Urges U. S. 


‘Rate Mechanics 
‘As Essential 


WASHINGTON.—An essentiality 
appeal on behalf of the nation’s 
auto mechanics has been submitted 
to government agencies by the In- 
ternational Assn. of Machinists- 
AFL. 

The union, which claims member- 
ship of 100,000 mechanics, also 
urged the NLRB “to recognize the 
automobile mechanic as a crafts- 
man and his trade as an appren- 
ticeable craft.” 


| 
| & 


|SR was promised by OPS after | 
announcements of CPR 22 and 30,| 
effective date of which was post-| § 
|poned from May 28 to July 2. k ' . ' 
Truck sellers and parts wholesal-| wa , 
ers have voiced fear that OPS will| Wallard's Blistering Pace Withers 500 Records— 
also require partial absorption Of! [ee Wallard waves a “thank you" for the ovation he received after copping the 500 race 











‘More Cutbacks 


manufacturers’ price increase Aat/ a+ indianapolis. To break the record, he had to flash around the oval at an avera d S f M4 l 
é . L ge spee 
the pre-consumer point. | of 126.44 miles per hour. The following Sunday Wallard was burned and hospitalized whe. een or Nicke 
som ge. | his car caught fire in the stretch in a dirt track race at Reading, Pa.—(Acme photo). CHICAGO.—Further cutbacks in 


the limited supply of nickel for 
|civilian production probably “will 


EALER service shops are facing | ——————-—— . - — 


a pricing deadline by the end! , 2 . . ‘ 
of this week. Posters showing price| '™® Open clinics ee CPR 34 in Detecto Buys Yale Scale come soon,” Manly Fleischmann, 
ceilings for sundry services must| V@r!ous major cities last week. NEW YORK. — Aaron J. Jacobs,| NPA administrator, said here last 
be up in prominent places in the} As yet, dealers are not obliged| president of Detecto Scales, Inc.,| week. 
service departments before June 16,|to post car or truck ceiling prices.| Brooklyn 5, New York, announced | “Nickel, one of the four most 
under CPR 34. |Used-car dealers, however, must|last week that his company has | important alloys, is our toughest 
Dealers also are required to | let their OPS district offices know/bought the scale business of the|single problem,” Fleischmann told 
file data on their service prices | what guidebooks they are using to| Philadelphia division of Yale and/the annual meeting of the Eco- 








vice-chair- | 


} man of NADA’s Public Affairs com- 
mittee, spearheaded presentation of | 


» committee 


the dealer case in an appearance} 
before the House Banking commit- 
tee. His formal statement was)! 
repeated to the Senate Banking 
by Freed (DeSoto), 
NADA Public Affairs chairman. 


Advices from Capitol Hill cast | 


* doubt on prospects for enactment | 
' of a new Defense Production Act 


2 
. 


; 


? 


aie 


4 
| 
2 


4 


before the June 30 expiration date. 

It is expected that a 60 or 90-day | 

extension of the present law will | 

be pushed through. | 
* * * 

SPECIFIC measure designed 

to protect discounts of all re-| 


' tailers was proposed by Costley and | 


Freed. Their plan, embodied in 4| 
proposed amendment to the De- 
fense Production Act, would guar- | 
antee all retailers their profit levels | 
of the May 24-June 24, 1950, period | 
just preceding the Korean war. | 
In approving Chrysler’s request | 
for price relief on the V-8 models, | 
OPS first amended Ceiling Price | 
Regulation 1 to allow the division | 
to raise its prices to dealers. The | 
wholesale price increases amounted | 
to $190 on New Yorkers and Im-| 
perials and $200 on Imperials. 
Subsequently, OPS notified | 
Chrysler it would amend Supple- 


| mentary Regulation 5 to let Chrys- | 


ler-Plymouth dealers pass along to 
consumers the wholesale price | 
hikes plus the discounts on the 
hikes. This ra‘sed factory retail 
Prices by $251 on the New Yorkers 
and Imperials and $261 on the| 
Crown Impcrials. Advert’ sed-deliv- 
ered prices went up $9 more be- 
cause of beosts in the federal ex- 
cise taxes on the V-8 cars. 

These prices affect Chryslers | 
with four tires only. The fifth 
tire was deleted from car price | 
lists by Amendment 8 to SR 5, 
effective May 22, Most auto mak- 
ers have now revised their sug- | 
Sested reta’l prices to dealers in | 
compliance with Amendment 3, | 
which followed the NPA ban on 
the spare tire in new autos, 

Still being awaited by truck deal- 
€rs and parts jobbers last week | 


Ford’s Wilson to Attend 
3 Fleet Chief Parleys 


DEARBORN. — Norman GC. Wil- 


|°°N, supervisor of fleet service for 
SFord division, will represent Ford 


§ inter-departmental 


at three western conferences of 
Vehicle supervisors of the Federal 
Supply Service in the next two 
weeks, 

Wilson will discuss vehicle main- 
tenance and preservation at the 
motor equip- 
Ment meetings to be held at Port- 
land, Ore., June 11-12; San Fran- 


- June 14-15, and Denver, June 





with OPS. The agency was hold- | determine ceilings. Towne Manufacturing Co. nomic club of Chicago. 
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Tried, and proved for over 
40 years, the performance 
of McQuay-Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS 10, MO. 
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Used-Car Auction Prices 





AUTOMOTIVE NEWS, JUNE 11, 





Market Trend 


After a one-week interruption, the overall average price of used 
cars got back on the right track last week with a $3 increase to 
$929. The average had dropped $1 in the preceding week. 

The price trend by models was somewhat mixed. The price of '48s 
advanced $1, while ’51s slid back $1. There was a $4 gain in ’49s, but 
a $2 loss in ’46s. Only '50s and ’49s benefited in a large way with 
increases of $15 and $27, respectively. 

Prewars lost ground as "41s dropped $3 on the average and °42s 
slumped $11. The overall average figure of $929 for June to date puts 
the month $2 ahead of the level that prevailed in May. 

There was only a fractional change in the percentage of units sold 
at various auctions last week, although there was a decline in unit 
volume, Sales at 13 representative auctions last ‘week totaled 1,411, 
or 69 percent of the 2,043 offerings. At the same auctions in the 
previous week, sales hit 1,558, or 69 percent of the 2,245 offerings. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of May 25.) 
(Sold 154 units out of 217 offerings.) 


BUICK—’51 Special Riviera coupe, $2,325. 
*50 Super 4-dr., $1,725; Special sedanet, 
$1,550*, $1,310; 4-dr., $1,350, $1,650*. 
49 RM 4-dr., $1,210. '48 RM 4-dr., $900; 
Super conv., $1,150. '47 RM 4-dr., $600. 

CADILLAC—’'50 (62) 4-ar., $3,300*. ‘49 
(62) 4-dr., $2,250*. '48 (62) club coupe, 
$1,775*. B 

OCHEVROLET—’'51 station wagon, $1,900; 


conv., $1,825. '50 SL Deluxe 2-dr., $1,- 
425; Bel-Air, $1,615; 4-dr., $1,530*, $1,- 
100; FL Deluxe 2-dr., $1,410; 4-dr., 


$1,350, $1,340, $1,325. '49 %-ton pickup, 
30; SL Deluxe 4-dr., $1,035, $1,075, 

$1,160, $1,190; conv., $1,240; FL Deluxe 
2-dr., $1,160. '48 FL aerosedan, $950; FM 
2-dr., $830; 4-dr., $775; %-ton pickup, 
$650; 1-ton truck, $600. "47 FM 4-dr., 
$930; FL aerosedan, $900. ‘46 FL aero- 
sedan, $795. '42 FL aerosedan, $425. 

CHRYSLER—’51 NY 4-dr., $2,925, $1,- 
3200*°. °49 Windsor 4-dr., $1,140. '48 NY 
4-dr., $1,050. 

DeSOTO—'50 Custom 4-dr., $1,625. 

DODGE—’'49 Coronet 4-dr., $1,370; 
pickup, $500. 

FORD—’'51 Deluxe (8) 2-dr., $1,540; (8) 
%-ton pickup, $1,370; Victoria, $2,075; 


%-ton 


conv., $2,050. '50 CD (8) 2-dr., $1,350, 
$1,490°; 4-dr., $1,350; CD (6) 2-dr., 
$1,200; Deluxe (6) 4-dr.. $1,200. ‘49 


Custom (8) 2-dr., $925, $900, $975; club 
coupe, $1,005; 4-dr., $1,000, $950; Cus- 
tom (6) 2-dr., $955. '48 SD (8) 4-dr., 





$825; 2-dr., $850, $845; club coupe, $900. 
‘47 SD (8) 2-dr., $900; 4-dr., 2 at $800, 
$795, $760. '46 SD (8) 2-dr., $500, $580, 
$625, $600, $775; Deluxe (8) 4-dr., $885; 
%-ton pickup, $450. '36 4-dr., $105. 

FRAZER—'48 4-dr., $610. 

HUDSON—’51 PM 4-dr., $1,800. "49 Com- 
modore (8) 4-dr., $1,090; Super (6) 4- 
dr., $1,000, $975. 

LINCOLN—’48 club coupe, $910, $1,060. 

MERCURY—'48 4-dr., §875. ‘47 4-dr., 
$875. | 

NASH—’48 (600) 4-dr., $691. | 

OLDSMOBILE—’50 (98) Deluxe 4-dr., $1,- | 


650; (88) 4-dr., $1,650*. '49 (98) 4-dr., | 

$1,250*. "48 (98) 4-dr., $1,000, 
PACKARD—'50 4-dr., $1,100. 
PLYMOUTH—’'49 SD club coupe, $1,050, | 


$1,070; 4-dr., $1,100, $1,125, $1,150. ‘48 
SD 2-dr., $850. '46 SD club coupe, $710. | 
PONTIAC—’51 Chieftain (8) 4-dr., $2,300*. | 
"50 Chieftain (8) 4-dr., $1,600*; 2-dr., 
$1,400; SL (8) sedanet, $1,310, $1,500*. 
‘49 Chieftain (8) 4-dr., $1,350, $1,250, 
$1,375. '48 SL (8) 4-dr., $1,025; sedanet, 
$975; Torpedo (8) 4-dr., $1,010. 
STUDEBAKER—'50 ‘%-ton pickup, $710; 


4-dr., $1,350; 4-dr., $1,060. ‘49 Com- 
mander club coupe, $950. '47 Champion 
4-dr., $820. 


WILLYS—'49 Jeep station wagon, $900. '47 
Jeep, 470. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sales every Friday. Prices are for sale of 
May 25.) 

(Market is steady. Sold 71 units out of | 
141 offerings.) | 


CHRYSLER—’'49 





BUICK—’50 RM sedanet, $1,490. "49 RM 
4-dr., $1,370; Super conv., $1,360. ‘48 
Special 4-dr., $1,050. ‘47 Super conv., 
$1,100. "46 RM 4-dr., $620. 

CADILLAC—'49 (62) 4-dr., $2,170. °48 
conv,, $1,750*. ‘47 (60) Special 4-dr., 
$1,425*. '46 (62) 4-dr., $1,230°. 


CHEVROLET—’51 conv., $2,110; FL De- 
luxe 2-dr., $1,770*. '50 SL Deluxe 2-dr., 
$1,555*; club coupe, $1,505; FL Deluxe 
2-dr., $1,160. '49 FL Deluxe 4-dr., $1,- 

48 FL 4-dr., $840. "46 SM 4-dr., 
750. 

CHRYSLER—'48 
NY 4-dr., $990. 

DeSOTO—’'51 Deluxe 4-dr., $1,960. '49 Cus- 
tom 4-dr., $1,400, $1,345. 

DODGE—’51 Coronet 4-dr., $2,170, ‘50 
Coronet 4-dr., $1,330. °49 Coronet 4-dr., 


Windsor 4-dr., $1,120*; 


$1,305, ‘48 Custom 4-dr., $920. '47 Cus- 
tom club coupe, $930. 
FORD—’51 Victoria, $2,010, $2,000. °50 


conv., $1,630. ’49 station wagon, $1,170; 

Standard (8) 2-dr., $990. "48 club coupe, 

$850, '47 2-dr., $680. 
HENRY J—’51, $1,150. 
HUDSON—’49 Super (6) 4-dr., 
MERCURY—’51 4-dr., $2,325. 
NASH—’51 Rambler station wagon, $1,620. 


$900. 


OLDSMOBILE—’51 (88) 4-dr., $2,465". 
49 (88) 4-dr., $1,450*°. ‘48 (66) 4-dr., 
$890; (76) 2-dr., $880, ‘46 (98) 4-dr., 
$750. 

| PACKARD—’51 (200) 4-dr., $2,150, $2,- 
060. °50 4-dr., $1,520. ‘49 2-dr., $1,035. 

PLYMOUTH—’51 Savoy, $1,970; Cam- 
bridge, 4-dr., $1,760; 2-dr., $1,710. °49 
SD 4-dr., $1,405. '48 SD 4-dr., $865. 


PONTIAC—'48 (8) conv., $1,085; sedanet. 





$1,055. ‘47 (8) sedanet, $975. 
STUDEBAKER—’51 Champion conv., $1,- 
750. °50 Champion conv., $1,375; 4-dr., 
$1.300. 
WILLYS—’51 station wagon, $1,280. ‘50 
Jeepster, $940. 
N. PLAINFIELD, N. J. 
(Lebanon Auto Auction. Sale every 
Wednesday, Prices are for sale of May 
30.) > 


(Market firm. Sold 105 units out of 

116 offerings.) 

BUICK—’51 RM sedan, $2,660*. °50 RM 
Riviera coupe, $2,130*%; RM sedan, §$1,- 
835°. *49 Super conv., $1,675*. *48 
Super sedan, $1,110, $1,070; conv., $1,- 
060. °47 Super conv., $1,000; sedan, 
$780. °'46 Super sedan, $810, $800, $750. 

CADILLAC—'49 (62) sedan, $2,325*. ‘48 
(62) conv., $2,370*; (61) sedan, $1,675. 
’47 (62) sedan, $1,380". 


CHEVROLET—’51 SL Deluxe sedan, $1,- 


875*. °50 Bel-Air, $1,875*; SL Deluxe 
sedan, $1,505*, 2 at $1,400, $1,380; FL 
Special sedan, $1,180. ‘49 SL Deluxe 
sedan, $1,190, $1,150, 2 at $1,125; SL 
Special sedan, $1,110, 2 at $1,100. ‘48 
FL aerosedan, $1,025, $1,000, 2 at $950. 
‘47 FM club coupe, $800; SM _ sedan. 
$735. ‘46 FM sedan, $730; SM sedan, 
$690. ‘40 MD sedan, $260. 


NY club coupe, 


$1,510*, 





FIRST we repaired a rusted out and dented 
door panel with Met-L-it—then we smashed it 
and rolled over it with a 10-ton truck (inset). As 
the photos show, Met-L-it and its fiber backing 


for 


adhered throughout the entire repaired area. 
Met-L-it is tough, it’s easy to work with, and it 


takes paint just like any metal. 


You can make dependable, low-cost repairs 
with remarkable Met-L-it—the cold metal that 
gives you GUARANTEED PERMANENT ADHESION! 
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$1,450, $1,430*. ‘48 Windsor sedan, $1,- 
130*. °'46 Windsor club coupe, $820*. 

DeSOTO—’50 Deluxe sedan, $1,510*. ‘49 
Custom sedan, 2 at $1,400*. '48 Custom 
sedan, $1,060*, $950*. 

DODGE—’51 Meadowbrook sedan, $1,800. 
"50 Coronet sedan, $1,485*. ‘49 Coronet 
sedan, $1,415*, $1,325, $1,285, 2 at $1,- 
250, $1,220; Meadowbrook sedan, $1,245, 
$1,225, $1,210. ‘40 sedan, $310. 

FORD—'50 CD (8) sedan, $1,310. "49 
Custom (8) sedan, $1,110, $1,050, 2 at 
$1,000; Custom (6) sedan, $1,000, $885. 
46 SD (8) sedan, $700. 

HUDSON—'47 Commodore (8) sedan, $600. 


KAISER—’49 Deluxe sedan, $890. ‘47 Spe- 
cial sedan, $510. 


LINCOLN—’49 Cosmopolitan sedan, $1,300. 


MERCURY—’'49 sedan, $1,240. 

NASH—’'46 (600) sedan, $530. 

OLDSMOBILE — '50 (98) sedan, $1,800". 
49 (98) sedan, $1,420*; (88) sedan, $1,- 
390*; (76) sedan, $1,380. ‘47 (98) sedan, 


$850*. °46 (76) sedan, $703*. 
PLYMOUTH—’51 conv., $2,125. ‘50 sta- 
tion wagon, $1,675; conv., $1,600; SD 


sedan, $1,470, $1,435; Deluxe sedan, §$1,- 
315, $1,260. °49 SD sedan, $1,150, 2 at 
$1,125. °48 SD sedan, $990. ‘47 SD 
sedan, $840, $795, $750. ‘41 SD sedan, 


$335. 

PONTIAC—'49 SL (6) sedan, $1,310. ‘47 
Torpedo (6) sedan, $780, $750. ‘39 De- 
luxe (6) sedan, $175. 

STUDEBAKER—’50 Champion sedan, $1,- 
160. 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every 
day, Prices are for sale of May 25.) 
(Market firmer with demand strongest 
for '47-'49 models. Sold 284 units out of 

420 offerings.) 

BUICK—’51 RM Riviera 4-dr., $2,605*. '50 
Special 4-dr., $1,250; RM 2-dr., $1,460; 
Super 4-dr., $1,655*. ‘49 Super 4-dr., 
$1,305. °48 Super conv., $930, $875; RM 
conv., $1,050. 

CADILLAC—’50 (60) Special 4-dr., $3,525°*; 
(62) club coupe, $3,425*; 4-dr., $3,310*. 


Fri- 


"49 (60) Special 4-dr., $2,310*, $2,350*; 
(62) conv., $2,560* ‘48 (62) conv., 
$1,670°. 


CHEVROLET—'51 SL Deluxe 4-dr., $1,500, 


$1,630, $1,810*. ‘50 SL Deluxe 4-dr., 
$1,210, $1,250, $1,275, $1,355*%; 2-dr., 
$1,050, $1,155, $1,250, $1,310, $1,350*; 


club coupe, 2 at $1,125; Bel-Air, $1,635; 
conv., $1,665*. ’49 FL Deluxe 2-dr., $930, 
$945, $965, 3 at $1,060, $1,100; 4-dr., 
$995. $1,070, $1,075, . $1,085, $1,110, 
$1,130. 

CHRYSLER—’'50 Windsor 4-dr., $1,610. 
NY 4-dr., $1,275; club coupe, $1,275. 
4-dr., $685. '47 4-dr., $875. 


"49 
"48 


| DeSOTO—’'50 Custom club coupe, $1,610. 


'49 4-dr., $1,275. 

DODGE—’51 Coronet club coupe, $1,700, 
$1.710. '50 Coronet club coupe, $1,025; 
Wayfarer 2-dr., $1,145; Meadowbrook 4- 
dr., $1,355, $1,400. '47 4-dr., $485, $580. 


FORD—'51 Custom (8) 4-dr., $1,775; 
conv., $1,2100*; Victoria, $2,015. °50 2- 
dr., $1,080, $1,095, $1,115, $1,160, $1,- 


245; 4-dr., $1,030, $1,080, $1,215, $1,350; 
conv., $1,350, $1,400. 

FRAZER—'48 Manhattan 4-dr., $645. 

KAISER—’51 Special 2-dr., $1,260. ‘47 4- 
dr., $435. 

LINCOLN—’51 club coupe, $2,115, $2,225. 


°50 4-dr., $1,555. "49 4-dr., $1,090. 
| MERCURY—’51 4-dr., $2,155; 2-dr., $2,- 
165. ‘50 2-dr., $1,430; 4-dr., $1,335, 


$1,410, $1,430, $1,410; club coupe, $1,455. 
OLDSMOBILE—’50 (88) 2-dr., $1,600; 4- 
dr., $1,610. '49 (88) 4-dr., $1,360, $1,415; 
(98) 4-dr., $1,345, $1,375; (76) club 
coupe, $1,100. '48 (98) 2-dr., $950. 
PLYMOUTH—’'51 club coupe, $1,625, $1,- 
640; 4-dr., $1,640, $1,670, $1,770; sub- 
urban, $1,850. 50 4-dr., $1,115, $1,335; 
2-dr., $1,165. °49 4-dr., $945, $1,075, 
$1,175. 
PONTIAC—'50 (8) 
station wagon, $1,575. °49 (6) 
$1,050; (8) 4-dr., $1,175, $1,305. 
4-dr., $780. '47 (6) sedanet, $775. 
’50 Champion conv., $1,- 
"48 Cham- 


$1,405; 
4-dr., 
"48 (6) 


sedan coupe, 


380; LC club coupe, $1,250. 
pion conv., $875. 


OAKLAND, CALIF. 


(A, L. Pollock Auto Dealers Wholesale 


| Auction, Sale every Wednesday. Prices are 
| for sale of May 23.) 


(Prices a little stronger on °49s and 


°50s, but down on "51s.) 


BUICK—’50 Special 4-dr., $1,510, $1,500. 
49 RM 2-dr., $1,360; Super sedanet, 
$1,500*, $1.515*. °47 conv., $975, °46 2- 


dr,, $695. ’41 4-dr., $215. '38 4-dr., $110. 


CADILLAC—’'50 (62) club coupe, $3,450*; 
(61) 4-dr., $3,000; conv., $3,550*. °49 
(62) conv., $2,765*. ‘47 (61) 2-dr., 
$1,210 

CHEVROLET.—'51 1 %-ton pickup, $1,425. | 
'50 SL.Deluxe 4-dr., $1,380; Bel-Air 2-| 
dr., $1,670. "49 SL Deluxe 4-dr., $1,205, 
$1,165; club coupe, 2 at $1,110, $1,075; 


2-dr., $1,310, ’48 %-ton pickup, $940. '46 
club coupe, $755; 4-dr., $770, '40 4-dr., 
$250. '36 2-dr., $175. 

CHRYSLER—'49 Windsor 4-dr., $1,150. '48 
NY 4-dr., $1,080. 


DeSOTO—’'51 Custom 4-dr., 2 at $2,255; 
conv., $2,325. °50 Deluxe club coupe, 
$1,685; Custom 4-dr., 4 at $1,800. ‘49 
Custom 2-dr,, $1,425; Deluxe 4-dr., 
$1,400. 

DODGE—’48 club coupe, $975. '46 %-ton 


panel, $400; pickup, $450. 


| FORD—'50 CD (8) 2-dr., 2 at $1,375, $1,- 


| 


350; 4-dr., $1,420. '49 Custom (6) 2-dr., 
$1,010, $985; 4-dr., $1,045; Custom (8) 
2-dr., $1,025, $1,135, $1,160; 4-dr., $1,- 


Average Used-Car Prices 


utomotive News) 


June 1951 May April 

Model (to date) 1951 1951 
BR tiecisiton ces $1,915 $1,934 $2,054 
1950......... 1,424 1,434 1,524 
 civessessock 1,176 1,169 1,224 
1948... 895 893 937 
1947... 741 740 758 
1942......... 349 327 317 
Bs cctiivisce 281 264 278 
Overall ——— —— —— 
Average... $ 929 $ 927 §$ 968 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





135, $1,065; business coupe, $975. ‘47 
(8) %-ton panel, $550. 
HUDSON—'49 conv., $1,130. ‘48 2-dr 
$880. '42 (6) club coupe, $270. 
MERCURY—’50 4-dr., $1,660, $1,650. ‘47 
4-dr., $685. '46 4-dr., $780. 
OLDSMOBILE—’50 (88) 2-dr., $1,765; (76) 
club coupe, $1,780. '49 (88) 4-dr., $1,525: 
conv., $1,675. : ; 
PACKARD—'41 4-dr., $480. 


PLYMOUTH—'51 4-dr., $1,715. '50 2-dr. 
$1,305; club coupe, $1,400. ‘48 4-dr. 
ag 46 2-dr., $630; business coupe, 

PONTIAC—'50 (8) 2-dr., $1,690*, '49 (8) 
2-dr., $1,290. '46 (6) club coupe, $745. 


’41 (8) 2-dr., $260. 

STUDEBAKER—'50 Commander 2-dr. $i,- 
520; Land Cruiser 4-dr., $1,675; Cham- 
pion business coupe, $1,205; 2-dr., $1.360 
if Commander 4-dr., $1,080, '42 2-dr. 


MISCELLANEOUS—'50 Hillman Minx 4- 
00. 


dr., $855. °48 Thames panel, $4 
ALBANY, N. Y. 
| (Tim Anspach’s Dealers Auto Auction. 


Sale every Monday. Prices are for 
May 38) sale of 


(Average units dropped $50, but sharp 
prices brought as much as at any time 
— _ Sold 125 units out of 155 offer- 
ings. 





BUICK—’50 Special 2-dr., $1,640*: 4-4 
$1,630, $1,450. '49 RM 2-dr.. $1, 300°: 
si aib $1,385*; Super conv., $1,500* 

410. '48 RM 4-dr.. $1,025*: Super 
oat $1,170. ' oe 

| CADILLAC—'49 (62) 4-dr.. $2,320*. ‘48 
(62) 4-dr., $1,825, $1,860*.| 47 ¢ 

—- $1,175. oe 

EVROLET—'51 SL Deluxe 4-dr., $1,- 
860*, $1,650; SL Special 2-dr., $1,670, 


$1,525. '50 FL Deluxe 4-dr.. $1,350, $1.- 
370, $1,390; SL Special club oy : 
275; SL Deluxe Bel-Air, $1.710*, $1'680* 
$1,600; 2-dr.. $1,460*, $1,320; 4-ar., 
$1,375, $1,460, $1,310,' "49 FL’ Deluxe 
2-dr., $1.100, $1,110; FL Special 4-dr., 
$1,075; SL Special 2-dr., $1,120, $1,150 
$1,095, $1,160; SL Deluxe 4-dr., 2 at 
$1,220, $1,170; conv., $1,460. °48 FL 
aerosedan, $920. $930; FM club coupe, 
$880; 4-dr., $870; conv., $950, '47 SM 
4-dr.. $630, $520; club coupe, $900. '46 
FL aerosedan, $850; SM 4-dr., $635. ‘41 
- MD 2-dr.. $295. 
YSLER—’50 Windsor 4-dr. 5 
anvelae 4-dr., $1,800. '47 
DeSOTO—’'49 Deluxe 4-dr., $1,030. ’48 De- 
luxe 2-dr., $1,000. 


DODGE—'45 Coronet 4-dr., $1,150*, $1,- 
425*, $1,330*, $1,390: Meadowbrook 4- 
dr., $1,280. "47 Deluxe 2-dr.. $650, 41 


Deluxe 4-dr., $115. 
FORD—’51 Deluxe (8) 2-dr., $1,570; Crest- 
liner 2-dr.. $1,800*; Custom (8) conv., 
$2,375; 4-dr.. $2,000*; (6) %-ton pickup, 
$1,150. '50 CD (8) 2-dr., $1,290. $1,115: 


4-dr., $1,340: conv., $1,480; Deluxe (6) 
4-dr.. $1,210. '49 Custom (6) 2-dr., 
$950: Custom (8) 2-dr., $900; conv., 


$1,220, $1,050; club coupe. $990, $1,000. 
'47 (8) station wagon, $770. 48 (8) sta- 
tion wagon, $550; SD (6) 2-dr. $550. 
KAISER—'49 Traveler 4-dr., $910*. 
EnOUne_ on 2-dr., $1,150. 
ME —50 4-dr., 1,4 , -dr. 
$700. $1,475. °'47 4-dr., 
NASH—’50 Super 4-dr., $1,220. 
OLDSMOBILE—’51 (88) Super 4-dr., §2.- 
500*. '50 (76) 2-dr., $1,500. °49 (88) 4- 
dr., $1,280*: 2-dr.. $1,285*: (98) conv., 
$1,600*; (66) club coupe, $1,300; (76) 
4-dr., $1,300*. ‘48 (98) conv., $1,365°. 
'41 (68) 4-dr.. $240; (76) 4-dr., $340°. 
PACKARD—’48 Deluxe 4-dr., $850. ‘40 
(160) 4-dr., $150; (120) 4-dr., $250. 
PLYMOUTH—’51 Cranbrook 4-dr., $1,720. 
aon a> Deluxe 2-dr., $1,235. $1,090, 
.250. "48 SD 4-dr.. $825, '46 luxe 
4-dr., $575. se 
PONTIAC—’49 SL (8) 4-dr., $1,180*. '48 
SL (6) 2-dr., $1.035*, $1,100*. °47 (6) 
conv.. $925. ’°46 SL (8) 4-dr., $670. 
STUDEBAKER—’50 Champion 2-dr., $1.- 
240*; Commander 4-dr., $1,450, $1,250° 
’49 Champion 4-dr.. §885*. ‘48 Land 
Cruiser 4-dr., $850*; Champion 4-dr.. 
$825. '47 Champion business coupe, $560. 
WILLYS—’49 Jeepster. $895. ; 





MISCELLANEOUS—’51 Henry J Deluxe 
2-dr.. $1,350*. '49 GMC %-ton panel, 
$640*. 


CONCORD, MASS. 


(Concord Auto Auction, Inc, Sales every 
Monday and Friday. Prices are for sales of 
May 25-29.) 

(Sold 155 units out of 238 offerings.) 


BUICK—’51 Super sedan, $2,250. ’50 Super 
sedan, $1,750*; sedanet, $1,750. '49 Super 
sedan, $1,390, $1.200. '48 Super sedanet. 
$1,065, $1,110; RM sedanet, $1,150*, 47 


Special sedanet. $875; Super sedanet, 
$955; conv.. $1,075. °46 Super sedan. 
| $735. '42 Limited limousine, $140, ‘41 


Super conv., $250; club coupe $260. ‘40 

| Super conv., $375: Special sedan, $320 

| CADILLAC—'49 (62) conv., $2,615*. 48 
(62) sedan, $1,850*. 

CHEVROLET—’51 FL Deluxe sedan, $1,- 
725; SL Deluxe sedan, $1,915*. ’50 FL 
Deluxe sedan. $1,435, $1,505*; FL Spe- 
cial sedan, $1,355; SL Deluxe sedan, 
$1,530*. °49 SL Deluxe club coupe, §1,- 
215; sedan, $1,170, $1,175; conv., $1,250, 
$1,310; FL Deluxe sedan, $1.100, 
$1,255; SL Special sedan, $875. 
conv., $960; FL aerosedan, $950; 
sedan, $495. '47 FM conv., $920; sedan, 
$825; %-ton pickup, $570; SM _ club 
coupe, $745, $845; sedan, $750; FL aero- 





sedan, $950, $890. °'46 %-ton pickup, 
$285; SM sedan, $700; FM club coupe, 
$730; sedan, $650, $750. "42 %-ton pick- 


(Continued on Page 65, Col, 1) 
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Used-Car Auction Prices 


(Continued from Page 64) 


up, $200; SD sedan, $475. '41 MD sedan 
delivery, $230; sedan, $375; SD sedan, 
$225. '40 SD sedan, $365, $380. '39 MD 
sedan, $120, $150; station wagon, §$75; 
Master sedan, $220. 

CHRYSLER—'49 Windsor sedan, $1,575. 
47 Town & Country conv., $1,000. 

CROSLEY—’48 station wagon, $120. 

DeSOTO—'49 Deluxe sedan, $1,370, $1,350; 
Custom club coupe, $1,550*. '46 Custom 
sedan, $790. 

DODGE—’'49 Coronet sedan, $1,410; Mea- 
dowbrook sedan, $1,325. '48 Custom se- 
dan, $975. '47 ‘e-ton pickup, $145, ‘41 
1%-ton van, $115. ‘39 %-ton pickup, 
$120; business coupe, $112. 

FORD—'51 Victoria, $2,075. ‘50 Deluxe 
(8) sedan, $1,250; CD (8) sedan, $1,270, 
$1,300, $1,395; Deluxe (6) sedan, $1,020. 
"49 Custom (8) sedan, $1,060*, $1,025*, 
$1,025; station wagon, $1,200. °48 De- 
luxe (8) sedan, $610; %-ton panel, $450. 
'47 Deluxe (8) sedan, $680, $775; Deluxe 
(6) sedan, $650; SD (8) sedan, $735; 
station wagon, $835. '46 Deluxe (8) club 
coupe, $710; SD (8) conv., $975. ‘41 
%-ton rack, $130. '40 sedan, $180. '39 
sedan, $265. ’38 sedan delivery, $135. 

HUDSON—'46 sedan, $500. 

KAISER—’48 sedan, $655. '47 sedan, $550. 

LINCOLN—’49 sedan, $1,150*. 

MERCURY—’50 sedan, $1,585, $1,650; club 
coupe, $1,625, '49 sedan, $1,160, $1,165*. 
'47 sedan, $505. '46 sedan, $660. 

NASH—'49 (600) sedan, $840. 

OLDSMOBILE—’50 (98) sedanet, $1,840*. 
49 (98) sedan, $1,360*%; (88) sedanet, 
$1,215*. "48 (98) sedan, $1,125*; sedanet, 
$1,135". °47 (98) sedanet, $610*; (68) 
conv., $850*; (66) sedan, $870*, '41 (78) 
sedan, $350*; (96) club coupe, $475. ’40 
club coupe, $260. 

PACKARD—’48 Deluxe (120) sedan, $887. | 

PLYMOUTH—’50 Deluxe sedan, 2 at §$1,-| 





350, '49 SD sedan, $1,175, $1,160, ‘48 
Deluxe sedan, $705; SD sedan, $895; | 
club coupe, $990. °47 SD sedan, $525. 


'42 SD sedan, $110. 
*34 conv., $165. 


"46 SD sedan, $665. 
*40 club coupe, $180. 


PONTIAC—'49 Chieftain (6) sedan, $1,- 
200*, $1,410*; Chieftain (8) Deluxe | 
sedan, $1,405*. ‘47 (6) conv., $1,010. | 
‘42 Torpedo (6) sedanet, $385. °'39 (6) 
sedan, $175. 

STUDEBAKER ‘49 Commander sedan, | 
$1,050. ‘32 conv. sedan, $135. 

WILLYS 


| 
'46 Jeep, $375. 
| 


DENVER 
(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo. Prices are for 
sale of May 29.) 





(Prices steady. Sold 196 units out of 
297 offerings.) 
BUICK—’51 Super sedan, $2,400*; Special 


sedan, $2,125, $2,190*. '50 Special sedan, 
$1,395, $1,440*. "49 Super sedan, $1,060*, 
$1,170*, $1,200*, $1,250*. '48 RM sedan, 
$890, $1,030*. '47 Super sedan, $760, 
$815. 

CADILLAC—’50 (62) sedan, $3,300*, $3,- 
340*; (61) sedan, $2,920*. ‘49 (62) 
conv., $2,600*; (61) sedan, $2,280*. ‘48 
(62) sedan, $1,860*, $2,000*. 

CHEVROLET—’51 FL Deluxe sedan, §$1,- 
605, $1,675, $1,700, $1,755*, $1,855*; %- 
ton pickup, $1,290, $1,330, $1,420. ‘50 
Bel-Air, $1,700*; SL Deluxe sedan, $1,- 
330, $1,360, $1,400, $1,570*; SL Special 
sedan, $1,165, $1,180, $1,210, $1,270; 
%-ton pickup, $880, $970. °49 FL Deluxe 
sedan, $995, $1,055, $1,090, $1,100, $1,- 
105, $1,125*, $1,225. "48 FM sedan, $855, 
$875, $880, $895, $925, $935, $1,075. °47 
FM sedan, $660, $715. '46 SM _ sedan, 
$650, $715, $745, $795. ’42 sedan, $475. 

CHRYSLER—’51 NY sedan, $2,845*; Wind- 
sor sedan, $2,335. °50 Windsor sedan, 
$1,715*. °49 Windsor sedan, $1,245", 
$1,350, $1,375*, $1,410*, $1,470*, $1,475°. 
‘48 NY sedan, $800*, $885*. 

DODGE—'51 Coronet sedan, $1,975*; Mea- 
dowbrook sedan, $1,625. 50 Coronet se- 
dan, $1,445*; Wayfarer sedan, $1,245*. 
‘48 sedan, $755. 

FORD—'51 Victoria, $2,075*; conv., $1,- 
905*, $1,950*; Deluxe (8) sedan, $1,600; 
\%-ton pickup, $1,285, $1,330, $1,450, 
$1,455. "50 CD (8) sedan, $1,025, $1,225, 
$1,275*, $1.335*; %-ton pickup, $920. '49 
Deluxe (8) sedan, $850*, $860, $965*, 
$985*, $1,030*. °48 sedan, $660, $665, 
$710, $730, $815. '47 sedan, $630, $690, 
$710, $755, $830. '41 sedan, $265, $395. 

HUDSON—'50 Commodore (8) sedan, $1,- 
315*. °49 Super (8) sedan, $780, $945. 

LINCOLN—’50 sedan, $1,205*. °49 sedan, 
$780, $945. 

MERCURY—’51 Monterey, $1,395*; sedan, 
$2,100, $2,225*. '50 sedan, $1,400*. °49 
sedan, $1,175, $1,255, $1,300*. '46 sedan, 
$585. 

NASH—'49 Ambassador sedan, $1,015*. 

OLDSMOBILE—’50 (98) sedan, $1,655", 
$1,680*, $1,720*, $1,725". '49 (98) sedan, 


$1,280*, $1,350*, $1,410*, $1,550*%; (76) 
sedan, $980. '48 (66) sedan, $845*. '47 
(76) sedan, $590*. "46 (76) sedan, $650*, 
$700, $725*. 


PACKARD—'50 sedan, $1,500*. 


PLYMOUTH—’51 Cranbrook sedan, $1,650. 
50 suburban $1,655; SD sedan, $1,105, 





Quick Change 


Dealer License Plate Holder 


Gucranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 


C. HOWARD 


1498 Overlook Drive Akron 7, Ohio 





$1,250, $1,275, $1,350. 49 SD sedan, $995, 


$1,000, $1,050. °48 sedan, $720, $830, 
$835. °47 sedan, $570, $575, $590. ‘41 
sedan, $300. 


PONTIAC—’51 (8) Catalina, $2,470*. ‘50 
Chieftain (8) sedan, $1,315, $1,515*, $1,- 
645*. '49 SL (8) sedan, $1,220, $1,280°*, 
$1,295*, $1,300*, $1,305*. "48 (8) sedan, 
$1,005. ’47 (8) sedan, $695, $750. '46 (8) 
sedan, $590. 


STUDEBAKER—’51 Champion sedan, §$1,- 


290, ‘50 Champion sedan, $1,125*. ‘47 
Commander sedan, $635*. 
WILLYS—’51 station wagon, $1,850. ‘47 


Jeep, $490, $520. 


MASON CITY, IA, 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are*for sale of May 30.) 

(Summer business good. Sold 57 units 
out of 99 offerings.) 


BUICK—’'49 RM 4-dr., $1,310. ‘48 RM 
2-dr., $920. '46 Super 4-dr., $710. 
CADILLAC—'47 (60) Special 4-dr., $1,310 


CHEVROLET—’'50 FL Deluxe 2-dr., $1,250; 
SL Deluxe club coupe, $1,315. 
Deluxe 4-dr., $1,180. '48 FL aerosedan, 
$870. '47 SM 2-dr., $695, . $715. 
4-dr., $680. °42 Deluxe 4-dr., $360. 

CHRYSLER—’47 NY 4-dr., $780. 

DeSOTO—'49 Deluxe 4-dr., $1,205. 
Custom 4-dr., $760. 

DODGE—'49 Coronet 4-dr., $1,100. "48 Cus- 
tom club coupe, $705; 4-dr., $790. '46 
Deluxe 4-dr., $645. 

FORD—'51 %-ton pickup, $1,205, 
luxe (8) 4-dr., $1,060. '49 Custom 


"47 


"50 De- 
(8) 











‘46 FM | 


| 


_AUTOMOTIVE NEWS, JUNE 11 





4-dr., $960, $990, $980. '47 SD (8) 2-dr., 
$715. '46 Deluxe (6) 4-dr., $540, $535. '40 
Deluxe (8) 2-dr., $175. 


HUDSON—'49 Super (6) 4-dr., $1,005*. 
‘46 Super (6) 4-dr., $430. 

KAISER—'48 4-dr., $690, $710. 

LINCOLN—’49 sedan, $1,245*. 

MEROCURY—’50 4-dr., $1,385. ‘49 4-dr., 


$1,105, $1,140*. 

NASH—’49 (600) 4-dr., $990*. 

OLDSMOBILE—’'50 (98) 4-dr., $1,840*. '49 
(88) 4-dr., $1,310*. 

PLYMOUTH—’51 Cambridge 4-dr., $1,685. 
‘50 suburban, $1,385. ‘48 SD 4-dr., $735. 
"40 2-dr., $155. 

PONTIAC—'42 SL (8) sedanet, $370. 

STUDEBAKER—'47 Champion 4-dr., $760*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of May 31.) 

(Market improving steadily, but deal- 
ers are reluctant to buy except for cur- 
rent needs. Sold 73 units out of 98 offer- 


ings.) 
BUICK—’'49 Super sedanet, $1,430*; 4-dr., 
$1,300. '47 Super conv., $1,105. ‘46 Spe- 


cial sedanet, $665. '40 Special 4-dr., $225. 
CADILLAC—’'50 (61) 4-dr., $2,975*, $2,- 
860*, '48 (62) 4-dr., $1,715. 
CHEVROLET—’50 SL Deluxe club coupe, 
$1,335, $1,325; Special 4-dr., $1,300. ‘49 
FL Deluxe 2-dr., 2 at $1,200; SL Deluxe 
club coupe, $1,200, $1,150, $1,115; SL 
Special 2-dr., $1,125, '48 SM 2-dr., $880; 
FL aerosedan, $925; FM 4-dr., $920, '47 
conv., $830. '46 FM 2-dr., $705; \%-ton 
pickup, $605; conv., $755. '42 2-dr., $410. 


‘40 SD club coupe, $350, $325. '37 2-dr., | 
$140. 

CHRYSLER—'48 Windsor club coupe, §$1,- 
150. '40 2-dr., $160. 

DeSOTO—’'50 Custom 4-dr., $1,550. ‘49 
Custom 4-dr., $1,380. 

DODGE—’'50 Meadowbrook 4-dr., $1,390. 

FORD—’50 CD (8) 4-dr., $1,070. '49 Cus- 





tom (8) 2-dr., $1,050, $1,010; 4-dr., | FORD—’'50 ‘-ton pickup, $935. °49 Cus- 
$1,040; Deluxe (8) 2-dr., $1,005, °48 SD tom (8) 2-dr., $960, $980. '48 (8) station 
(8) club coupe, $900. '47 SD (8) 2-dr., wagon, $775. '46 Deluxe (8) 2-dr., $605, 


2 at $700; conv., $750; Deluxe (8) 2-dr., 
$685. °46 SD (8) 4-dr., $535. 


KAISER—’'51 Henry J (6) 2-dr., $1,100*, 
$1,050. 

MERCURY—'49 4-dr., $1,150*. ‘48 4-dr., 
$820. 

NASH—'49 Ambassador 4-dr., $1,020*; 


(600) 4-dr., $995*. '47 (600) club coupe, 
$695, '41 (600) 4-dr., $205. 
OLDSMOBILE—’50 (88) Holiday, $1,905*. 
'49 (76) conv., $1,450*. 
PACKARD—'48 2-dr., $960. 
$200. '37 (6) 4-dr., $140, 
PLYMOUTH—’51 Concord 2-dr., $1,580. '50 
SD 4-dr., $1,370. ‘49 SD 4-dr., $1,225, 
$1,020. '48 SD club coupe, $920. '46 SD 
4-dr,, $725. '40 4-dr., $175. 
PONTIAC--’50 Chieftain (8) 4-dr., $1,515. 
"48 SL (8) Deluxe sedanet, $1,110; (8) 
station wagon, $700. '41 (8) sedanet, 


$130. 

~—— ‘50 Champion RD 4-dr., 
1,195. 

WILLYS—’50 %-ton stake, $770. '49 Jeep- 
ster, $900. 


MINNEAPOLIS 


(Lapiner’s Used Car Auction. Sale every 
Friday. Prices are for sale of June 1.) 


"41 (8) 4-dr., 


(Retall activity seems stronger, Sold 
62 units out of 97 offerings.) 
BUICK—’'49 RM sedanet, $1,205*. '47 Spe- 


cial sedanet, $700. '41 Super 4-dr., $275. 

CADILLAC—-'47 (62) 4-dr., $1,210*. 

CHEVROLET—’50 SL Deluxe 2-dr., $1,215, 
$1,220, $1,240; FL Deluxe 2-dr,, $1,150. 
‘49 FL Deluxe 4-dr., $1,000, $1,015, §$1,- 
045. '48 FM 4-dr., 2 at $785, $795; FL 
aerosedan, $835, $860. '47 FM 4-dr., $680, 
$750; 2-dr., $735, $725. ‘46 SM 4-dr., 
$640. '41 SD 2-dr., $345. 

DODGE—'48 Custom 4-dr., 
tom 4-dr., $725. 


$810. "47 Cus- 


the serwvlee arm 


T THE ELBOW of the nation’s mightiest fleets... in the 
A service departments of tens of thousands of America’s 
largest automotive repair shops...SUN Motor Testers and 
other SUN Scientific Testing Instruments are playing a vital 
role in strengthening the service arm of the nation to meet 


every emergency. 


By substituting “Testwork” for “Guesswork”, over 50,000 
shops equipped with SUN Testing Instruments are helping 
to keep America’s transportation system rolling. They are 
prolonging the life of needed motor vehicles . . . 





R-5310R 


are saving 


An Army of over 300 SUN Field Rep- 
resentatives keep the SUN Testing 
Program in high gear. They provide 
on-the-job training for thousands of 


of the nation... 





$585, $545. 
KAISER—'48 4-dr., $805. '47 4-dr., $510. 
MERCURY—'49 2-dr., $1,140*. ‘46 2-dr., 
$650. 
OLDSMOBILE—’'49 (98) 2-dr., $1,225". '48 
(78) 2-dr., $795*; (98) 4-dr., $1,025*, 
PLYMOUTH—’'50 SD 4-dr., $1,285. 


PONTIAC—’49 SL (8) 2-dr., $1,180. ‘39 
2-dr., $130, 

STUDEBAKER—'50 Champion 2-dr., §$1,- 
280°. 

MISCELLANEOUS—'49 Anglia 2-dr., $290. 


(H. C. Turney Auto Auction, Sale every 
Thursday. Prices are for sale of May 31.) 
(Prices down about $25 from recent 
sales, Sold 34 units out of 59 offerings.) 
BUICK—’'50 Special sedanet, $1,320. 


"49 
Super sedan, $1,255, $1,350. 
CADILLAC—'46 (62) sedan, $980. 
CHEVROLET—’48 FM sedan, $930. ‘46 


FL aerosedan, $700. '41 club coupe, $425. 
CHRYSLER—’'49 Saratoga sedan, $1,185. 
FORD—'50 Deluxe (8) sedan, $1,040. '49 

sedan, $915. ‘48 sedan, $700. ‘47 club 

coupe, $755. '46 sedan, $580; club coupe, 


$590. 
KAISER—'51 Henry J sedan, $1,285". 


NASH-—'50 Ambassador sedan, $1,400*. '48 
(600) sedan, $700. 

OLDSMOBILE—'49 (98) club sedan, $1,- 
450°. e 

PLYMOUTH—'49 SD sedan, $1,110; club 
coupe, $1,060; Deluxe sedan, $1,090, 
$1,110. '48 SD sedan, $810, $845. "46 SD 


sedan, $745, $555. 

PONTIAC—'49 SL (8) sedan, $1,330, $1,- 
435*. '47 sedan, $805. ‘46 sedan, $700, 
$800°. 

—— Champion sedan, §$1,- 
175 


WILLYS—'50 Jeepster, $1,075. 


7 


hundreds of thousands of precious man-hours and conserv- 


ing the nation's highly skilled manpower. 


For over a score of years, SUN has applied this background 
of scientific knowledge to industrial, military and govern- 
mental needs. SUN produces literally thousands of precision 
testing instruments for the nation’s leading car factories, 


engine builders and other vital industries. 


Further, SUN stands ready and willing to work with any 
agency in strengthening the service arm of the nation. 





mechanics yearly... they service 
equipment and keep a constant 
check on the efficiency of scientific 
testing procedures. To insure a 


tains 17 


ELECTRIC CORPORATION 
6327 Avondale Avenue, Chicago 31, Ill. 






constant supply of highly skilled 
advanced operators, SUN also main- 


strategically located Tech- 


nical Training Schools. 
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NPA to Delay 
‘New Requests for 


66 





| $60 keep that money from the ordi- | 
nary buying market, Bury said. 
When credit curbs make $75 to $125 | 
a month necessary, people don’t buy | 
cars, he added. 


Deflationary : 
Wilkie Says Reg. W ieee 


Buying to Nonessentials 


PHILADELPHIA. — The overn-|  « as 
ment should explore “the deflation. But they atc ae ley AE sad F Writeotts 


ary aspects of liberalizing Regula-|*he same,” he said, “and for less| WASHINGTON. — Applications 
tion W, particularly on used cars| essential things than automobiles. | for certificates of necessity for cer- 


which have already been built and| With each successive spending, in-|tain types of industrial expansion 

are needed by defense workers, "| flation grows to a much greater | filed after June 15 will not be con- 

M. H. Bury, president of Wilkie|extent than if that same money | sidered by the NPA, except in ur- 

as mobil here, said — week. |was earmarked for payment of an gent cases, until after the present 
utomobi a F. 

fe payments of $50 or) automobile purchased earlier. _\backlog has been processed, the 


| Defense Production Administration 
"*KICKS’’ THE WORK OUT | 
FAST AND CLEAN! , 


| announced last week. 
DPA Acting Administrator Gib- 
Steam clean cars and trucks 
with the cleaner that is 


son took this action on the recom- 
engineered for simplicity 








|mendation of NPA Administrator 
and long, trouble-free serv- 


|Manly Fleischmann, it was stated. 

Responsibility was delegated to 
ice. CHEM-THERM handles 
the toughest jobs faster. 


|NPA for reviewing and recom- 
Easily moved between jobs. 





You can make more 


CHEM- 


money with a 


THERM Steom Cleaner 


Write for descriptive 
literature today! 


CHEM-THERM 


STEAM CLEANER 


“Engineers built it . . . Anyone can operate it’’ 


CHEM-THERM MANUFACTURING CO. 
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mending action on certificate of 
| necessity applications for expansion 
lof productive facilities for basic 
materials such as steel, aluminum, 
jand paper, textiles and 
products. 

Other delegate agencies for han- 
dling applications for industrial ex- 
pansion under the accelerated tax 
|amortization program besides NPA 
are the Department of the Interior, 
|with respect to petroleum and gas, 
ores and minerals, electric power, | 
solid fuels and fisheries; the De-| 
partment of Agriculture, for facili- 
ties to process food and other 
agricultural products, and the De- 
fense Transport Administration, for 
transportation facilities. 


| As of May 25, a total of 9,153 
|applications had been referred by 
DPA to delegate agencies, Of this 
|number 1,570 had been approved, 
for a total proposed investment of | 
$5,992,007,000 in expansion of indus- | 
|trial facilities needed for the de- 
|fense effort. A total of 502 applica- | 
| tions had been denied, and 7,081 | 
|were still pending review by dele-| 
| gate agencies. 

DPA will continue to accept ap- 
| plications for certificates of neces- 
sity after June 15, Gibson said. 











and other metals, chemicals, pulp | 
other | 


Goodyear President Receives 35-Year Pin— 

E. J. Thomas (right), Goodyear Tire & Rubber Co. president, is congratulated by P, W. 7 
| Litchfield, chairman of the board, following the latter's presentation to Thomas of his 35- -year 
pin. Thomas, who grew up in the neighborhood of Goodyear's main plant in Akron, joined 
the company as a stenographer when |7, became the firm's eighth president in 1940 at the — 


age of 4). 





}amendment to the Defense Produc- 
{tion Act, which expires June 30. 
ea * ao 
|AT A DINNER Tuesday night, 
attended by a large number of 
factory officials, President McKay 
| pointed out that NADA alone has 


| been carrying the fight aga‘nst| 


auto excise taxes and Regulation 
|W and called on the factories for 
== 
| “We're doing the job in Wash- 
| ington for the factories,” McKay 
quipped, “so the factories can 
| sell the cars they make.” 


‘Also Prod for Discount Restoration .. . 4 


INADA Directors Push’ 
Reg. W, Excise Fight 


(Continued frcem Page 1) 





strong opposition to any reduction 
in historic dealer discounts. 

2. “The committee will con- 
tinue its efforts to obtain from 
all manufacturers equitable sell- 
ing agreements which will em- 
body: (a) A continuing contract; 
(b) Elimination of any clause 
permitting cancellation without 
cause; (c) Inclusion of a clause 
to eliminate “bootlegging” of new ~ 
cars, and (d) Inclusion of a ; 
clause to protect heirs and other © 
— 

“The majority of car manufac- 


Both McKay and J. Saxton Lloyd, | | sian have former dealer councils. 


| NADA first vice-president, empha- 
sized that factories and dealers 
|should be teamed together on com- 
|/mon problems. McKay declared, 


| however, that dealers and factories | 


|get along very well in most cases. 
* * + 


|A MORE aggressive factory-dealer 
“4% relations program was adopted 
| by the d'‘rectors, with emphasis on 
a “continuing” contract and pro- 
tection of heirs. 
| NADA’s Industry 
|Relations com- 
| mittee, headed by 
George Ziesmer, 
former president, 
| plans a survey of 
| dealers on prefer- 


merennme 


}ences in selling 
|}agreements, ask- 
}ing such ques- 


tions as “Do you 
| prefer a continu- 
‘ng or yearly con- 
tract?”, “Do you 





George Ziesmer 
favor exclusion 
from your selling agreement of any 
clause permitting cancellation with- 


or at will?”, and 
you favor inclusion of a _ clause 
permitting that, in the 
|the dealer’s death, his heirs or 
estate should have reasonable op-| 
portunity to prove their ability to} 
carry on the business?” 


}out cause 


NADA’s original 10-point factory- | 


dealer relations program has been 
boiled down to seven points, as 
ae 

. “The committee emphasizes its 


Oil Industry Suit 
Dropped by U.S. 


WASHINGTON. The govern- 
ment has dismissed its 11-year-old 
antitrust suit against the American 
Petroleum Institute, Atty.-Gen. J. 
Howard McGrath announced last 
week. 

The action charged a majority of 
the nation’s oil producers with an 
overall conspiracy to monopolize 
the entire petroleum industry. 

In announcing the dismissal, Mc- 
Grath said the litigation was too 
unwieldly for prosecution as a sin- 
gle claim. He said the government 
would press individual suits against 
isegments of the oil industry. 

Three such suits already have 
been filed. They are against Stand- 
ard Oil Co. of California and 
Standard Stations, Inc., Richfield 
| Oil Corp. and Sun Oil Co. 


“Do | 


event of | 


| However, the committee will con- 
|tinue its efforts to expedite the 
|formation of Dealer Elected Coun- 
cils by all manufacturers. : 


+ ok * 

4 “ABOUT 85 percent of the 

* states have appointed State — 
Industry Relations committees, but 
the committee recommends that all 
|states have a state committee pat- | 
}terned after NADA’s National © 
committee, : 
| 5. “The committee plans to in- | 
| vestigate further and to seek favor- i 
| able interpretations, or, if neces- | 
sary, legislation clarifying the © 
jlegality of territorial security 
| clauses, which some manufacturersil 
believe to be in question. (It is > 
widely believed that the elimina- 
tion of these clauses has been one 
of the principal causes of ‘boot- 
legging’ of new cars and resultant : 
chaotic market detrimental to the 
public interest.) This program is 
being handled jointly with NADA's 
Public Affairs committee. The com- 
|mittee will make continued effort § 
| to secure correction, 
| 6. “The committee will continue » 
the issuance of ‘Sound | 


atin 


Practices’ releases. No committee 
can provide a guarantee of easy 
profits, but these releases are de- 
signed to improve business prac 
tices by all dealers for the mutual 
benefit of dealers, factories and 
the public. 

7. “To make its entire prograim 
more effective and to arm the com- 
mittee with facts from the field, 
from time to time, surveys will be 
conducted to obtain information 
which can be utilized as the foun- 
dation of future projects.” 

f + * 

YATES for NADA’s 1953 conven- 

tion in San Francisco were set 

for the week of Feb, 12, and de 
cision was made to deve lop special ¥ 
service clinics for dealer service 
personnel as a feature of the 1952 
convention in New York City, 
starting Saturday, Jan. 26. 

McKay reported current NADA 
membership at 33,700, and Mem- 
bership Chairman Hanford 
Crockard announced Oct. 10 as 
the date for the annual “Give-A- 
Day-to-NADA Membership cam- 
paign.” 
The NADA Business Manage . 

ment, Affairs and Membe orship § 
committees held meetings during§ 
the directors’ session. 
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WASHINGTON, — Scrap rubber|ments could be met, but there is 


supplies are plentiful and reclaim- 
ers can successfully meet the gov- 
ernment’s requirements this year, 
NPA officials were told here last 
week by representatives of the 
scrap rubber dealers. 

NPA told the dealers’ committee 
that total consumption of scrap 
rubber by reclaimers for the first 
quarter of 1951 was at an annual 
rate 25 percent greater than for 
the whole year 1950. Officials be- 
lieve that this rate represents a 
reasonably accurate forecast for 
the entire year 1951 because the 
production of reclaim this year is 
estimated to be about 25 percent 
greater than for 1950. ‘ 

Committee members, while 
pleased with the general Scrap 
supply situation, objected to the 
practice of some firms which are 
straying from the recommended 
policy of acquiring their needs on 
a strictly month-to-month basis. 

Discussing the requirements for 
scrap rubber, broken down_ into 


Scrap Rubber Use Up 


NPA Reassured by Dealer Committee 
That Supplies Are Ample 





types, the committee said: Tires, 
all types—industry will come fairly | 
close to meeting tire needs; tubes, | 
black, red and butyl—NPA’s esti- | 
mates on tubes seemed conserva- | 
tive to the committee, which said 
that black and butyl tube require- 


Forum 


(Continued from Page 4) 


ways and why. The Inter-Industry | 
Highway committee is struggling | 
continually for more effective and | 
worthwhile cooperation by all mem- 
bers of the automotive group, 
which I believe should be fully 
adhered to. 
* * 

AVING been an enforcement 

officer myself for over 15 years | 
and having encountered numerous | 
highway accidents and fatalities, I| 
fee] that there is one predominant | 
factor that many of us are oOver- 
looking. This is in regard to chil- | 
dren and adults who have been run | 
down by heavy trucks. True, these 
cases might be in the minority but | 
nevertheless if we can minimize | 
these minorities I fell we will have 
made an admirable contribution. 

I therefore suggest that a com- 
mendable effort be made toward 
legislating some sort of action 
that would require heavy-duty 
trucks to have some soft of sus- 
pension or rail that would run 
from the rear wheels of the cab 
of the truck to the rear wheels 
of the body. I would further sug- 
gest that this rail or suspension 
fall within 12 or 18 inches from 
the ground, thus preventing a 
person or child who might unex- 
pectedly dart out into the street 
and under the body of the truck. | 
This is principally in regard to | 
the children in the city, who are 
frequently running in and around 
and between parked cars. 

In lieu of the problems that our 
country is facing today and faced 
through World War II, the auto- 
mobile industry has _ continually | 
grown to unsurmountable heights 
and is still among the leaders in 
the defense of our country. I feel 
that any industry that has sur-| 
vived restrictions, taxations and 
rationing periods and is yet able to 
contribute to the welfare of their 
respective states and country as 
has the automotive industry, then 
We might well say we are proud to 
be a growing part of this ever- 
growing industry. 





Ind. Dealers Must Stop 


Paying Finance Charges 

INDIANAPOLIS. — The Indi- 
ana department of financial in- 
stitutions last week ordered 
finance companies to stop buying 
contracts from dealers who tell 
car purchasers there are no 
finance charges. 

Dealers here and in South 
Bend, Fort Wayne and Gary re- 
Pportedly have been selling cars 
on the representation there are 
no finance charges and then 
selling the contracts to a finance 
company, giving the company 
money to cover the usual finance 
charges. The dealers resorted to 
such measures in order to boost 
sagging sales, it was said. 











some doubt about red tubes. 


Peels, No. 1, 2 and 3—this year’s 
requirements for peels (sections 
sliced from used tires) are too high, 
members said. The industry re- 
ported it could come close to satis- 
fying 1951 peel requirements “if 
the price is right.” NPA pointed 
out that there is a particularly 
strong demand for No. 2 peels. 
NPA said that natural rubber scrap 
is going to become less available 
because butyl (a special purpose 
synthetic rubber) is rapidly replac- 
ing natural rubber in tubes, 


L-M Picks Heads 
For 2 Districts 


DETROIT. 
managers for two Lincoln-Mercury 
sales districts were announced last 
week by Joseph E, Bayne, L-M 
general sales manager. 

William B. Grete, formerly act- 


FAVORITE 


WITH CAR 
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— Appointments of | 


| York district. 
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$< Mitnuvs Saab 
Steady in Month 


NEW YORK.—Production of pri- 
mary aluminum in April held to an 
average of 4,500,000 pounds per day, 
the same as in March, Donald M. 
White, secretary of the Aluminum 
| Assn., reported last week. 

“This represents a slight increase, 
about one percent, over the average 
daily production in the first quar- 
ter of 1951,” he said. 






~ '|'Hoffman to Tour 


~ ‘Europe with Fords 


The DeSoto Dealers Assn. of Metropolitan Boston has presented to C. E. Bleicher, DeSoto NEW YORK.—Paul G. Hoffman, 
president, a hand-lettered plaque which described Bleicher as an outstanding industrialist. director of the Ford Foundation, 
| The firm's 40 Boston dealers signed the plaque. Left to right are: Bleicher; Joseph Hughes, | hopped into a plane here last week 
president of the association; A. B. Nielson, eastern sales manager; Frank Wing, past president for a three-week business trip in 
of the association; Walter Cleland, Boston regional manager, and Otto A. Lawson, an | Europe. 

honorary president of the association. The former director of the Eco- 

ion nomic Cooperation Administration 
= he would look over a half 
s ozen projects that might be of 
E.— A 1951 automobile, | interest to the Foundation. 4 
trict. Richard S. Boutelle, who was | ® in a local paper as @| Hoffman plans to meet Mr. and 
|the manager in Chester, has been| “Steal at $2,675,” was reported | Mrs. Henry Ford II in Paris, They 
appointed manager of L-M’s New| stolen a half-hour after the news- | wil] accompany him on his tour of 
|paper appeared on the street. | Western Europe. 








| Boston Dealers Honor Bleicher— 





Word for Word! 
SPOKANE. 
advertised 


ling sales manager in L-M’s New 
York district, has been named sales | 
|manager of the Chester, Pa., dis-| 


DEALERS! 









OM 
SUK 1B LO aac 


HERE’S WHY: Mobiloil is backed by the great- 
est research, refining and marketing experience in 
the oil industry. Its famous quality is first with 
car owners ’round the world! 


What’s more, selling Mobiloil holds another big 
plus for car dealers . . . Socony-Vacuum’s per- 
sonalized training program. We not only teach 
your men correct lubrication; but show them how 
to feed more business to ‘other service depart- 


ments, and thus 


absorb more operating overhead! 


Learn the full details! Call in your Mobilgas- 
Mobiloil Representative today! 


SOCONY-VACUUM OIL CO., INC., and Affiliates: 
MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP, 


Why Sell Anything 








help your entire service set-up 


Typical Classroom in Socony-Vacuum’s network 
of conveniently located retail training laboratories. 


Less? 





= ' 








68 
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Chamber Urges Indirect Controls 


WASHINGTON.—Adoption of a 
“We Mean Business” program of 
indirect measures to control infla- 
tion was urged upon Congress last 
week by the U. S. Chamber of 
Commerce. 

Herman Steinkraus, of Bridge- 
port, Conn., chairman of the 
USCC’s executive committee, told 
the House Banking committee 
that price controls can only ag- 
gravate the inflation problem by 
stifling production, and that the 
Wage Stabilization Board is be- 
. coming a “wage stimulation 
board.” 

The chamber spokesman said 
direct price and wage controls 
should be abandoned and action 
should be taken to: 

1. Stimulate maximum produc- 
tion, 

2. Reduce government spending. 

3. Levy pay-as-we-go taxes con- 
sistent “with maintaining incen- 
tives to work and produce.”. 

4, Establish fiscal and mone- 
tary policies which neutralize the 
federal debt-as a source of infla- 
tion. 

5. Limit the extension of credit. 

6. Stimulate individual savings 
through remunerative interest 
rates and other incentives. 

“If Congress demonstrated that 
it is firmly committed to these 
lines of attack on the causes of 
iriflation, direct controls could: then 
be abandoned without resurgence 
of any serious inflationary psycho- 
logical flareup,” Steinkraus said. 

price controls, Steinkraus 
said: “Controls slow down changes. 
They slow down the adaptive pro- 
cess. They retard innovations and 
new enterprises. Controls divert 
managerial, supervisory and ad- 
ministrative business talent and 
time from production to attempts 
to find out what the rules and 
regulations are and how to comply 
with them. ... 
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make upwards of several hundred 
thousand different items or com- 
binations of items. .. . The task of 
government price fixing and price 
controlling is truly an appalling 
one.” 

As to wage controls, he said: 
“The WSB, as newly constituted, 
has shown either no capacity or 
virtually no capacity to resist 
wage demands. With the nation- 
wide publicity attending each 
wage board decision it is quite 
possible and, some would say, 
probable, that we now have a 
‘wage stimulation board.’” 
Emphasizing the importance of 
maintaining during the emergency 
defense period a vigilant concern 
for the strength and efficiency of 
the home front, Steinkraus said: 


“Our military strength can be no 
greater than the strength and 
efficiency of our home front. The 
test will be whether we can main- 
tain the smoothness and efficiency 
of the overall coordination required 
for continued translation of unriv- 


U.S. to Test-Produce 


Synthetic Gas from Coal 


PITTSBURGH—In a program 
to test whether commercial 
plants can feasibly produce syn- 
thetic liquid fuels from coal, 
more than 300,000 gallons of high 
octane gasoline will be refined 
for testing in Army trucks and 
other equipment, the U. S. Bu- 
reau of Mines has announced. 

The gasoline will be derived 
from western Kentucky bitu- 
minous coal oil, it was an- 
nounced, where the bureau has 
already converted 2,600 tons of 
Kentucky coal to synthetic oil. 
The work was done by the coal 
hydrogenation plant at Louisi- 
ana, Mo. 
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: Only 
and workmanship go into the making 
of Cello Guards. 


aled resources into unrivaled pro- 
duction. 

“We must take care that we do 
not in haste enact legislation which 
will do more harm than good to 
our economy. It would be a sad 
commentary upon our collective 
wisdom if we hamstring our econ- 
omy with so many unwise regula- 
tions as to lose in the end the very 
things we are arming to defend.” 

Wage and price controls, the 
witness declared, cannot possibly 
reach basic realities of the cur- 
rent problems facing the national 
economy. 

“Holding prices below competi- 
tive levels, and squeezing profits,” 
he added, “cannot possibly add to 
the supply of goods and services 
available for purchase. Nor can 
such controls reduce the excessive 
spending power available for war- 
diminished civilian supplies.” 

The witness expressed the cham- 
ber’s views on other proposals be- 
fore the House committee. He said 
that if that part of the Defense 
Production act dealing with labor 
disputes is to be retained, it should 
be amended so as to assure contin- 
uance of free collective bargaining. 
The WSB, he contended, should 
not be allowed to pass upon non-| 
monetary labor disputes and bypass | 
exigting laws. 

Scant justification, the chamber 
witness declared, exists for some 
of the amendments proposed, 
such as giving the government 
added powers of industrial con- 
demnation and wide authority to 
build new defense plants, He said 
the chamber opposes removing 
present limitation on Treasury 
loans to government agencies en- 
gaged in defense activities. 

Consumer subsidies on agricul- 
tural products, he told the commit- 
tee, accentuate conditions which 
price controls seek to _ relieve. 









FINISH 
TION 


You want extra 

profits .. . your 
customers want the 
best protection for 
their cars. When you 


sell CELLO both you and 

the customer are satisfied, 

because Cello Grille Guards 

are specifically ENGINEERED 

to provide the finest protection 
money can buy. 


top-quality materials 


Join the thousands of success- 

ful merchandisers who are now featuring 
Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes, 1946-1951. 


For full information on Cello 
/ Guards and License Plate frames write 


to the factory today for FREE catalog pages 
and price lists. 


GRILLE GUARDS 


|remains is 


Preview New Dodge TV Film— 





Jerry Fairbanks (seated), president of the Fairbanks studio in Hollywood, showing L. F. 
Van Nortwick (left), Dodge director of truck sales, and G. A. Orphal, Dodge western sales 


| and a rabbit. 





Steinkraus also objected vigorously 
to proposals for licensing busi- 
nesses. 

“This provision in Section 104 
should be eliminated because of its 
sweeping nature and because of 
the precedent it would set for 
peacetime, In many countries li- 
censing of business has become a 
powerful weapon for reducing and 
indeed destroying competition.” 

Extension of rent controls, the 
witness asserted, would stifle stim- 
ulation of new construction to fill 
housing gaps. 


Rules Out Fear 
U.S. Output Will 
Swamp Market 


DENVER.—The nation’s greatly 
expanding productive capacity—far 
from being “over-extended” — will 
be fully utilized in the future to 
meet the demands of a growing 
American peacetime market. John 
K. Hodnette, vice-president of 
Westinghouse Electric, has _ pre- 
dicted here. 

Speaking before the Edison Elec- 
tric Institute convention, Hodnette 
said, “there is no indication we will 
experience saturation of the Amer- 
ican market, or run into extended 
periods in which our full productive 
capacity will not be needed.” 

“We expect your industry,” he 
told the utility men, “to grow at 
an average rate of something like 
6 percent per year for the next 15 
years, All evidence points to the 
|conclusion that the American 
economy of five, 10 and 15 years 
|'from now will need and intensively 
use these new service facilities.” 

Only one thing, the speaker 
added, can stop American industry 
from expanding and _ improving 
over the years—‘“that one thing is 
the growth of centralized controls 
over our economic life.” 

“In a near-war emergency like 
the present, when the demand for 
certain basic products greatly ex- 
ceeds the supply, we must of course 
have controls for the one purpose 
of ensuring that our military forces 
get what they need and that what 
equitably distributed,” 
Hodnette declared. “But I believe, 
just as firmly, that perpetuation of 
these controls after the emergency 
could throttle our growth.” 

Hodnette said industry is and 
will be well prepared to handle all 
demands for peace or war—‘“cold or 
hot.” 

Pointing out that Westinghouse 
manufacturing capacity had _ in- 
creased 50 percent since the end 
of World War II, Hodnette said 
that about 35 percent of the com- 
pany’s total capacity is being used 








to supply military equiment, Un- 





| director, the new ''talking animal" films produced by Fairbanks. Originally made for motion 
picture commercials, the films are now being made in 16 m.m. size for Dodge's television 
| commercials. The new series features an owl, a swan, a rooster, a St. Bernard dog, a monkey 


less allout war comes, production 
of consumer goods during 1951 
should be as high as in 1949 and 
only 20 to 25 percent below the 
record year of 1950, he predicted. 
A shortage of engineers is one of 
the most serious problems facing 
industry, the speaker declared. 





Protest Location 


Of Buick Plant 


CHICAGO.—Opposition to the lo- 
cation of the planned Buick jet 
engine plant in nearby Willow 
Springs arose last week when 
Edwin D. Lawler, attorney for the 
Edgewood Valley country club, pro- 
tested before the Cook county 
board. A special subcommittee was 
appointed by the board to hear 
reactions from other property own- 
ers in the vicinity June 7. 

Erection of the plant would 
mean rezoning 71 of the 240 acres 
in the tract containing the Buick 
plant to permit heavy industry. The 
main building as planned would 
extend partially into the present 
light industry property. 


Fisher to Lead Parade 


Joe Fisher, Dodge dealer in Port- 
land, Ore., has been named grand 
parade marshal for the city’s Mo- 
lalla Buckeroo, set for July 1-4. 
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Chevrolet School Graduates Largest Class— 
Chevrolet dealers from 22 states and a Canadian province were in Detroit to witness the graduation of the young men sponsored by 
their dealerships from the 30th session of the Chevrolet Post-Graduate School of Modern Merchandising and Management. The class of 
48 was the largest in the history of the institution. Left to right (top row): F. W. Spaulding, Great Barrington, Mass.; E. ©. Miller, 
Campbelltown, Pa.; J. M. Richardson, Houston; E. J. Voelker, Indianapolis; C. W. Burns, Lancaster, S. C.; M. S. Winter, Lawrence, Kans.; 
F. R. Anderson, Raleigh, N. C.; R. R. Reeder, Oak Ridge, Tenn.; Ray Whyte, Detroit; P. L. Grissom, Detroit; C. H. Shearer, Burlington, 
Vt; E. P. Young, Hope, Ark., and J. G. Hager, Upper Marlboro, Md. 

Center row: C. M. Davenport, Portsmouth, Va.; F. J. Wolfe, Edmonton, Alberta, Canada; E. J. Drije, Berwyn, Ill.; E. W. Anderson, 
iron Mountain, Mich.; C. F. Davidson, Springfield, O.; E. O. Anderson, Raleigh, N. C.; C. A. Hershberger, Martinsburg, Pa.; L. B. 
Vaughn, Lamesa, Tex.; C. A. Greiner, Detroit; B. J. Ver Hoven, Detroit, and L. G. Dodge, Independence, la. Bottom row: C. S. Whit- 
man jr., Belleville, N. J.; W. H. Stahl, Southampton, Pa.; E. A. Bogert, Pocatello, Id.; K. B. Coe, Everett, Mass.; R. B. Lorch, Eagle 
River, Wis.; R. R. Kriesel, St. Paul; R. M. Walker sr.. Jesup, Ga.; W. C. Smith, Gorman, Tex.; P. V. Price, Williamson, W. Va.; D. E. 
McCahan, Chardon, O.; Eugene Merollis, East Detroit, Mich. 


NPA Gives Approval... 


1,200,000 Cars for 3rd Quarter 


(Continued from Page 1) | 


the July-September period of last 
year. NPA said it was aiming at 
cutting output 37 percent below 
that level, or to 1,200,000 units. 

If NPA had decided to retain 
the average of the first two quar- 
ters of 1950 as a base period, car 
production in the third quarter 
of this year conceivably would 
have been held to 975,500 units, 


plus any hardship concessions 
that might have been made in 
the case of such makers as 


Chrysler. 
So, actually, NPA’s latest order 
to car makers meant that more 
cars are likely to be built in 1951 
than was previously hoped for. By 
the end of this month, U.S. plants 
will probably have built 3,110,000 
cars so far this year. 
* + . 


| oa another 1,200,000 possible 
in each of the two remaining 
quarters of the year, 1951 car pro- 
duction could total 5,510,000, or only 
about 17 percent below the record 
of 6,658,510 built last year. 

Last week’s NPA order consti- 
tuted indirect, but not direct, con- 
trol over the number of cars each 
maker may turn out from now 
on. Each maker is granted the 
option of putting his share of 
materials into lighter cars to pro- 
duce more units if he so wishes. 
However, most makers are likely 
to give that option the cold shoul- 
der. They say that a shift to lighter 
models sounds good in theory, but 
actually wouldn’t result in the sav- 
ing of any appreciable amounts of 
materials. Lighter models already 
account for the bulk of most mak- 
ers’ output now. 

Further, there are competitive 
factors and dealers’ interests to 
consider. What would happen to 
General Motors’ Cadillac, Buick and 
Oldsmobile dealers, if GM concen- 
trated on making just Pontiacs and 
Chevrolets for the next year or so? 

* * * 


UP TO now, NPA has restricted 
car production by fixing per- 
centage limits on the amounts of 
steel, copper and aluminum that 
could be used. Since Apr. 1 use limi- 
tations have been 70 percent of 
base period on copper and 65 per- 
cent on aluminum. On the same 
basis, steel was restricted to 80 per- 
cent in April and May and 783 
percent in June. 
Last week’s NPA ordered em- 
bodied a different and more com- 


U.S. Accused 
Of Rank Bias 


Against Cars 


SOUTH BEND. — “The federal 
government is continuing to ignore 
the essential part that new cars 
hold in the American way of life,” 
John S. Moulder, president of the 
South Bend-Mishawaka Automotive 

es Assn., has told a meeting 
of the organization. 

“Proposed increases in excise 
taxes on automobiles are a complete 
injustice to car buyers,” he said. 

Moulder said Regulation W was 
not stopping inflation at its source 
but was piling up discriminations 
against new-car dealers and buyers. 














Ford Wins Verdict 


In Safety Lock Suit 


BALSTON SPA, N. Y.—A trial 
jury here has returned a “no 
cause for action verdict” in a 
$30,000 suit against Ford Motor 
Co., involving a safety lock, 

William B. Bird, Saratoga 
Springs, charged his four-year- 
old daughter was seriously in- 
jured when she fell from a mov- 
ing vehicle equipped with a 
safety lock marketed by Ford. 
Bird said the lock failed to pre- 
vent the girl from falling out 
the rear door. 





plicated formula. NPA said it was 
designed to maintain the com- 
petitive position of each auto 
maker “as far as possible.” The 
order itself lists NPA’s interpre- 
tation of each maker’s standing 
as of January, 1950. 


Under the formula, each maker 


will take his percentage rating in 


the industry and multiply it by 
1,200,000. This figure, multiplied by 
average car usage of steel, copper 
and aluminum, is supposed to give 
each maker the answer on how 
much of each material he will be 


authorized to use in the third quar- 
ter of this year. 
* cad 7 


NPA LEFT the door open for ad- 

justment in case any maker 
pleads and is granted concessions 
But the 


for “undue hardship.” 
agency said that hardship adjust- 


ments for one company would have 
to result in revision of other com- 


panies’ percentage standing. 

In the event any car maker 
might not desire to produce to 
the maximum allowed under 
NPA’s percentage formula, he 
might conceivably sell or barter 
his excess materials, if any, to 
another maker. 

Any maker who substituted one 


material for another prior to June 


1, as for example steel for alumi- 
num in making pistons, must con- 
tinue to do so, Sulphur suppliers 
may ship to auto makers only when 
authorized by NPA, and auto mak- 
ers must file monthly reports on 
their use and inventories of sul- 
phur. 

NPA has not actually issued the 
orders which will govern auto mak- 
ers’ use of steel, copper and alumi- 
num under the new percentage for- 
mula, Some problems have to be 
ironed out, particularly with re- 
spect to copper and aluminum. 

* * + 


AST month NPA indicated that 
auto makers after July 1 would 
be restricted to 65 percent of the 
steel, 60 percent of the copper and 
50 percent of the aluminum used on 
the average in the first half of 1950. 
NPA’s percentage order will have 
about the same effect, Johnson said 
last week, but he indicated that 
some adjustments might be made 
where it is indicated that the cop- 
per and aluminum cutbacks would 
affect some makers’ schedules to a 
greater degree than others. 
Johnson said that NPA, in 
making up the percentages, con- 
sidered each maker’s unit output 





from January, 1947, to the pres- 
ent time. Appeals from individual 
companies, postwar trends in the 
industry and special problems of 
smaller makers were also taken 
into account, he said, 

He said NPA dropped the first- 
half of 1950 as a base period be- 
cause of the difficulty in making 
adjustments for the 100-day Chrys- 
ler strike during that period and 
because of hardships appeals from 


10 of 11 automobile makers. 
* * * 


GOME auto observers speculated 
that NPA may also have aban- 
doned the first half of 1950 as a 
base period and switched to the 
record third quarter instead, be- 
cause it wanted to save face by 
making a smaller production cut 
than had been planned seem bigger. 

Observers ventured that NPA 

officials may have come around 
to industry thinking that more 
steel is being allocated to defense 
producers than they can immedi- 
ately use. 

Justifying that type of specula- 
tion was the fact that NPA, prior 
to last week’s percentage order, had 
already granted auto makers a spe- 
cial 3% percent steel dividend in 
June. Previously, NPA had said 
auto makers steel usage this month 
would be restricted to 75 percent of 
base period. A few days later this 
was raised to 78% percent. 

NPA’s percentage order, as its 
controls over material usage did, 
permits an auto maker to build 40 
percent of his production in any 
one month. This feature is not 
likely to be of any consequence un- 
til plants get around to making 
special changes, 

NPA is reported hoping that 
quite a few makers will make 40 
percent of their third quarter out- 
put in July and another 40 percent 
in August, keeping employment 
relatively high in the auto industry 
during that time. 

After that, NPA thinks there may 
be enough defense work to absorb 
workers that will have to be laid 
off due to curtailed production of 
cars. Auto officials said, however, 
that there aren’t any defense or- 
ders around which will be able to 
absorb all the workers who will be 
idled until April or May of 1952. 

GM announced last week that 

it would close its Michigan plants 
for a week, starting July 28. A 
week off for GM plants outstate 
will come later, it was indicated. 

C. E. Wilson, GM president, said 
the shutdown was scheduled to 
avoid mass layoffs as a result of 
government restrictions on ma- 
terials, 


Bus Production 


Cutback Hinted 


WASHINGTON.—-Cutbacks in the 
production of passenger buses were 
indicated at a meeting here last 
week of NPA officials and members 
of the advisory committee for the 
bus manufacturers industry. 

A proposed bus order, it was said, 
will set the industry’s authorized 
rate of production, for purposes of 
measuring the use of materials. 
Similar to the recent order applying 
to passenger cars, it is expected to 


give each company an output per- 
centage rating. 





Ask Regional Credit Rule 


Wash. Dealers Call for 24 Months to Pay; 
Kauffman Elected President 
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problems, he continued, and not 
look to the government for solu- 
tions. “The best way to seek 
security is to keep your business 
fluid to meet the changing prob- 
lems of today,” he declared. 


A similar attitude was voiced by 
L. E, Minkle, Pacific division sales 
Minkle 


manager of Studebaker. 
said that successful dealership op- 


eration depends upon the dealer’s 
ability to adapt himself to day-to- 


day conditions and his application 


of the Golden Rule in the conduct 


of his business. 
* * * 


RBSOL ATIC, Minkle empha- 

come when they are 
needed, and when a few dealers 
fashion or 
adopt unsound business practices, 


sized, 
operate in unethical 


all are affected. 


“The chief trouble with regula- 
tions,” he added, “is that they are 
usually made by the wrong people 
—those who don’t understand the 
industry and the long-range effects 


of such regulations.” 


Minkle said that the balance 
of this year would be highly 
competitive in the car sales field, 
and dealers must maintain maxi- 
mum market penetration on a 
consistent basis, must continually 
seek to determine the point of 
market saturation so they can 
guide their business accordingly, 
and must guard against panic 
tactics. 
Washington's 

Langlie, in a 


Gov. Arthur B. 
luncheon address, 


decried governmental waste on the 
and the growing 


national level 
tendency of government to weaken 


private enterprise and initiative. To 
combat this trend he urged greater 


interest and participation, by per- 
sons such as those in the dealer 
group, in governmental policy- 
making and direction. 

Another speaker, Reno Odlin, Ta- 
coma banker and state political 


figure, likewise attacked the social- 


Poor McTireman 
Fisk Booklet Tells Tale 
Of Unprepared Dealer 

NEW YORK.—“The Saga of Pat- 
rick McTireman,” the sad story of 
a tire store operator who failed to 
plan for the future, has been pub- 
lished and sent to its distributors 
by Fisk Tire Co. 

The cartoon-style booklet, which 
can be read in about five minutes, 
tells how when business was good 
McTireman kept pleading for more 
tires while rejecting his district 
manager’s suggestions for building 
improvements, a_ sales training 
program, and a sustained advertis- 
ing campaign, 

Meanwhile Pat bought a new 
Cadillac, two fur coats for‘his wife 
and they wintered in Miami. 

But then... the buyer’s market 
returned. Pat’s business fell off. He 
spent the winter by his radiator 
and drove the same old car. His 
wife went shopping for beans in 
her tattered fur coat. 

When the Korean war broke out 
his sales shot up again, but McTire- 
man, now much wiser, began to 
prepare for the future in case of a 
sudden market change. In no time 
at all his store became a standout 
and he knew that when business 
became competitive again he would 
keep his store in good shape. 





ist trend and called upon the deal- 

ers to take greater part in public 

affairs and make their influence 

and opinions felt in positive fashion. 
* * * 


M R. DARLINGTON, manager of 
* the Inter-Industry Highway 
Safety Committee, spoke on “The 
Dealer’s Stake in Highway Trans- 
portation.” 

He pointed out that motor vehi- 
cle mileage consumed is the key 
to increased parts and service 
business and to new-vehicle re- 
placement needs; and inasmuch 
as the increase of traffic conges- 
tion, hazards and accidents dis- 
courage “mileage,” dealers must 
give active aid toward solution of 
these mileage-deterring factors. 

“The Washington Scene” and 
NADA’s efforts to obtain relief 
from too-burdensome federal re- 
strictions for dealers were described 
by James C. Moore, general counsel 
of NADA. 

Moore laid particular stress upon 
the fact that NADA means 36,000 
member dealers across the nation, 
not just the “hired hands” in the 
Washington headquarters, and that 
a responsible and effective NADA 
member heads every NADA meet- 
ing with governmental function- 
aries, 


* * * 
WO forums, one on state laws 
affecting car dealers, and the 
other on current federal regula- 
tions, proved to be convention fea- 
tures of top interest to attending 
dealers. 

The state law forum, with Rich- 
ard Smith (Ford), president of the 
Seattle Automobile Dealers Assn., 
as moderator, had for its speakers 
J. D. McDougall, acting director of 
the state license department; Dens- 
more Taylor of the state tax com- 
mission, and Chief James Pryde 
of the state patrol. 

ers on the second forum 
were: E. L. Freese, OPS auto- 
motive division head in the Se- 
attle office; Walter Neubert, field 
supervisor for the Wage Stabil- 
ization Board, and W. W. Harris, 

Federal Trade Commission. Mod- 
erator was Art Walker (Chev- 
rolet), president of the Tacoma 
Automobile Dealers Assn. 

The Tacoma dealer organization 
played host to the convention, 
which had a registration of over 
300. James Gilchrist (Studebaker) 
was convention chairman. 


Knetzer Granted 
Another 30 Days 
To Raise Funds 


SPRINGFIELD, Ill. — Robert L. 
Knetzer, bankrupt Edwardsville 
(Ill.) auto dealer, has been granted 
until July 1 to raise funds to 
satisfy his creditors, it was an- 
nounced here last week by Federal 
Judge Charles G. Briggle. 

Two months ago, Knetzer’s at- 
torney told Federal Judge Charles 
G. Briggle that Knetzer could make 
payments at the rate of $1,000 a 
day if he were allowed to stay out 
of the city jail. He had been or- 
dered by the court to turn over 
$250,000 to his creditors, but was 
given an indefinite term in the city 
jail for contempt of court. 

He was released by the court on 
March 9 to raise funds for his 
creditors. Since that time, it was 
announced, he has paid $118,000 and 
has maintained his earlier promise 
of $1,000-per-day regular payments. 





Dealer Dunn Wins K-F Contest— 


Ray Dunn (Kaiser-Frazer), Danville, lil., accepts the national award in K-F's spring sales 
contest for distributors. Left to right are R. C. Camp, St. Louis regional manager; N. O. 
Eklund, K-F general sales manager; Dunn, and R. B. Hammond, district manager. 









Adcraft Officials— 
After the election by the Detroit club, mu- 
tual congratulations were exchanged by N. F. 


Lawler (left), Nash director of advertising 
and sales promotion, who was chosen second 
vice-president, and Ben R. Donaldson, direc- 
tor of advertising and sales promotion of 
Ford, first vice-president. John P. St. Clair, 
Detroit representative of Life magazine, was 
elected president. 


—y—————____— 


O’Banion Wins 
‘Used’ Car Suit 


CORPUS CHRISTI, Tex. — A 
judgment in favor of O’Banion Mo- 
tor Co. has been handed down by 
the district court here in a suit 
alleging the company sold a used 
car as a new car. 

William H. Vance sought $924.45 
as actual damages and $2,000 as 
punitive damages. He claimed an 
O’Banion salesman sold him a used 
car for a new one last July 8. 

O’Banion contended Vance knew 
the car was used. Judge Paul A. 
Martineau agreed. 
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Week’s Output: 145,461 


Car Total Is Off 30 Percent from ’50 Figure, 
But Up from Previous Week 
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even little hope of turning out any- 
thing like 717,343 passenger cars. 

It would be surprising if car pro- 
duction in June this year exceeds 
480,000. However, it would not be 
too surprising if some shutdowns, 
due to material shortages, upset the 
480,000-car prediction. 

Studebaker had to suspend car 
production last’ Thursday night 
until Wednesday (June 13) because 
of parts shortages. Truck produc- 
tion was scheduled to be stopped 
today (June 11) only. 


But in any event, U. S. plants 


ler—should turn out 1,012,000, or 
84.35 percent, of all the cars built 
in the third quarter of 1951. In 
the same period of 1950, the Big 
Three built 1,680,363 cars, or 88.74 
percent of the industry total, 


the independents turned out 212,259 | and shown to the Pontiac boys still on 
cars, or only 11.26 percent of all the | - 


cars built in the industry during} 
that period. 
Thus, when third quarters are 


should wind up the first half of | compared, output of the Big Three 
the year having built more than | firms will suffer a cut of about 39 


3,100,000 cars and 736,000 trucks 


percent in their production starting 


for a total of 3,886,000 vehicles. | July 1, while the independents will 


During the first half of 1950, U. 
S. plants rolled out almost exact- 
ly the same number of passenger 
cars, but only 658,000 trucks, 


ning 128,000 vehicles ahead of last 
year but all of the increase will be 
in truck production. At various 
times earlier this year, passenger 
car production was running as 
much as 200,000 units ahead of last 
year’s pace. 
+ +o * 

Att== July 1, car production in 

U. S. plants will slide further 
behind 1950 rates. NPA’s percentage 
order is designed to permit the pro- 
duction of only 1,200,000 cars in the 
third quarter this year. U. S. plants 


the same period of 1950. 
According to NPA’s percentage 
of industry plan, the Big Three— 





__@ General Motors, Ford and Chrys- 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 











Cars and Trucks, 
U. 8S. and Canada 


M 
Drive, Sterling, Nash, ete. 





155,121 200,089 120,705 
iscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four- 


Week Week Jan. 1 dan, 1 
Ended Same Ended June, to to 
June 9, Week, June 2, 1951, June 10, June 9, 
1951 1950 1951* to Date 1950* 1951* 
CHRYSYLER $1,132 36,745 20,550 36,588 261,540 610,329 
Chrysler 4,669 4,907 3,377 5,603 37,625 80,580 
DeSoto 3,491 3,724 2,414 3,116 27,959 54,996 
Dodge . 1,528 9,998 2,551 9,251 73,856 157,229 
Plymouth 15,444 18,116 12,208 18,588 122,100 317,524 
DT soveshiedubehstakeedains 25,250 35,256 18,568 29,120 703,183 603,808 
Ford ........ 19,372 26,981 15,827 23,242 541,114 469,093 
Lincoln ....... 597 741 249 597 15,681 13,656 
Mercury . : a 7,534 2,492 5,281 146,388 121,059 
GENERAL MOTORS .. 46,884 70,225 37,853 55,298 1,286,378 1,136,541 
Buick. ............ sede clisiosscaadce. > 12,214 7,299 10,020 233,991 204,644 
ne, 2,275 1,637 2,460 38,543 49,740 
Chevrolet ............... . 28,117 36,501 18,238 26,971 643,491 564,051 
Oldsmobile .. 5,980 8,862 4,762 6,959 170,529 143,941 
Pentiac ........................... 7,240 10,373 5,917 8,888 199,824 174,165 
KAISER-FRAZER ...... 999 3,729 1,468 1,366 32,702 65,419 
Frazer ........ 17 9,942 
ee 999 3,712 1,468 1,366 22,760 65,419 
CROSLEY 48 538 34 438 2,718 3,137 
HUDSON ....... 3,879 63,342 72,137 
NASH. ........ 3,658 4,543 3,003 4,345 94,265 80,456 
PACKARD ... 1,742 1,113 1,301 2,040 30,910 41,747 
STUDEBAKER ......... 3,966 6,544 1,813 3,966 129,488 114,895 
WILLYS-OVERLAND+ 403 859 212 403 13,192 15,854 
Total Cars, U. S. 114,082 162,951 84,802 133,174 2,617,718 2,744,323 
fincludes station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 
Week Week dan, 1 dan, I 
Ended Same Ended dune, to to 
June 9, Week, June 2, 1951, June 10, June 9, 
1951 1950 1951* to Date 1950* 1951* 
CHEVROLET 9,282 9,681 9,117 11,050 214,989 218,680 
CROSLEY ; 5 4 5 161 354 
DIAMOND T 125 112 85 125 2,465 3,929 
DIVCO 100 70 80 120 1,810 | 2,013 
- DODGE 3,889 3,551 2,833 4,696 23,506 75,518 
FEDERAL 55 49 44 66 759 976 
FORD 7,459 7,702 6,107 8,999 161,364 159,916 
GMC ae baeshink<e 2,736 1,909 2,328 3,318 49,325 61,930 
INTERNATIONAL 3,241 2,889 2,508 3,742 51,672 78,313 
MACK ae , 351 173 295 424 4,393 7,768 
REO .... 290 105 231 347 1,520 7,293 
STUDEBAKER 1,020 1,060 816 1,236 23,584 20,916 
WHITE 344 282 274 408 5,698 7,988 
WILLYS .. cecercee Bg hB4 899 1,469 2,124 16,570 39,247 
MISCELLANEOUS ...... 358 185 271 426 4,442 6,781 
Total Trucks, U. S..... 31,379 28,667 26,462 37,086 562,758 691,622 
Total Cars, Trucks, 
BTU ctebessctisanane . 145,461 191,618 111,264 170,260 3,180,476 3,435,945 
Total Cars, Trucks, 
CI sdk ileoscrscsenisis, 9,660 8,471 9,441 11,548 
Grand Total, 





turned a record total of 1,892,622 in | 


| 
| 





| Manager. 


|tion of Ralph Hazelhurst from trav- 





160,309 217,186|booklet published by 


181,808 3,340,785 3,653,081 | Heavy-Duty Trucks,” I 
Wheei | trucks offer economy, dependability, 


be shaved only about 12 percent. 
+: *” * 
a* SHOULD be noted, however, 


tors is slated to get the sharpest 
production cut starting July 1. GM 
has been alloted a percentage call- 
ing for about 496,200 cars in the 
third quarter of this year, com- 


period. 

Chrysler, which turned out 453,- 
580 cars in the third quarter last 
year, has been given a percentage 
calling for 259,800 this year. Ford, 
producer of 417,872 in the third 
quarter of 1950, is down for 256,- 
200 this year. 

In contrast, Packard has a per- 
centage calling for 25,800 cars in 
this year’s third quarter, as com- 
pared with the production of only 
10,606 in the same period last year. 

* + * 


(Cena has a percentage rat- 
ing calling for 4,200 cars in the 
third quarter this year. Crosley 


|hasn’t built that many cars in any 


three-month period since 1948. 

Most auto makers preferred to 
remain silent last week about the 
NPA percentages assigned them, | 
but there were strong rumors | 
that both GM and Chrysler were 
disappointed. 

A Hudson spokesman declined to} 
be identified, but he said his com- 
pany was “perfectly satisfied.” 
Hudson, which built only 28,069 cars | 
in the third quarter last year, has 
been given a percentage rating 
calling for 35,400 this year. 





Robinson, Somers 


Promoted at Fram 


PROVIDENCE.—The election of 
Howard E. Robinson as sales vice- 
presidence for Fram Corp. is an-| 
nounced by Steven B. Wilson, Fram 





H. EK. Kobinson 
| president. Milton W. Somers suc- 


Arthur Pettet 





ceeds Robinson as general sales 

Robinson will be responsible for 
all of Fram’s sales divisions, Wil- 
son said. Somers, formerly sales | 
manager of the corporation’s sales 
to automotive jobbers, will super- 
vise the sales of all Fram divisions 
except car factory and government 
sales. 

Wilson also announced the elec- 
tion of Arthur F. Pettet, Fram gen- 
eral manager for the past 2% years, 
as a vice-president, and the promo- | 


eling auditor to assistant treasurer. 


Autocar Booklet Cites 


Role of Big Trucks | 

ARDMORE, Pa.—The vital role 
heavy-duty trucks play in the de- 
fense effort is told in a 24-page 
Autocar Co., 











Ardmore. 


The booklet, “The for 


big 


Case 
says 


speed and long life. 





Army Day in GMCville— 





Over 50,000 citizens of Pontiac, home of the GMC truck and Pontiac cars turned out not 
only to celebrate Army Day but to pay homage to the first contingent of Pontiac National 

In the third quarter of this year,|Sverd members who returned home on that day from Korea in the new rotation system. 
the independents are slated to build | Prominent in the activity that resulted in these boys being picked up at San Francisco and 
187,800 cars, or 15.65 percent, of the | flown to Pontiac in time to participate in the parade was Roger Kyes, general manager of the 
total production to be permitted by | truck plant. Moving pictures were taken of the parade and the mothers of all of the Pontiac 
NPA. In the third quarter of 1950,| boys now in Korea who were seated in the reviewing stand. These films will be taken to Korea 


Timken Roller 


Loses Appeal 
In Cartel Case 


WASHINGTON.—The U. S. Su- 
preme Court last week found Tim- 
; ken Roller Bearing Co. guilty of a 

that for the third quarter of|conspiracy with its British and 
| So by the end of this month, U.| 1950 there were some extreme cases| French subsidiaries to eliminate 
|S. vehicle output will still be run-/of hardship for NPA to consider. | competition in the manufacture and 
Of the Big Three, General Mo-| world sale of antifriction bearings. 


The court’s five to two decision 
upheld a district court decision 


against the firm. 


However, Timken was 


not 


pared with 808,911 in the same 1950| Ordered to divest itself of its stock- 
holdings and other “direct or in- 


he fighting front. 


direct” interests in the foreign 
affiliates. 

The remainder of the decree en- 
joins Timken from: 

1. Making any agreement witi 
British Timken and French Timken 
to fix resale prices of the bearings 
it produces, 

2. Making any agreement with 
the two affiliates for transfer to 
those companes of its trademarks. 

3. Giving to or receiving from 
them any machinery, materials or 
patents “in such a way as to deny 
any third person access thereto.” 

4. Refusing to sell antifriction 
bearings to anyone at the same 
prices and on the same terms as 
those regularly given to buyers 
from American Timken. 





ae 


- - Classified Want Ads - - | 


FOR RATES, ETC., SEE NEXT PAGEm | 








Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


SERVICE MANAGER, one of the largest 
multiple city Chevrolet dealers in Texas 
has exceptional opportunity for an ag- 
gressive man with ability to handle all 
phases of a large, fast moving opera- 
tion. Must have excellent administrative 
ability in organizing and developing full 
production. This is a permanent top 
paying position for one who can perform 
in accordance with the qualifications set 
out. Reply in own handwriting, giving 
age, marital status, education, complete 
employment record and date of avail- 
ability. Replies will be held confidential. 
Box 5134, c/o Automotive News, De- 
troit 26. 


AGGRESSIVE SERVICE MANAGER can 
name his own future, 
bonus—with largest, modern shop metro- 
politan Columbus, in business twenty- 
three years, handling popular line new 
cars. Must have organizational and su- 
pervisional ability, Send photograph with 
experience details, stating 
pected and your availability for inter- 
view. Replies confidential. 
Automotive News, Detroit 26. 


WANTED—Experienced service manager, 
30 to 40 years old, married, good busi- 
ness administration background, able to 
direct shop personnel, develop special 
service programs. Dealership has one of 
the ‘‘Big Three’ franchises, located in 
mid-western city, new building, all new 
equipment, potential from 3,000 service 
owners. Maintain large parts inventory 
(supervised by capable manager). Com- 
pensation depends on qualifications. Box 
5118, c/o Automotive News, Detroit 26. 











GENERAL MANAGER—Dodge and Plym- 
outh. Excellent opportunity for right 
party. Management experience desirable. 
Position requires good leadership and 
efficiency in all departments. Location 
northern West Virginia. Box 5146, 
Automotive News, Detroit 26. 


c/o 





WOVEN SARAN PLASTICS 


Calling on Automobile Manufacturers 
Auto Seat Cover Manufacturers. Complete 
competitive line. Experienced only. Commis- 
sion basis. 

WENDEL PLASTIC FABRIC CORP. 
62 West I4th St. New York Il, New York 


and 


SERVICE MANAGER. Must be experienced 

in complete operation of service and body 
One of the largest midwest 
Buick dealers, Can earn 
$8,000 plus per year, Give age, experi- 
ence, present employment, references. 
Confidential. Box 5145, c/o Automotive 
News, Detroit 26. 


WANTED—Combination fleet and _ truck 
salesman by well established Dodge- 
Plymouth dealer in Los Angeles. Splendid 
opportunity for right man, Give complete 
qualifications. Box 5143, c/o Automotive 
News, Detroit 26. 


WANTED—Service 


departments. 
metropolitan 





manager capable of 
taking charge of service department, 
Chrysler product, Ideal midwest city, 
13,000 population. Box 5144, c/o Auto- 
motive News, Detroit 26, 


Good salary plus® 


earnings ex- | 


Box 5147, c/o} 





HELP WANTED 


WORKING FOREMAN for a small Chrys- 
ler-Plymouth dealership—small west Tex- 
as town. Must be well trained and have a 
desire to serve the public and dealership. 
In answer, give a complete record of em- 
ployment and experience. State salary ex- 
pected. Box 5142, c/o Automotive News, 
Detroit 26. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
Insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 








GENERAL MANAGER, Presently manag- 


dealership, three hun- 
dred fifty car deal, Familiar with all 
phases present day operation. Eleven 
years experience. Three years U. S,. army. 
Four years National Finance Company. 
Two years college, age 38, married, one 
child, compensation open. References very 
best. Box 5148, c/o Automotive News, 
Detroit 26, 


SALES-GENERAL MANAGER. Hull-Dobbs 
experience. Trained by GM and Chrysler 
on Chevrolet, Plymouth, Dodge and 
Buick, Last four years in sales or gen- 
eral management volume dealerships, Use 
modern compensation plans, get produc- 
tion from inexperienced salesmen. Capa- 
ble, mature, energetic, no habits, good 
health, Like salary and percentage. Can 
invest. Box 5156, c/o Automotive News, 
Detroit 26. 2 

AUTOMOTIVE GENERAL Service man- 
ager; 35, married, GMC and Ford ex- 
perience. Qualified, technical know how 
your operation, Available immediately, 
$7,500. McEnerney, Box 122, Wantagh, 
= Se 


ing ‘‘Big Three’’ 











USED CAR BUYER 


Wants permanent connection with 
large new or used car dealer buying 
cars in Detroit area. 22 years experi- 
ence, best of reference and bondable. 


Box 5163, c/o Automotive News 
Detroit 26, Mich. 
———— ll 


DEALERSHIP AVAILABLE 


DEALERSHIP in Finger Lakes region, New 
York state. Established 1925, now hand- 
ling Chrysler-Plymouth contract since 
1932. Modern five car showroom and 
parts department; large service depart- 
ment with essential equipment; large 
storage department and used car lot. On 
main street in town about 5,000 near 
manufacturing company, employing 1,500. 
Will lease building and equipment, Other 
personal interests make this a rare Op- 
portunity, Box 5129, c/o Automotive 
News, Detroit 26. 








BE INDEPENDENT, with an independent. 


The car of this year, and past 50 years. 
Enjoy life in the best little city in New 
York state, 200 miles New York city. 
Heated showroom and shop, fully equip- 
ped, 500 owners, 150 car contract. A 
money-maker. Well established, priced 
right. Reason—ill health, other business. 
Box 5132, News, De- 
troit 26. 


i A 


ASSOCIATED DEALERSHIP 


Now handling Dodge-Plymouth and Dodge 
Truck. Approximately 100 car contract in 
county seat, rural section on small highway 
in W. Va. Good Shop, parts and gasoline 
sales. Excellent proposition. New building, 
with nice rental agreement. $15,000 cash will 
pay everything. Possession in five minutes. 
Box 5162, c/o Automotive News, Detroit 26. 
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DEALERSHIP WANTED. Long 


WANTED —200-350 car dealership in Cali- 


NEW JERSEY or Florida. Whole or part 


AUTOMOTIVE NEWS, JUNE 11. 1951 





DEALERSHIP AVAILABLE 


BEST DEALER LOCATION in southwest— 
new and used cars. 225’ fronting on high- 
way, masonry building 50x160 feet. Large 

room—6 
stall repair shop. Growing south Texas 
city—heart of cotton, grain and oil belt; 
also vegetable center. 16 miles from large 
industrial coastal city. Independent dealer 


showroom, offices and parts 


> preset. star ius, Geer tonaetaeen Wanted Ads accepted at half-rates to encourage this 
available. Population 15,000—selling ter- rs. Count initials and groups of numbers as 

ritory unlimited in radius 50 and 60 

miles. Will sell or lease. Reserve officer at regular rates, but if signed 

expecting active duty. Box 5153, c/o oo 


Automotive News, Detroit 26. 


DEALERSHIP. AVAILABLE Cook County, 
Illinois, 150 to 200 cars yearly. Excellent 
building. Used car lot. Experienced of- 
fice, service and parts personnel, Located 
on one of main thoroughfares connecting 
Chicago and suburbs. Now handling Nash. 
Factory approval necessary. Will sell 
with or without franchise. Box 5154, c/o 
Automotive News, Detroit 26. 


DEALER, now handling Lincoln-Mercury 
in southern town of forty thousand pop- 
ulation, is interested in partner with ex- 
perience and ability to take complete con- 
trol of business. Volume and potential 
above average. Other interests require 
owners time, Give complete history and 
bank reference in reply. Box 5138, c/o 
Automotive News, Detroit 26. 


Facer et tnt 

INDEPENDENT DEALERSHIP, exclusive 
agency in large southern city. Nice mod- 
ern building with good lease, This deal 
affords unlimited opportunities for sales 
and profits, Being offered for sale at 
book value. Reason for selling is per- 
sonal. Box 5159, c/o Automotive News, 
Detroit 26. 


DEALERSHIP in_ northeastern Indiana 
town of 6,000, Now handling Nash. 1950 
gross sales $320,000, New modern ga- 
rage. Well equipped service and parts 
department. Good lease, reasonable rent. 
Write Box 5160, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


WANTED. G.M. dealership with 300 to 
500 new car yearly potential. Have out- 
standing record with General Motors and 
can assure factory approval with any 
division, Please reply in confidence. Box 
5158, c/o Automotive News, Detroit 26. 

G. M. DEALERSHIP — 150-200 cars year- 
ly. North Jersey or New York suburb 
preferred. Personal background, capital. 
Could withstand any factory require- 
ment. Replies confidential. Box 65141, 
c/o Automotive News, Detroit 26. 

WANT TO BUY small ‘‘Big Three’’ agency 
in western Pennsylvania or New England. 
Experienced, have capital. Confidential. 
Box 5157, c/o Automotive News, De- 
troit 26, 


ED CARY WANTS A 
PONTIAC DEALERSHIP 


He has the wholehearted approval of the 
Pontiac factory because of his 25 years’ 
experience managing two large Pontiac 
deals. He prefers the East Coast or gen- 
eral midwest states. He would like and 


can financially a. a good sized deal 
i i as 


ve me, he will hold in 
strictest confidence any reply. 


a deal as small 


DON'T JUST GLANCE OVER 
THIS AD! 


Clip it out and tuck it away. You 
may change your mind. Remember 
taxes are high . . . someday the go- 
ing will be tough again! Most of 
you have your loads now. Why jeop- 
ardize that load? 


E. H. CARY, JR. 
7728 East Jefferson Ave. 
Detroit 14, Michigan. LOrain 7-9558 





FORMER ASSISTANT regional manager 
for General Motors and presently general 
manager of ‘‘2,000 unit’’ General Motors 
dealership desires quality franchise in 
Chicago or midwest area. Strong finan- 
cial position and factory approval as- 
sured, Reply and negotiations will be 
strictly confidential. Box 5149, c/o Auto- 
motive News, Detroit 26. 


EXPERIENCED REPUTABLE volume op- 
erator wishes to acquire substantial Ford 
dealership located in northern New Jer- 
sey or in the metropolitan areas of either 
New York or Philadelphia. All replies 
confidential, Box 5152, c/o Automotive 
News, Detroit 26. 

WANTED TO BUY—GM or Ford agency in 
Florida, Factory approval assured. Prefer 
100 to 300 car deal. Reply and negotia- 
tion must be strictly confidential because 
of present ownership. Cash position ade- 
quate. Box 5016, c/o Automotive News, 
Detroit 26. 

Island, 

Westchester or Southeastern Florida. 100 

car contract, Capital, experience meet 

factory qualifications. Replies confiden- 
tial. Box 5127, c/o Automotive News, 

Detroit 26. 





approval assured; will 
replies held in strictest 
5150, c/o Automotive 


fornia, Factory 
Pay cash. All 
confidence. Box 
News, Detroit 26. 








ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise, Our inventories are unbiased and 
used to buy or sell dealerships, We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 


ee re aren rn en 


INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization— in business since 1939. Free 

klet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive Inventory Service Co. 

Freeland, Detroit 27, Mich. WE 3-6449 
ES 
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received 
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Display Ads 
WANT AD DEPT., 


USED CARS FOR SALE 


Reaching an estimated 100,000 readers engaged in all branches of the automotive 
EIGHTEEN CENTS 


Box No 
insertion for address 
$9.80 per 
AUTOMOTIVE NEWS, PENOBSCOT BUILDING 


71 





CLASSIFIED WANT AD DEPARTMENT 


industry from Maine to 


(18c) PER WORD for each insertion 


baat 


(ote ra) 
Toth hah 

word. Ads may be signed with your full 
News, De Eons 


Timo ho Rh Aclil Pp tion 


classification for ime ul teh ali’ eek: 


one name and ada 


Tala eb ae halla a ial L aes) sdd Ons 


and extra service as replis re a: 


inch, per insertion 


DETROIT 26, MICH 





USED CARS FOR SALE PARTS FOR SALE 








—AUTFO— 
AUCTION 


—Ai— 


HORSEHEADS, NEW YORK 


EVERY FRIDAY 





—At— 


DANVILLE, PENNA. 


EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 
Tex Rickard 


Jos. E. Johnson 
Auctioneers 


FOR SALE. 
Oldsmobile 


Special equipped car; 


deluxe, 


hand controlled, 
Ideal 


ear condition, fully 
foot operation necessary. 


Ford St., Phone 700, Ogdensburg, N. Y. 





USED CAR BUYERS 


— CLEAN — 


2 door and 4 door models 


America's Largest Chrysler-Plymouth 
Dealer 


PHONE: HO. 5-2000 


6116 N. WESTERN AVENUE 
CHICAGO, ILLINOIS 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 


INDIANAPOLIS, INDIANA 
Dutch Stuart, Auctioneer 
915 N. Iilinois St. 


ATTENTION DEALERS ! ! 
SPECIALIZING IN THE SALE 
OF EX-TAXIS 
Excellent Bodies—Good Motors 
1 to 500 
Plymouths-Fords-Chevrolets 
Buy Now At Low Prices 
THE R. A. AGENCY 
54th and Lindbergh Boulevard 
(Below Woodland Avenue) 
Philadelphia 43, Pennsylvania 
MORRIS FREEDMAN, Mgr. 
Saratoga 7-2300 
Herbert J. Cole 
Evergreen 2-0400 


SHELDON OLDS 
8421 Michigan, Detroit 


Always a selection of good used cars. 


interest. ‘‘Big Three.’’ Replies confiden- 
tial, Box 5151, c/o Automotive News, Wholesale 
Detroit 26, Write, wire or telephone 
DEALER SERVICES ’. © 2 ye \N 
INVENTOR Seiecuseiinenngieeeme r Manager 
TORY SERVICE for all auto deal- Tiffany 


COMPLETE "EXPOSURE" 


AUTOMOTIVE NEWS Classified Advertise- 





ments reach an estimated 100,000 readers, 
engaged in every branch of the automo- 
tive industry from Maine to California. 
The place to start advertising for help, 
positions, dealerships, lines, used cars or 
trucks, parts and shop equipment is in 
the classified want ad columns of Auto- 
motive News. 


See Above for Full Advertising Rates 
_—_—_—_—_—_____________ 








1948 
model 78 club sedan, 
Hydramatic drive, radio and heater. New 
no | —————_—————________ 
ear for|GENUINE LINCOLN-MERCURY parts— 
invalid. Fournia-Rubin Motors, Inc., 1801 





OUTSTANDING VALUES! 


1949 PLYMOUTHS & CHEVROLETS | GucvncieT PARTS — 
1950 PLYMOUTHS & CHEVROLETS 


“Z" FRANK BEFORE YOU BUY! 








Dealers Meet*at the Cross-Roads of America 


Phone Lincoln 5383 








Sherwood 7-1700 





























THE TUESDAY SALE—11:30 A. M. 
FORT WAYNE 


AUTO AUCTION 
—DEALERS ONLY— 


Oldsmobile 
Parts 


24-HOUR DELIVERY SERVICE 


® 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 





















(In the Heart of the Nation) 


Phones: E -135; 


Open all night, Monday night 
No Reservations 
WEBSTER-MARKER MOTORS, INC. 
324 W. Main St. Ft. Wayne, Ind. 


























AUTO AUCTION 


TIM ANSPACH 


“Mi ", Stop 20 
: Albany Schanat , Road 
LBANY, N.Y. 


(For Dealers Only) 


EVERY MONDAY . . . 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 











Gage & Drummy, Inc. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-6332 




























PARTS FOR SALE — 









BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . . . Same Day Service 
On Mail Orders and Inquiries. 
All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 


$100,000 stock. Freight prepaid on orders 
over $100 net. Enslen and Welter Motors, 
Inc., 5920 Hohman Ave., Hammond, Ind. 
Call Sheffield 8105. 















NEW, GENUINE Packard cylinder heads 
(Pt. No, 367636). New Dodge truck cab 
doors, 39 to 47, $5 each, F.O.B. Phila- 
delphia. Fox Auto Parts, 3235 N. 22nd 
St., Philadelphia 40, Pa, 














1928 to 1951. 
Prompt service. Louis Chevrolet, Thomp- 


sonville, Conn. 








OLDSMOBILE 
PARTS 


Write - Phone - Wire 
Jordan 4-6332 


GAGE and DRUMMY, INC. 
21710 Woodward Ave. 



























FORD BODY PARTS 
OUR SPECIALTY. WE SHIP ANYWHERE. 
PHONE-WIRE-WRITE 
NORWOOD AUTO SALES CO. 
5050 Montgomery Rd. 
CINCINNATI 12, OHIO 


Me 4460 
















WRECKER. Very attractive, 


to drive out. 


COMPLETE SET 


SALESMAN, experienced, 


STANLEY 1899. Good condition! 
McCanna, 148% E. 40th St., New York 16. 


TRUCKS FOR SALE 


will handle 
large trucks. Mounted on 3%-ton Reo 
with less than 20,000 actual miles. Would 
trade for car or sell for $1,000. Write 
nae Motors, Junction City, 
ans. 


PRACTICALLY new Holmes traffic king 


wrecker with cradle mounted on Ford, 
Good price. Gillespie's, Inc., Bellefon- 
taine, Ohio. 


1946 WILLYS JEEP WRECKER. 5 ton 


winch and boom. New tires, half metal 
cab, Priced to sell. Write Box 5161, c/o 
Automotive News, Detroit 26. 





FOR SALE 


1947 Tractor and mechanical handling car 
carrier. All new tires, new motor, A-!I condi- 
tion. $1,800, 


FAIRFIELD KAISER-FRAZER, INC. 
500 Kings Highway Fairfield, Conn. 
Phone 67-1344 
(sn ssenseesceneeessenennte 


TRUCKS WANTED 


thn nn nk 

WANTED—Used truck and trailer, 4 or 5 
car capacity. Cliff Soderberg, 915 W. Col- 
fax, Denver, Colo, 


BUSES FOR SALE 


AIRPORT COACHES, 1942 Pontiac, 1937 
Chevrolet, 1947 Cadillaé, 1948 Chevrolet, 
1949 Chevrolet, all 12 passenger. Two 
42 passenger school buses. Three Ford, 
29 passenger transits. Five, 29 passenger 
Flexibles. Box 5165, c/o Automotive 
News, Detroit 26. 





BIG VALUES IN SCHOOL BUSES 


16" to 26" on chassis in good condition. Ready 
Can be converted for com- 
mercial use. Details and prices furnished upon 
request. 


BADGER BODY MFG. CO. 
2719 CUMING STREET = OMAHA 2, NEBR. 





BUSES FOR SALE. Late model used and 
new school buses, 36, 48, 54 and 60 pas- 
senger. National Bus Sales Co., Inc., 101 
shee St., Philadelphia 4, Pa. BAring 


SHOP EQUIPMENT FOR SALE 
‘‘Kaiser-Frazer’’ signs. 
Cost over $800. Never used. Highest bid- 
der takes them. Box 5155, c/o Automo- 
tive News, Detroit 26. 


NEW LINES WANTED 


selling direct to 
new car dealers in the New York metro- 
politan area. Excellent following. Seeks 
additional lines. Box 5164, c/o Automo- 
tive News, Detroit 26. 


ANTIQUE CARS FOR SALE 


1911 BUICK MODEL 26 roadster, excellent 


in appearance and condition. Buick dealer 
38 years. We are retiring and will sell 
for best reasonable offer. W. H. Adams, 
Madison, Ga. 


WILL SELL COLLECTION of 20 antique 


cars from 1902 up. Write Tom McDonald, 
Box 185, West Chicago, Illinois, Tele- 
phone West Chicago 50. 


$1,500. 


ANTIQUE CARS WANTED 


WANTED—1922 Chevrolet superior model, 


any body style by Bonderchuk Chevrolet, 


Inc., 1285 South Broad St., Trenton, N. J. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S8t., 
Lynchburg, Virginia. 








DETROIT 20, MICHIGAN 
24 Hours Service on Shipments 








NEWS THAT WE SUGGEST 







PONTIAC 
PARTS 


Most complete stock in Midwest 
Try Us for All GM Parts 


SHIPPED ANYWHERE — SAME DAY 


ORDERING: 





builder ever 






Write—Phone—Wire 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. 
Chicago 26, Illinois 


Direct Phone Ambassador 2-7117 


Indiana.”’ 








CHEVROLET 
PARTS 


Most complete stock of genuine Chevrolet 
parts in the east. 


Also 670x15 tires and tubes 
SHIPMENT ANYWHERE—SAME DAY 


Write—Phone—Wire 











WE HAVE HAD SO MANY REPLIES TO THE FOLLOW- 
ING AD IN THE MAY 21ST ISSUE OF AUTOMOTIVE 


IT WORKS FOR YOUR NEIGHBORING DEALER BEFORE 


“Send $5 for most amazingly simple used car sales 
devised. Guarantees customer 
dence. Sales managers and salesmen love it. Dealers 
now using this plan are very enthusiastic. Complete 
refund if not fully satisfied. Box 135, Shelbyville, 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [[] 
for which check is attached [_] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





















YOU CHECK HOW WELL 














confi- 















TR tena ect udtencuved eee eee renee eee deaeacank®e jawed sa seek 
Community Chevrolet, Inc. 
653 Fillmore Avenue «(ssid Lette ttt eeeeereeee shapsadecaee cee cc eeetaseewewes HA baeabiod be sieaeant 
On ee eee Seeeaae 0 sdentneketa wnat eNebeeuce a batecenten 
Phone Taylor 2763 
Street Address............ er 04 Coe cy caaesew es. Ue Mibcs ncatoan 
City.... 5 a copinkigg Dae ses elon eitasaa TT chee Shee 


CROSLEY PARTS 
Shipped Anywhere. Call—Write—Phone 
SERVICE MOTORS 7 
“LARGEST CROSLEY DIST. IN THE EAST" 


581 Hempstead Turnpike Elmont, L. I|., N.Y. 
Floral Park 4-3300 





TRADE CONNECTION: 


Car Dealer [) Truck Dealer [) Manufacturer [] 
Jobber [] insurance [1] Financial [) Supplier [] 
Bik de cdnind casnecbdeeken (haces sdeueaawleran 
6-11-51 









NOW...IN TWO MORE TO 
BUYING-POWER MAGAZINE 


THE NEW YORKER ano TOWN & COUNTRY 












We are telling more discriminating peo 


YL, eee 


gives distinction, durability and desirability 





to the upholstery of fine automobiles 





These two new magazines on our 1951 list will help to tell 


tpt tn iw ed ean the people you sell about the advantages of Genuine Leather 


genuine bother 


in the upholstery of your convertibles, “hard-tops’, and 
other models; of the fashion-rightness of leather; its smart 
colors and interesting grains; how normal use and simple care 


in advertisements enhance its life and beauty. Here is further readership that is 


like this... 
in full pages... 
full color! 


discriminating; that responds to quality and hand-craftsman- 


ship; that looks to enduring value rather than fleeting price. 


WIDESPREAD DEMAND FOR LEATHER UPHOLSTERY 
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those who buy leather-upt 







stereaq mode tf the ext 






value they 





simple, easy caret 











THE UPHOLSTERY LEATHER GROUP .- 
Ame M Newark N 
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